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From the Pond the Logs Move Up the Jack-Chain to “Journey’s End” 


One of a group of historical paintings in the National Lumberman’s Bank; Muskegon, Mich. 
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YOU NEED LUMBER— 
We Have It Ready to Ship 


Procrastination never won a football game, nor did it ever build 
business for any dealer. Success always comes to the “‘leaders — 


seldom to the ‘‘trailers’’. 


No doubt, your stocks of lumber are badly depleted. Don't wait 
longer before ordering the lumber items you need to balance your 


stocks. 


If you knew more about our excellent facilities, our values, our abil- 
ity to ship soft textured California White Pine lumber, you would 


say we offer a profitable connection. 


If your nearest Wholesaler can't quote on our Shop and Selects write 
Let us suggest that you 


us direct for stock list and quotations. 


do it before there is an advance in prices. 


YBER Col” 
| KLAMATH. FALLS}PREGON oo 
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A True 
White Pine 


The Idaho White Pine we're cutting in the 
Northern Panhandle of Idaho is true White Pine 
of the finest order. 
All our 4/4 stock is dressed full 13/16”. It is there- 
fore stronger, stiffer, and more durable. 
We can ship mixed cars of Idaho White Pine, Pon- 
dosa Pine, White Fir, Fir, Larch Cedar, and 
Spruce lumber. 


Order Panhandle stock and 
get more for your money. 


PANHANDLE 
Lumber Co. 


SPIRIT LAKE, IDAHO 




















Every Lumber Dealer 
Should Read Thise 


“Our estimator in our general office has 

used ‘Automatic Building Costs’, has checked 

the figures arrived at and has found them sur- 

prisingly accurate. He advises me that he can 

estimate an ordinary small house with 

‘Automatic Building Costs’ in from 3 to 15 

minutes, as he has timed himself on a number 
of occasions.” 

—Spahn & Rose Lumber Co. 

Dubuque, Iowa. 
By G. D. Rose, President. 





You, too, can figure all types of houses— 
frame, brick, stucco, plain gable, Dutch Colo- 
nial or English design —ten times faster 
with “Automatic Building Costs” than with 
any other method. It'll cost you just $15 to 
end your figuring problems for all time. 


AMERICAN LUMBERMAN, 
431 South Dearborn St., Chicago, Ill. 


I should like to see “Automatic Building Costs.” *Send me for 
10 {0 devs FREE examination. It is agreed that i if I do not want to buy this 
book, I may return it without obligation. 


*Subject to approval of Management. 
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Now Is a Good Time to Modernize Retail Yard Facilities 


ITH general construction at a 
low level, with labor plentiful 
and in need of employment 

and with the prices.of lumber favorable, 
this is a good time for the retail lum- 
berman to enlarge his lumber sheds, or 
even rebuild or otherwise to improve 
them so that all stock that should be 
protected from the weather may be 
under roof. In fact, all the arguments 
that the dealer can make for inducing 
others to do their repairing and mod- 
ernizing now have an equal applica- 
tion to his own situation. 

It would be a good advertisement 
for any retail lumberman to announce 
that on account of all these favorable 
conditions he was going to make some 
improvements in his yard, and suggest- 
ing that other people might profitably 
follow his example. If building and 


other activities that involve the use of 
lumber and other building materials 
are ever to return to normal, they must 
start somewhere, and it is believed. that 
there is no better place for them to 
start than in the retail yard. That 
would be a good way for the retailer 
to inspire a little confidence in the 
local carpenters and builders and in 
the public generally. 

If there are any yards that still pile 
their lumber outside or that have not 
modernized their offices, sheds and 
other structures, they can hardly hope 
to find a better time than the present 
to make these needed improvements. 
It is hardly to be supposed that any- 
body believes that business will never 
be better and that therefore there is 
no use of getting ready for future de- 
mand. Trade will pick up, and when 


it does there will be a disposition to 
postpone work that would interfere 
with business, so that really desirable 
improvements will have to be put off 
again. 

Nowadays, appearances of offices, 
sheds and yards are factors in affecting 
sales, and an unattractive place of 
business may to a large extent coun- 
terbalance advertising and other sales 
effort. At least, a neat and attractive 
office, with exhibit rooms and display 
windows will serve to supplement 
other merchandising effort and aid in 
increasing sales. From every view- 
point, therefore, now is a good time 
for the retail dealer to prepare for the 
good times that are sure to come by 
improving his yard and office facilities 
and making his place of business at- 
tractive. 





Diagnosing Some 


HE National Building Industries 
Bureau, which is “a national or- 
ganization created to stabilize the 

building industry and to stimulate new 
construction and modernizing,” having 
its headquarters in Chicago, sends out 
a year-end message, propounding a 
number of queries, as follows: 

(1) Why is it that the so called con- 
struction industry always takes its 
licking “lying down”? 

(2) Why is it that the so called 
construction industry does not recog- 
nize the fact that there should be 
brakes and accelerators to control 
business trends as well as automo- 
biles? 

(3) Why is it that the so called con- 
struction industry considers every 
business depression inevitable, and 
that resistance would be without 
avail? 

(4) Why is it that the so called con- 
struction industry is so completely 
dominated by forces from the outside? 


(5) Why is it that the so called con- 
struction industry is so lacking in “co- 
operation consciousness” that even 
emergencies do not arouse it to action? 


(6) Why is it that each factor of 
the so called construction industry 
considers itself a separate industry? 


(7) Why is it that the so called con- 
struction industry is accepted as the 
second largest industry in the world, 
when actually it is merely a lot of in- 
dividual industries supplying materials 


Ailments and Prescribing the Remedy 


and service to the second greatest de- 
mand in the world? 

(8) Why is it that these factors of 
the so called construction industry are 
not aware of the tremendous influence 
of co-ordinated effort, and that a clear- 
ing house of intra-industry problems 
and data is vital to their interests? 

(9) Why is it that the so called con- 
struction industry is so lacking in 
“advertising consciousness” that the 
entire industry spends less for adver- 
tising than is expended for advertising 
one article of food? 

The above questions, quoted in the 
letter referred to, originated with a 
prominent builder who holds many im- 
portant offices in the construction in- 
dustry, and who may be presumed to 
speak with authority, although 
whether all of his criticisms are con- 
sidered justified or not of course is a 
matter of opinion. 

The AMERICAN LUMBERMAN is fre- 
quested by the bureau to reply to, or 
comment upon, these questions. 

Inasmuch as each query quoted car- 
ries its own interpretation, further 
comment would seem to be almost 
superfluous. However, a_ sufficient 
cause or reason for many of the evils 
enumerated lies in the fact stated in 
paragraph 7, in which it is pointed out 
that what is commonly spoken of as 
the construction industry really is 


merely a group of more or less loosely 
related, and to some extent, competing 
industries, which points to the need 
for a broader and more intelligent co- 


ordination of effort than perhaps has 
yet been manifested. 

Also, the statement quoted in para- 
graph 9 that the total expenditure for 
advertising by the entire construction 
industry is less than is expended for 
advertising a single article of food, 
needs little elucidation. Whether or 
not an exact analysis of the facts, if 
such were obtainable, would fully sub- 
stantiate that statement it undoubt- 
edly is sufficiently accurate to afford 
“food” for reflection on the part of 
those who are wondering what is the 
matter with the building industry and 
with some of its component units. 

However, the message referred to is 
as a whole optimistic rather than the 
opposite, as after the rather depress- 
ing diagnosis that has been quoted, at- 
tention is turned to a suggested program 
of constructive activities which the 
bureau has set up for the coming year, 
which it is believed will go far toward 
answering every charge laid down in 
the indictment. 

It is proposed, for instance, to 
“establish a new conception in home 
building sections of newspapers 
throughout the United States.” The 
bureau believes, with good grounds, 
that valuable as this form of publicity 
no doubt has been, it has failed of 
full efficiency because of being as a 
rule placed in the real estate depart- 
ments of the papers, in disregard of the 
fact that the time has come when the 
advertising .of home building and mod- 
ernizing materials—not as such, but 
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rather as to their uses in the completed 
home—must be directed to the women. 
It, therefore, is planned to inaugurate, 
with newspapers throughout the coun- 
try, a campaign to establish this new 
conception of home building publicity, 
designed to stimulate a lively interest 
on the part of women in making 


homes useful, attractive and livable, 
both as to structure and equipment. 
Other items of the program out- 
lined for 1931 include mobilizing the 
support of allied agencies and civic 
groups for business stimulation; and 
establishing a fact-finding department 
that will gather information from in- 


dependent existing agencies. 

The program set up is an excellent 
one, and if it is supported by all or a 
majority of the interests constituting 
or allied with the building industry, 
much may be accomplished in the 
coming year toward putting the in- 
dustry on a better footing. 





Better Merchandising of the Product 


LLUSTRATION of the fact that 
merchandising of a product is some- 
thing more than mere selling is 
found in the steps proposed for en- 
abling the small southern pine mills to 
enter the lumber markets on more fa- 
vorable terms and with greater profit 
to themselves than in the past. While 
these mills always have made consider- 
able contributions to the volume of 
southern pine output, they now are of 
relatively greater importance because 
of the reduced output of the larger 
units, and it is unlikely that they will 
lose any of their importance soon. 
Larger lumber manufacturers long 
neglected or ignored the merchandis- 
ing of their product while they were 
concentrating their efforts upon im- 
provements and efficiencies in produc- 
tion. Doubtless, excellence of product 
and efficiency in production should 
precede actual sales effort; for they 
are the foundation upon which effec- 
tive merchandising is built. But it is 
a poor merchandising policy that per- 
mits the sacrifice of an excellent prod- 
uct on the basis of price only. 
Notwithstanding the fact that the 
smaller mills in the South have often 
been charged with responsibility for 
demoralization of markets for southern 
pine, the fact is that the larger mills 
will have to accept their share of the 
blame. Some of the groups of small 
mills whose output is marketed by 
wholesalers have not been under the 
same necessity that has prompted the 
larger mills to continue to produce in 
the face of a dull market. Indeed, some 
of the ablest of lumber merchandisers 
are to be found in the wholesale ranks, 
and they have made their services 
effective in behalf of the small mills. 
In view of the fact that the industry 
as a whole is expending large sums in 
stimulating public interest in wood and 
lumber, it is a matter of importance 
that the products of the trees, whether 
sawn by small mills or large, shall be 
offered to the public in a standardized 
form, so far as standardization and uni- 
formity are possible. Only in this way 
can the industry profit from the expen- 
ditures made in behalf of lumber, and 


only by the same means can wood win 
and hold the confidence and favor of 
the public. 

So far as the plans for aiding the 
small southern pine mills in marketing 
their products have been developed, 
they include grading and inspection 
service and group sales agencies. Ex- 
perience has shown the larger mills the 
merits of both. Owing, however, to 
the lack of equipment and facilities, it 
is hardly practicable for every small 


of Small Sawmills 


mill to diversify its product as the 
larger mills can. It is to be expected, 
therefore, that the contemplated plans 
will include provision for such special- 
ized production as will enable each sales 
agency to supply a diversified or com- 
plete line. It is to be expected also 
that concentration yards, drying and 
milling in transit, and perhaps other 
facilities will be developed in order 
that the public may be adequately 
served. 


New Framing Product Removes 
Drudgery; Makes Sales Easier 


Everett, Wasu., Dec. 20.—And now 
“Guide-Line Framing’! What is “Guide- 
Line Framing’? Well, it is just an- 
other one of those progressive steps in 
the proper manufacturing and market- 
ing of Weyerhaeuser lumber products. 
Weyerhaeuser Four Square lumber in 
the upper grades in beautiful packages 
was a real step in the direction of tak- 
ing lumber out of the competitive cate- 
gory of “Lumber is lumber.” It was a 
radical step. It was criticized and op- 
position was expressed toward it, but 
it was a progressive step that could not 
be stopped. ‘“Guide-Line Framing” is 
another step. 

No. 1 common dimension is a lumber 
made for general purposes, and in more 
or less of a general way. “Guide-Line 
l'raming” is a lumber made for special 
purposes. True, it is made from No. 1 
common dimension, but it is different. 
The Weyerhaeuser Forest Products 
concern, with its research department 
and trade promotion work, has devel- 
oped Four Square lumber, and “Guide- 
Line Framing” in the abstract. Out 
here in the West Coast Harry Peysant, 
Weyerhaeuser Timber Co.’s research 
engineer, has developed the mechanical 
features necessary to carry out these 
ideas. 

Paul Bunyan’s typewriter as this 
new machine has already been dubbed 
by the lumberjacks, would certainly 
seem to be the proper name for it. This 
nice little printing and marking and 
equalizing machine, with its many 
synchronized motions, which would seem 


to be almost human, weighs 22 tons, 
but it is operated with keys about the 
size of typewriter keys, namely push 
button electric control keys. A_ truck- 
load of Weyerhaeuser “Guide-Line 
Framing” looks no more like a truck- 
load of No. 1 common dimension than 
an Arabian horse looks like a jackass. 
Two-inch house framing rafters. 
studs, joist etc., come out of this ma- 
chine with their ends trimmed exact, 
perfectly square and smooth as the side 
surface. For use in standard lengths 
they need no trimming whatever. In 
addition to this every foot is properly 
calipered and numbered and marked 
for trimming. More than this each 
inch is marked, the marks being small 
indentations made by a sharp steel die. 
They are perfectly true. Each end is 
printed with the name of the material, 
“Weyerhaeuser’s Guide-Line Fram- 
ing.” Also the edges near the end are 
printed, showing the West Coast Lum- 
bermen’s Association trade-mark, and 
the guaranty of the company that this 
“Guide-Line Framing” is made from 
No. 1 common. In addition to that the 
edge has the die-cut name, “Weyer- 
haeuser.” More than this the sharp 
edges are chamfered slightly, making 
them much more easy to handle, and 
adding to their appearance. 
“Guide-Line Framing” is just an- 
other step by leading manufacturers 
toward modern merchandising of a 
quality product. It is a sure method 
of taking the product out of the “Tom, 
Dick and Harry” competition class. 
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Oak Timbers for “Half-timber” House 


We have an inquiry for some oak plank to 
be used in half-timber work in Pnglish houses, 
same to run from 3x6’s to 3x12’s. 

The architect is desirous of getting a grade 
of material that has perhaps been used, or 
taken out of some old building that is very 
much aged. We are just wondering if you 
could put us in touch with any firms handling 
this class of material. The architect states 
that there are firms that make a specialty of 
this, but we have never heard of them.— 
Inquiry No, 2,561. 


[This inquiry comes from Colorado. Inas- 
much as we have no record of concerns special- 
izing in used oak timbers, a list of manufactur- 
ers of oak timbers has been supplied to this 
inquirer. It is possible, of course, that some of 
these manufacturers have oak timbers that have 
beer piled in the open long enough to have the 
appearance of great age. Recently the authori- 
ties preparing for the Century of Progress Ex- 
position to be held in Chicago in 1933 have 
built complete a replica of the old Fort Dear- 
born in order that the timbers may be suffi- 
ciently aged when the fair is opened to repro- 
duce quite exactly the appearance of the old 
fort itself. Exposure to the weather appears 
to be about the only practical means of giving 
timbers a “weathered” appearance. The name 
of this inquirer ‘will be supplied on request.— 
EpiTor. | 


Prices on Northern Piling 


Can you give me any information on prices 
received at loading point on piling, different 
lengths, especially as regards northern Michi- 
gan and Wisconsin on the following woods: 
Spruce, Norway pine, and hardwoods such as 
maple, birch, elm and hemlock?—INQuUIRY No. 
2,564. 


[This inquiry comes from the northern pen- 
insula of Michigan and is made by a producer 
of the class of stock referred to. Readers able 
to supply this information will be given the 
name of the inquirer on request.—Ebitor.] 


Bulk Piling of Air-dried Oak 


I would appreciate some advice on how best 
to take care of 4/4 oak lumber that has been 
on sticks eight to twelve months so as to 
deteriorate the least in value from the weather. 
I have been advised to take it off sticks and 
bulk it close together.—INqQurIry No. 2,560. 


[This inquiry comes from Missouri. In Tech- 
nical Bulletin No. 174,,.“The Air Seasoning of 
Wood,” recently published by the United States 
Department of Agriculture, appears the follow- 
ing paragraph on this question: 

“Since in most regions there is considerable 
difference between summer and winter values 
of equilibrium moisture content, it may be ad- 
vantageous in some cases to bulk pile, in the 
yard, stock that has become thoroughly air 
dried during the summer, in order to prevent 
or to reduce the absorption of moisture during 
the winter. If, however, the locality under con- 
sideration is subject to heavy snows or driving 
rains, a better practice is to allow the stock to 


remain on stickers. In either case a tight roof 


should be provided.” 


In this bulletin the statement is made also 
that piling stock within a shelter obviously 
affords protection better than the best possible 
in an open yard. Additional data pertaining to 
certain softwood sawmills show that if the stock 
is bulk piled in a closed storage shed, the range 
in moisture content can be materially reduced. 
For instance, numerous moisture content values 
determined for certain grades of kiln dried soft- 
wood flooring range from about 2 to 30 percent 
with an average of 7.1 percent. After being bulk 
piled for thirty days, in partly open sheds the 


range was from 2.5 to 16.5 percent, with an 
average of 8.5 percent. Further, the increase in 
moisture content of lumber in sheds may be less 
than if the stock is stored in yards. Inciden- 
tally, an added advantage of bulk piling in a 
closed shed is that the number is kept cleaner 
than when it is exposed to rain and dust. 


This inquiry is published to afford an oppor- 
tunity to readers to give the result of their 
experience in bulk piling or in other measures 
taken to prevent deterioration in air-dried oak. 
The name of the inquirer will be supplied on 
request.—EbITonr. | 


Wood for Shade Rollers 


Two new types of shade rollers are being 
developed, one requiring no bore in the end 
and the other requiring a bore of approxi- 
mately 7 inches. It has been suggested that 
inasmuch as the bore has been reduced by 
approximately one-half in one and eliminated 
in the other, some other type of wood could 
be used instead of the present white pine so as 
to lower the cost. White poplar and jack pine 
have been suggested. 

Have you any data as to the relative merits 
of these woods, whether they would meet the 
conditions required of them and as to their 
costs? You may also have suggestions as to 
other woods that would be satisfactory.— 
INQUIRY No. 2,565. 


[This inquiry comes from Indiana. There 
are doubtless a number of woods that are suit- 
able for the manufacture of shade rollers, and 
it may be that producers of different species as 
well as of white pine will be glad to submit 
data together with prices to this inquirer. The 
name of the inquirer will be furnished on re- 
quest.—Eb1ror. | 


Vocabulary of Lumbering 


I have been wondering if it is possible to 
procure a book which will embody an ex- 
planation of the major technical terms and 
business jargon of the average American lum- 


berman. If you can give me any information 
leading to the discovery of one or a number 
of handbooks helpful along this line I shal] 
appreciate your doing so.—INQuIRY No. 2,558, 


[This request comes from New Mexico. 
Some years ago Ralph C. Bryant, Manufac- 
turers’ Association Professor. of Lumbering, 
Yale University, as chairman of a committee 
of the Society of American Foresters, prepared 
a vocabulary of terms used in logging and 
lumbering. This compilation originally was 
published in two parts by the Society of Amer- 
ican Foresters. Later, Mr. Bryant included 
the vocabulary in his two books, “Lumber” and 
“Logging,” the part pertaining to lumbering 
in the one volume and that pertaining to log- 
ging in the other. It is believed the vocab- 
ularies were somewhat revised and extended 
when published in the books. These volumes 
are carried in stock regularly by the Ameri- 
CAN LUMBERMAN and are supplied at the pub- 
lisher’s price delivered. 

Under the title “Terms Used in Forestry and 
Logging,” the Department of Agriculture, 
Washington, D. C., in 1905, published bureau 
of forestry, Bulletin No. 61, containing terms 
compiled in co-operation with the Society of 
American Foresters. : 

Evidently, no attempt has been made in com- 
piling the lists referred to, to include all of 
the slang phrases used in the lumber industry. 
However, these are the most complete collec- 
tions known to the AMERICAN LUMBERMAN.— 
Epiror. | 








NEWS AND VIEWS OF 


50 YEARS AGO 


From the AMERICAN LUMBERMAN 








Taber & Co., Keokuk, Iowa,| ing graded and thus yielding| water on the rapids, even after 


have cut 10,000,000 feet of lum-| a 
ber, 4,300,000 


3,250,000 lath. Nearly a third | manufacture, 


and making other improve- * 
ments which will enable them 


to cut from 13,000,000 to 
14,000,000 in seven months’ 
work. 


Pag Sry Ag og tye splicing, hitching and knotting 
feet of lumber, 7,238,000 shin- of ropes. 


larger measure of profit.|the improvements, falls sud- 
shingles and| Hemlock costing as much to| denly. 

presents 
of the lumber is on hand. They | chance for “pickings” or spec-| A 
are putting in two new boilers | ulative grades. 


no * *# @ 

correspondent suggests 
that it would be a handy ac- 
. complishment for school boys 
to be proficient in the handling, 


He suggests the pro- 


A statement in the Lumber- 
man’s Gazette that hemlock has 
no merchantable value will be 
read with surprise by lumber 
dealers, and by manufacturers 
of Maine, Massachusetts and 
Pennsylvania, who are manu- 
facturing in the ratio of 17 per- 
cent of hemlock to 80 percent 
of spruce and 3 percent of 
pine. Hemlock is among the 
standard quotations on the Bos- 
ton market at from $11 to 
$13.50, with spruce at $13 to 
$17 and coarse grades of pine 
at $12 to $18. Hemlock has 
not been utilized in the West 
as yet, but this is simply be- 
cause of a prejudice, induced 
by the: greater plentifulness of 
white and its low value, 
combined with its quality of be- 





gles and 2,600,000 lath. By 
contemplated improvements 
they hope to increase the saw- 
ing capacity of their mill to 
15,000 feet a day. 


There is a large mill being 
built at Brainerd, Minn., on the 
Northern Pacific by Chase, 
Pillsbury & Co., who also own 
one, erected this year, on Gull 


River. 
* * a 


The St. Louis River Im- 
provement Co. is now improv- 
ing the river from Knife Falls 
to Duluth and proposes to drive 
some logs the coming spring. 
This takes the wind out of the 
Knife Falls Boom Co. and we 
expect some lively times as the 
logs going to Duluth must go 





inside of about ten days as the 


priety of having the art taught 
in our public schools. Anyone 
who has noticed the clumsy, 
hap-hazard manner in which 
boxes and goods are tied for 
hoisting or for loading upon 
trucks, will appreciate the ad- 
vantage of practical instruc- 
tion in this direction. 
aa a e 

The Schulenburg & Boeckeler 
Lumber Co., Stillwater, Minn., 
reports 26,000,000 feet of lum- 
ber cut, 3,500,000 feet on hand; 
14,000,000 shingles, 2,020,000 on 
hand; 9,000,000 lath, 1,000,000 
on hand; 150,000 pickets, 60,000 
on hand. A 32x48 Corliss en- 
gine, being built by E. P. Allis 
& Co., Milwaukee, Wis., with 
some minor improvements, will 
give the mill a capacity of 
abofit 35,000,000 feet next sea- 
son. 
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Southern Pine Slow But Increased Buying Expected 


Southern pine mills have been booking a fair volume of 
orders for shipment after the first of the year. They find 
that present low prices are creating a good deal of interest 
in ordering for forward requirements, but as they feel con- 
fident there will be a strengthening in the lists as soon as 
spring buying begins, they are disinclined to load up with 
orders at present market. Production at large mills has 
been curtailed to about one-third less than last year’s at 
this season, or to about the volume of bookings and ship- 
ments, so stock accumulation is ‘being avoided. A surpris- 
ingly large number of small mills are inactive, and 
many of them will not attempt to operate during the bad 
weather of early spring. Pine mills have benefited from 
the fact that construction in the South has kept up better 
than in other sections, and may expect a nice share of 
the business that will result from expansion in railroad con- 
struction programs, and from the construction work appro- 
priated for by the Federal Government. 


Northern Pine and Hemlock Quiet; Quotations Steady 

There is practically no production of northern pine, the 
cut reported by twelve mills for the two weeks ended Dec. 
13 having totaled only 400,000 feet, while shipments of 
these mills amounted to about 6,000,000 feet. In the mid- 
dle West, retailers have been finding it necessary to order 
mixed cars for current needs, and as prospects for farm 
demand are considered above average in this territory, it 
is believed retailers will enter the market early in the new 
year. The needs of industrial users are now small. City 
consumption in the middle West is largely for repair and 
modernization jobs, so a fair volume of demand may be 
expected from millwork plants. In the East, stocks of 
wholesalers, retailers and industrial users are said to be 
unusually low, but they are holding back replenishment 
orders until after inventory time. As in the first fifty 
weeks of the year the northern pine mills shipped 93 per- 
cent of their cut, there is little surplus stock, and special 
offerings are few, so that price lists are steady. 

While northern hemlock production in the week ended 
Dec. 13 was only about 55 percent as much as in the cor- 
responding week last year, shipments made 85 percent of 
last year’s, and their maintenance at this level is an en- 
couraging sign that country yards in Wisconsin and Michi- 
gan will be in the market early in the new year for stock 
replenishments. Prices remain at $7 off Broughton list. 


West Coast Production Declines but Exceeds Orders 


Production of West Coast mills during the week ended 
Dec. 20 was down to 40 percent of capacity, compared with 
44 percent the preceding week, but orders fell a little below 
it, though shipments—because of the large offshore and 
domestic cargo movement—exceeded production by 8.3 per- 
cent. Domestic cargo bookings did not approach their 
total of the week before, probably because steamship space 
offered for both January and February has been practically 
filled. Rail orders have been running considerably ahead 
of shipments for the last three weeks, most buyers wanting 
their material to arrive after inventory, and there is a good 
deal of dickering going on in regard to business for future 
shipment. Rail sales prices of flooring and No. 1 boards 
in the period ended Dec. 22 were lower than in the preced- 
ing week, but No. 1, 2x4-inch dimension averaged higher. 
California demand is slow, with prices softer, but an effort 
is being made to stabilize the market. There is little 
demand for export, Japan being the principal buyer and 
offering unprofitably low prices. 


Lumber Statistics Appear on Pages 42 and 43; 


Waterborne shipments in November were about the 
same as in October. Domestic cargo total was practically 
even with October, for while there was a considerable gain 
in the movement to the Atlantic coast, there was a smaller 
movement to California and other markets. November 
shipments to Europe, China and Japan kept even with 
October ; there was a loss in Australasian trade, and a con- 
siderable gain in shipments to South America. 


Western Pine Assortments Broken; Some Items Stronger 


Inland Empire pine mills in the first 50 weeks of the year 
have shipped 93 percent of their cut, and California pine 
mills 106 percent of theirs, so there has been very little 
accumulation by the western pines industry as a whole. 
The lowered rates available for the rail-and-water move- 
ment to the Pacific coast and through the Canal to the East 
may have a big influence on the spring movement from the 
Inland Empire, and the mills see a possibility of lower rail 
rates to the middle West that will much increase their com- 
petitive strength in that section. Negotiations over rates 
may retard the placing of some business. There is consid- 
erable interest shown in purchasing western pine for future 
shipment, for even at present there are many breaks in mill 
assortments, and production the next few months will be 
unusually low even for winter. Shop and selects have been 
showing more strength. 


Arkansas Soft Pine Prices Are Becoming Stronger 


Partly because some of the Arkansas pine mills have 
been making special concessions on orders for shipment 
before the end of the year, December shipments will, it is 
believed, be larger than those of the same month last year. 
Most of the current bookings, however, are for shipment 
after the first of the year. Sawmill operation is much cur- 
tailed, practically all the small mills being completely 
down, and recently the planers have had to curtail their 
running time. Prospects for January business are good, 
judging by the volume of inquiry from retailers and indus- 
trial users, though some of the buyers have been seeking 
low prices, which the mills in many cases have refused to 
grant them. Assortments of shed stocks at the mills are 
low and broken, and there has been difficulty in filling out 
some mixed-car orders. Stocks of commons are becoming 
more broken, and as the small mills are offering very little, 
it is thought that prices on boards and dimension will soon 
be advanced. Large mills, in fact, have been asking 50 
cents to $1 more for shipment after New Years. 

Hardwood Trade Improvement Considered Probable 


Hardwood sales are largely confined to small lots for 
immediate requirements. The best customers are the furni- 
ture plants, and it is believed that these and the automotive 
factories will furnish the bulk of the business in the early 
weeks of the new year, because their stocks of raw ma- 
terial are extremely low, and they are both staging their 
spring shows, which always result in some stimulation of 
trade. Radio plants are taking very little. There is only 
a limited movement to the millwork and flooring plants, 
because the seasonal dullness in the building trades is 
accentuated this year. Railroad inquiries have aroused 
hopes of large buying from that source, a number of impor- 
tant lines having announced extensive construction pro- 
grams. Hardwood manufacturers hope to benefit also by 
the large Federal appropriations for public buildings and 
highway and waterway construction. While mill stocks 
are heavy, they are broken in assortment, and sellers are far 
from eager to book orders for shipment later in the year 
at the prevailing level of quotations. 


Market Prices and Reports on Pages 59 to 63 
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A Wider Market for American Lumbermen 


lf Government Furniture Is Wood, Congressmen Will Insist on Square Deal 
for American Woods—Famous Merchandiser to Address Retail Conventions 


Wood’s Part in Gift Giving 

Wasuincton, D. C, Dec. 22.—Buyers of 
toys for the large stores this year underesti- 
mated the demand and as a result some fac- 
tories are now running full blast to fill supple- 
mentary rush orders for the Christmas trade. 

How much wood has entered into the con- 
struction of toys this year will not be known 
until after the holidays when statistics can be 
compiled, but it is reasonable to assume that 
the value of wooden toys will be well in excess 
of $10,000,000. This estimate is based on the 
Department of Commerce report that the 
wooden toys, including play furniture, pro- 
duced during 1929 were valued at $9,680,156. 

The specialties division of the Department of 
Commerce finds that there has been a surpris- 
ing turnover of toy stocks in the domestic 
market. 

It is well known that the use of wood for 
playthings is gaining in favor. The announced 
boom in the toy trade, therefore, makes it pos- 
sible to form a fair estimate of the prominent 
part lumber is playing in assisting Santa Claus 
this year, despite the depression and wide- 
spread unemployment. 

There are many other objects of wood which 
will play an important part in Christmas giv- 
ing, but of which no statistical record will be 
available. All over the country boys and girls 
are making various articles from odds and ends 
of wood obtained from the stores in the form 
of discarded boxes and crates. 

. * > 


Handbook for Carpenters 

Wasuincton, D. C., Dec. 22.—The solution 
of many vexatious problems encountered by 
carpenters is explained in the new handbook, 
“Light Frame House Construction,” prepared 
by the Federal Board of Vocational Education 
and the National Committee on Wood Utiliza- 
tion, and just released for distribution. 

This handbook is highly endorsed by the 
United Brotherhood of Carpenters & Joiners of 
America. It is of equal importance to the car- 
penter, foreman and apprentice as a reference 
for technical information of value to them in 
their vork. The expectation is that the book 
will be to the carpenter what the various hand- 
books prepared for the use of other artisan 
groups are to the members of those groups. 

To make the book as practical as possible, 
each separate type of job met with in the build- 
ing of houses—50 of these are listed—is dé- 
scribed. The technical information necessary to 
intelligent completion of each of these type jobs 
is presented and a full explanation of the meth- 
ods used in completing them is given. 

For example, in describing type job No. 2— 
the selection, framing and installing of a girder 
—the book shows the necessity of giving care- 
ful consideration to the size and type of girder ; 
explains the factors entering into the deter- 
mination of the number, grade and size of gir- 
ders to be used, and illustrates how these fac- 
tors are worked out for specific cases. 

The same detail is followed in connection 
with the other forty-nine type jobs. 

Attention is being called to this handbook by 
the information department of the National 
Lumber Manufacturers’ Association as a pub- 
lication that will make a highly desirable re- 
membrance from lumber dealers to their carpen- 
ter, builder and contractor customers. It sells 
for 40 cents a copy to cover actual cost of 
printing only. In lots of 100 the book may be 
obtained from the Superintendent of Docu- 
ments, Washington, D. C., at 35 cents. In lots 
of 1,000 the price ‘will be 25 cents. 

“It is the carpenter’s business to know all 


about his trade,” says the N. L. M. A. in spon- 
soring the handbook. “The information in this 
new handbook has never before been available 
to him in this up-to-the-minute, handy, authori- 
tative form, based on centuries of practical ex- 
perience and many recent tests. He will appre- 
ciate a gift such as this from his local lumber 
dealer. Also, by encouraging sound and de- 
pendable construction the dealer will be pro- 
moting the continued use of the materials he 


has for sale.” 
oe. 2 


AMERICAN WOODS QUESTION 


Members of Congress to See That Native 
Woods Get Square Deal 
WasuHincton, D. C., Dec. 22.—The use of 
native American woods in the manufacture of 
furniture for Government buildings, as well 
as for officers’ and non-commissioned officers’ 
quarters in the Army promises to become quite 
a live issue again during this session of Con- 
gress. The matter was discussed briefly in the 
House during consideration of the Treasury and 
Postoffice Appropriation bill, and will be dis- 
cussed more extensively after the Christmas re- 

cess. 

Rep. Collins of Mississippi, member of the 
appropriations committee, offered an amend- 
ment to the postoffice section of this bill pro- 
viding that furniture acquired for buildings, 
when of wood, be of native American wood. 
Chairman Wood, of the appropriations com- 
mittee, stated his belief that most of it would 
be of American wood. 

Rep. La Guardia of New York wanted to 
know where the mahogany would come from if 
it could not not be had from Africa, Honduras, 
etc. He was informed by Mr. Collins that it 
was not necessary to use mahogany, but where 
a mahogany finish was desired certain Ameri- 
can woods could be stained so perfectly that 
only a real expert could distinguish them from 
genuine mahogany. 

Mr. La Guardia also ventured the suggestion 
that a good deal of steel furniture is being used, 
and Mr. Wood said that his understanding was 
that most of the furniture to be acquired under 
the item then under discussion would be metal. 
Mr. Collins declared he had no objection to the 
use of metal where deemed desirable, but 
merely wanted to make sure American wood 
would get the preference where wood furniture 
was purchased. 

Then Mr. Stafford of Wisconsin took a hand, 
remarking that the modern trend is toward 
steel furniture, even chairs, and wood is being 
displaced. This was questioned by Mr. Collins, 
who added, however, that his sole purpose in 
raising the issue was to seek adoption of the 
amendment proposed. Chairman Wood feared 
that some exceptional piece of wood furniture 
might be involved that could not be made from 
American wood, and said he did not like to 
agree to an amendment and be sorry after- 
wards. When a vote was taken, Mr. Collins’ 
amendment was defeated, but the fight will be 
renewed whenever an item comes up involving 
furniture purchases, and Mr. Collins served 
notice that he would seek an amendment to 
the Army appropriation bill requiring the use 
of native wood in furniture. 

Some time ago the War Department issued 
new specifications which are designed to inaug- 
urate a new policy under which a larger pro- 
portion of Army furniture will be of native 
woods. It has been pointed out, however, that 
while a fugitive mention is made of black wal- 
nut, an analysis of the specifications shows a 


clear preference for foreign-grown mahogany, 
Recently issued bidding sheets, however, do 
mention black walnut as wholly acceptable. 

The specifications call for unsteamed black 
walnut. This has since been changed, it having 
been pointed out to the War Department that 
if. unsteamed walnut were insisted upon it would 
make the cost substantially more than mahog- 
any, thus giving the latter a preference from 
the standpoint of price. Apparently a suspicion 
has grown up in the minds of a few members 
of Congress who are actively interested in see- 
ing that native American woods get a square 
deal in the purchase of furniture by the Govern- 
ment that “unsteamed” walnut was specified 
with malice aforethought. However, it has 
since been changed by eliminating “un- 
steamed.” 

In a letter to Rep. Hall of Mississippi, Sec- 
retary of War Hurley states that the amount 
of foreign wood called for is less than one- 
fourth and that a considerable quantity of 
woods grown in the southern Appalachians and 
southern sections of the country are specified, 
these being walnut, poplar, chestnut and birch. 
Mr. Hall had made an inquiry on behalf of the 
J. J. Newman Lumber Co. and also had sub- 
mitted a circular from the Hardwood Manu- 
facturers’ Institute. 

Mr. Hurley in his reply stressed the fact that 
all of the lumber called for in the specifications 
for furniture for Army quarters is manufac- 
tured in the United States. Mahogany logs are 
brought in but the lumber is manufactured here, 
for example. Presumably this statement was in 
reply to the contention that use of native Amer- 
ican woods would insure the employment of 
more domestic labor. This, of course, is true, 
since if American wood were used entirely the 
trees must be felled and trimmed and turned into 
logs by American labor before going through 
the mill, where more American labor would 
handle them. 

Messers. Collins and Hall and several other 
members of the House, not to mention several 
senators, have become actively interested and 
appear determined to see that native woods 
get a really square deal in future Army furni- 
ture contracts particularly, but also in Govern- 
ment furniture contracts in general. 


* * * 


Speaker for Retail Conventions 


WasuincrTon, D. C., Dec. 22.—The trade ex- 
tension department of the National Lumber 


Manufacturers’ Association has retained the . 


services of E. St. Elmo Lewis to address such 
conventions of retail lumber dealers as fit in 
with the distinguished speaker’s available dates. 

Mr. Lewis occupies a unique position in 
American business circles as a man who has 
made a special study of the trade association 
movement in its relation to the problem of cre- 
ating markets for products in the large centers 
where competition between industries is intense. 

He has had more than 30 years’ experience in 
advertising, sales, management, merchandising, 
as a general executive of an advertising agency 
handling a very large volume of business, as a 
general executive of a large plant, as well as 
in the operation of his own business as coun- 
sel to many firms, trade groups and profes- 
sional bodies. 

From time to time during these 30 years he 
has been connected with some of the outstand- 
ing American speciality organizations, such as 
the National Cash Register Co. and the Bur- 
roughs Adding Machine Co. 

In his advertising and sales experience he 
has merchandised more than 75 lines of prod- 
ucts, selling direct through retail merchants, 
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has been sales counsel to 43 lines of industries, 
and advertising counsel to more than 400 differ- 
ent organizations. 

During the last four years Mr. Lewis has 
been concentrating on large groups of industry 
and trade through their associations, and has 
worked with more than 125 organizations. 

In recognition of his ability as a developer 
of new sales conceptions and plans and as a 
leader of groups, he was made the first presi- 
dent of the Association of National Advertis- 
ers. For the same reason sales managers 
elected him a member of the exclusive New 
York Sales Managers’ Club, the steel furniture 
industry elected him the first president of the 
Association of Steel Furniture Manufacturers; 
also he was organizer and first president of the 
Jamestown (N. Y.) Chamber of Commerce 
and was a member of the board of the Chamber 
of Commerce of the United States. 

Mr. Lewis has been invited to lecture on mer- 
chandising, sales and trade topics before Har- 
vard, Michigan, Illinois, lowa, Missouri, North- 
western and Wisconsin universities and the 
Massachusetts Institute of Technology, and for 
the last seven years has been visiting lecturer 
on the subjects of sales and merchandising at 
the Wharton School of Finance and Com- 
merce, University of Pennsylvania. 

It is pointed out in this connection that Mr. 
Lewis is not an advertising agent. He has 
nothing to sell in the way of “copy,” advertis- 
ing space, printing or illustrations. He is a 
counsellor. His experience in sales, merchan- 
dising and marketing problems enables him to 
clarify problems and to suggest an attitude to- 
ward the consumer, that will, he believes, evolve 
a profitable solution. 

The contribution by the National Lumber 
Manufacturers’ Association of Mr, Lewis’ lec- 
tures to retailer conventions is part of a retail 
merchandising promotion plan now being ma- 
tured by the National association to stimulate 
the method of intensive selling to prospects by 
personal solicitation. 

* * * 


Preventing Plaster Failures 

Wasuinoton, D. C., Dec. 22.—“Causes and 
Prevention of Plaster Cracks,” an 8-page 
printed folder, is now being distributed to house 
builders, private and commercial, through their 
local lumber dealers. The folder is being is- 
sued as “Lumber Facts No. 17.” It was pre- 
pared .for the benefit of home builders and 
others interested, and embodies a frank and il- 
luminating discussion of this often troublesome 
problem. An association engineer who has spe- 
cialized on correct dwelling construction pre- 
pared the folder, which, among other things, 
tells how to “diagnose” the cause of plaster 
failures after they have happened, but goes 
further and presents information to enable the 
builder to prevent such failures. 

Plasterers and builders, it is pointed out, 
naturally prefer the more modern gypsum plas- 
ter, which is conceded to have many distinct im- 
provements over that made of slaked lime, sand 
and hair. For example, besides its greater fire- 
resistant character and its strong adherence to 
plastering surfaces, gypsum plaster can be 
speedily applied. 

However, the fact that the more modern 
plaster can be so readily applied and the fur- 
ther fact that its preparation is not fool-proof 
has been the cause of many wall cracks. At 
the outset plasterers suspected that the use of 
wood lath as a base might be the cause of 
many gypsum plaster failures. Wood lath, 
however, had its advantages, and a systematic 
check-up was begun among the plastering craft 
and those scientifically interested in building. 
The result was a decision that only in the odd 
or unsual case was either the wood lath or the 
plaster to blame. The trouble was found to go 
deeper. In fact, the principal causes of plaster 
failure were found in poor foundations that 
continue settling after completion of the build- 
ing, use of green lumber, failure properly to 

race the walls and other structural units, use 
of faulty lath that can be readily detected and 
should have been thrown out, improper spac- 
ing of lath etc. 








Observations By the Way 





Florida, “the land of sunshine,” as a cer- 
tain radio announcer never fails to term it, 
is just bound to make records of some kind 

that will keep it “on 
Lumber, Grape the front page” in the 


Fruit. and Sens | °T* of the public, 
> 


R ‘ even if these records 
eflections sometimes happen to 


be not especially fa- 
vorable ones. The lumber industry recently 
was astonished when a Florida manufacturer 
broke all records for small returns when he 
received 87 cents, net, for a carload of 
lumber. Now Florida is enjoying the satis- 
faction of having produced this year one of 
the largest citrus fruit crops on record. But 
there’s a fly in the ointment, so far as the 
grower is concerned, as evidenced in a recent 
transaction which was recounted to an 
American Lumberman representative by a 
director in the bank which handled the pa- 
pers. A Florida fruit grower shipped on 
consignment to New York three carloads of 
grape fruit. When the fruit was sold, freight 
paid and commissions and handling charges 
deducted, the grower received the munificent 
sum of $48 for the entire shipment. This 
would hardly pay for the crates in which 
the fruit was packed, to say nothing of the 
cost of producing it. There seems to be 
something radically wrong with a distribu- 
tion and merchandising system that creates 
such a large spread between what ‘the pro- 
ducer receives and what the consumer pays. 
The person who succeeds in working out a 
distribution system that will result in a more 
equitable division of the proceeds from the 
sale of products of field and orchard will be 
a real benefactor to humanity. In the mean- 
time, if you are in Florida, as this scribe re- 
cently has been, you may revel in orange 
juice at 5 cents a glass, oranges at 10 cents 
a dozen and other citrus fruits in proportion. 


Destructive competition has prostrated 
nearly every great industry in the country, 
is the thought of B. C. Forbes, eminent pub- 
licist and economist, as 
expressed in one of his re- 
cent syndicated articles. In 
this connection he said: 
“Destructive competition 
has prostrated the oil in- 
dustry; destructive competition has played 
havoc with the lumber industry; destructive 
competition has hurt the steel industry, the 
copper industry, the sugar industry, the tex- 
tile industry, the shoe industry, the rayon 
industry—to mention but a few. And de- 
structive competition has kept the far-flung 
rubber industry poor for years. It hurts 
wage earners, it hurts stockholders, it hurts 
consumers, it hurts the national well-being 
when any industry, for any reason, sells and 
keeps on selling its products at an unprof- 
itable price. Disaster inevitably follows. 
Cut-throat price-cutting may seem to benefit 
us, the consumers, for a time, but we pay 
through the nose ultimately. There's noth- 
ing for nothing in this world.” And then 
he adds: “A fair profit all around is fairest 
for all.” Certainly no one can take issue 
with these statements. Now, the next thing 


The Consum- 


er Suffers 
Eventually 








is to find and put into effect a workable 
plan to avoid this destructive competition. 
So far as the lumber industry is concerned 
practically every plan it has proposed look- 
ing to this desired end has been looked upon 
with suspicion by those lynx-eyed “‘defend- 
ers of the peepul” who essay to make and 
interpret the laws having to do with busi- 
ness and industry. However, there are hope- 
ful signs flashing across the sky in the Capi- 
tal City. 
* * * 

“With Calvin Coolidge in the morning 
paper, Will Rogers in the afternoon, Amos 
*n Andy on the radio in the evening, and 

Dr. Cadman and Harry 
No Lack of Emerson Fosdick on Sun- 
lifti day, one can get about all 
Uplifting the business ethics, politi- 
Influences cal economy, philosophy 
and moral pabulum that 
he needs to keep him properly informed and 
guided,” said a well known eastern lumber- 
man recently, during an interesting and en- 
tertaining interview, in which an American 
Lumberman representative did the heavy 
listening. And was not this lumberman just 
about right? Keen, incisive, epigrammatic, 
the comments of Calvin Coolidge reach right 
into the heart of many of the everyday busi- 
ness problems, while the homely, whimsical 
philosophy of Will Rogers never fails to hit 
the bull’s-eye. Simple, kindly Amos shines 
as an example of honesty in business, while 
big, blustering Andy is an illuminating illus- 
tration of everything that a business man 
ought not to be. The talks of Harry Emer- 
son Fosdick challenge the attention of every 
modern, progressive thinker, while the ad- 
dresses of Dr. Cadman can only be of help 
to every listener who seriously hears and 
gives heed to the high moral standards laid 
down by this eminent leader and teacher. 
To hear and heed any or all of these would 
be a good thing for every lumberman, and 
while the statement quoted at the beginning 
of this paragraph was spoken somewhat in 
jest, this newspaper man was willing to take 
it seriously and to apply it to the industry 
which is so near to his heart. 


* * * 


In Chicago’s Loop a hundred or more 
former service men are selling apples from 
improvised packing-box stands, as a tem- 

porary employment meas- 

May New Year re. This has been going 
i on for about two weeks, 
8 and it has been interest- 
Better Jobs ing to observe the mani- 
festation of real selling 
ability on the part of some of these curb- 
stone merchants. While the majority have 
stopped with giving the apples a_ polish, 
others make attractive displays. One enter- 
prising chap has a big blue china plate on 
which a pyramid of apples is temptingly 
piled, just as they might be on the sideboard 
at home. Another has a bunch of paper 
sacks lying handy, subtly suggesting the pur- 
chase of a half-dozen apples to take home, 
instead of only one. Thus, and in other ways, 
salesmanship asserts itself, even in so limited 


a field. 
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he Realm Goes Parodist 


Little Drops of Credit, Little Grains of Loss, 
_~— Make the Lumber Dealer Wonder Who Is Boss 





Oh it is rough and most inhuman Tell a man who’s getting nervous The curfew tolls the knell of parting sales; 
Not to give credit to a woman. Where to find some kind of service.” The orders lost wind slowly out of town; 
She wants so little; just a roof; This I learn from all their prattle: For several crooks who still are out of jails 
The old one isn’t weather proof; Customers are curious cattle. Have knocked the modest local profits 
A dining room; a small garage; y 7 y, down. 

Some minor shifts for the menage; 


A sun room, nice for contract tables; 




















The time has come, the dealer said, to talk of this and that; why fence 

post tops are often red and pocketbooks are flat. While cabbages don’t 

bring me joy, and I’ve no truck with kings, I'll talk of deeds that most 
annoy; of Life and Brighter Things. 











Now fades the glimmering business on the 
There once was a buyer of noted 





oe a sight, 
A pair of ornamental gables. rigidity Since city dealers cut the price in two. 
She has no ready cash, it’s true, Who booted hot salesmen out The truck no longer wheels its droning 
But what is that to me and you? with acidity. flight, 
She'll pay, perhaps. Why all the fears? When asked why the toughness, And drowsy yard men haven’t much to do. 
And Uncle Bim is on in years. He answered with roughness, , 
Be a sap and give her credit; “It isn’t the heat; it’s just the The breezy call of orders to be filled, 
And after that—well. Sherman said it tumidity.” The builders twittering ’round the plaster 
; : : shed, 
ae. The foreman’s yell of finish to be milled, 
y 7 I'd love to be leaving for London. No longer serve to get them out of bed. 
F I pine for a peep at Paree. ; 
This I learn from all their prattle: I Fieh to be pee Me and be sunned in For volume oft is sought to blunt the edge 
Customers are curious cattle, The salty, sub-tropical sea. Of overhead and evils that abet it. 
Slow to pay and full of guile; Chill penury is now our privilege; 
Give an inch, they want a mile. I grieve to be grimly go-getting. For city dealers don’t care where they 
I'd rather be rowdy and get it. 
Comes Bill Jones, that rash. 
crabbing Hee I'd funk all the fuming The urban foot upon the neck of towns — 
Cousin to the Darwin and fretting, Now rests, in scorn of our reduced condi- 
monkey ; But I can’t collect enough _ tion. ; ; 
“Ouch doggone and hek cash. For why should big boys fear our simple 


and durn; 
Where’s a buyer going to 
turn? 


When I'm getting hot to 
build, 

Full of energy and 
thrilled, 

You gab on of sash and 
doors, 

Scantling, joist and two- 

by-fours. 


‘Hire a carpenter,’ you say, 





frowns 


The buyers are boorish When running over country competition? 


and busted, 
The creditors cankered 


with care. ae ie 

For the loonies wh - : 

pet aD ene Bhs = When I was a lad I tried a go 

Are dunked in the depths As office boy to a medicine show. ;, 
of despair. I corked all the bottles, and I gyped the 


: ; % bes, 
Deferring their dubious, Aa I polished off the 
debits savings of the cock- 
Is causing the cagey to eyed boobs. 


crash. I lished th th 
But I have the same hazy habits, _— = wv 





: : such crafty tales 
‘Borrow cash so you can pay. And I can’t connect with the cash. That now I am the 
Find a mason, get a painter,’ 4 7 1 master of specialty 
While my wish to build grows fainter. sales. 
: : Snow bird, snow bird, 
Architecture is to you _ Sharp old lousy dough bird; With the show I was 
Something long-haired artists do. Skinning the boys at arithmetic, such a kick-in-the- 
If I want a breakfast nook Jinxing the scales pants 
Or a case to hold my book, with a hickory That the profits rose ties 
stick. to exorbitance. SS 
You suggest a trouble shooter You’ve got your of- I grew to be such an 
To come out and execute ’er. fice under your orator 
Tell me what your yard affords hat, That I sold yellow pills from door to door. 
More than ten- and twelve-foot boards. And there’s plenty of I got so sharp at the small details 
room for it there, That now I am the master of specialty sales. 
Why not send me, when I call, at that. : 3 
Just a tree trunk, bark and all? But your short little ton won’t keep you fat I became so clever at front door screens 


I could hire a pee4wee mill ; 
And saw my own small lumber bill. 


When you hit a couple of skids. That I sold subscriptions to the magazines. 
7 1 7 And while I hadn’t any need for knowledge, 
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I spoke of working my way through college. 
I got so keen with the Abigails 
That now I am the master of specialty sales. 


I became so hot with the house brigade 

That I tried my racket on the retail trade. 

But the retailers kicked, and the boss got 
sore 

And showed me the handle of the big front 
door. 

He showed me the handle, and he talked of 
jails, 

Although I am the master of specialty sales. 


oa oe 


I could start a war with a contractor, 
And perhaps I should, at that. 
He’s as hard as ice, and he sets my price, 
And he knocks my profits flat. 
He makes me shiver with his surly frown; 
He runs my goods and my service down. 
This gloomy yegg 
Is a picnic egg 
And the toughest bird in town. 





S 
ho use 


He uses more lumber than I could number; 
And a market I must hold. 


He’s brought much fame to the selling game 
With his tactics big and bold. 
He sells lots of houses and barns (and 
how) ; 
The customers think he’s the cat’s eyebrow. 
If I cracked him down 
He’d buy out of town; 
And that I can’t allow. 


I'd try a fall, now, once for all, 
But I’d miss a golfing date. 
I hate the murk of any hard work, 
So my sales I delegate. 
But I won’t fight, for I’ve got my pride, 
And I might get walloped if I went and 
tried. 
It'll be a cold day 
When he gives ’way, 
So I let the whole thing ride. 


ore ae Pe 


Oh piease, I wish a dwelling place, 

A house with plenty of living space, 

A trellis where the roses bloom, 

A little closet for the broom, 

And morning sun in every room, 
Said the fair young matron. 


I'll build you a mail-order 
dump 

With an iron sink and a cis- 
tern pump. 

I’ll make a porch of a pack- 
ing box, 

And a shelf. will do to hold 
the crocks. 

You can store the broom 
with the old man’s socks, 

Said Butchering Bill, the 
joiner. 








Oh please, I wish a polished floor, 

A Georgian entrance at the door. 

A packing box is a dreadful thought, 

And a cistern pump is not so hot. 

I want a home that’s a beauty spot, 
Said the fair young matron. 


A woman ain’t got any sense. 
She thinks of everything but expense. 
I'll polish the floor with a handy ax, 


And I'll stick a shirt in the widest cracks. 


I ain’t got time for no knicknacks, 
Said Butchering Bill, the joiner. 


Oh please, I don’t want such a home. 
As a renter I’d much rather roam. 
The landlord listens to my plea, 
And about the closets we agree. 
To own a house is not for me, 

Said the fair young matron. 


There you go, you poor young fish. 

A woman is always a busted dish. 

No ‘wonder business is on the bum 

And lumbermen hot and builders glum, 

With girls so gol-durn quarrelsome, 
Said Butchering Bill, the joiner. 


Frvg=— '~¢ 


I haven’t learned such a lot. 

I've floundered in many confusions. 
But if trade isn’t going to pot, 

At least let me lose my illusions. 


I’ve tried the cynical air; 

I’ve tried the ingenuous manner. 

But customers don’t seem to care 

What’s inscribed on my personal banner. 


All my vain tricks seemingly fail 

When buyers are 
asking for lumber. ~s 

For if my service is 
stale, 

They'll soon be get- 
ting my number. 


At least I have tried / 
to abate 
The habit of skin- 
ning my neighbor. 
At first I learned how to Wait, 
And now I am learning to labor. 





8 7 


Three blind mice. 

See how they run. 

They all ran after a catalog 

And lost their kale in a buying fog; 
For the local yards had slipped a cog. 
Tck! Teck! Tck! 


eo ee 


’Twas brillig, and the slicking coves 
Did peddle roofing in the town. 

All rusty were the office stoves, ' 
And local dealers lost renown. 
“Beware the guaranty, my son, 


The clause that fools, the words that catch. 


“Beware the guaranty, my son, 

The phoney sample thatch.” 

He took his shingle in his hand. 
Long time the peddling foe he sought. 
Then purchaséd he publicity 

And stood a while in thought. 

And as in bartering thonght he stood, 
The equivocator, with his game, 


Came double-dealing through the wood 

And snickered as he came. 

Tick-tack, tick-tack; and with a whack 

The shingle paralyzed his pants. 

With this and that he left him flat 

And did a sell- 
ing dance. 

“And hast 
thou socked 
the peddling 
pest? 

Come to my 
arms, my 
traffic boy! 

Oh happy 
swat; oh 





red-hot spot!” 
He laughed in serious joy. 
Tis brillig; but the slicking coves 
No longer peddle in the town. 
Contented roofing sales in droves 
Add to the local yard’s renown. 


Gi Pe 


The drinking sea takes many a pull 
And never yet has gotten full. 

But still I hold the firm contention 
It’s never gone to a convention. 


a 


What gives the driver’s neck a pain, 
What makes him to perspire? 

It’s not the snow and sleet and rain 
Nor changing of a tire. 

It’s the everlasting tinkering 

In the everlasting muck, 

Jazzing up the gizzard of 

A worn-out motor truck. 


O the truck, O the truck, 
O the nineteen-twenty truck! 


‘Its timing gears are mended 


With a piece of binder string. 
Its carburetor’s leaking gas, 
And on the hill it’s stuck. 
We load it up to half a ton, 
And flooie goes a spring. 


What makes the yard force swear so hard 
When orders pile up high, 

And carpenters are in the yard 

With Hades in the eye? 

It’s not distaste for laboring 

And not a lazy bluff; 

It’s the nineteen-twenty motor truck 

That's putting on its stuff. 


O the truck, O 
the truck, 

O the squawking, 
balking truck! 

The crank case, 
full of dirty 
gas, 

Is making pistons yell. 

We crank the crazy’ buzzard 





_.’Til the fenders bend and buck; 


But the order clerk has hanged himself, — 
And the trade has gone to 
(you know where). 
Ae Bios 
Lives of lumbermen remind us that the 
church is not all: steeple. If estates we'd 


. leave behind us, we have got to please some 


people. 
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Retailers’ Idea Exchange 
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A TIMELY SUGGESTION 


Build Needed Sheds Now While Lumber 
Prices Are at Bottom 


SHREVEPORT, La., Dec. 22.—A splendid sug- 
gestion recently made by the Peavy-Wilson 
Lumber Co., manufacturers of southern pine 
and hardwoods, with headquarters in this city, 
is deserving of being given the largest possible 
publicity. This suggestion was embodied in a 
brief printed bulletin recently issued by the 
company, headed “A Suggestion Toward The 
Welfare Of Your Business And Your Com- 
munity.” It reads as follows: 

Lumber should be dry when put into a build- 
ing, if it is to give the utmost in service 
and satisfaction. A recent sutvey shows that 
about 33 percent of the retail lumber yards 
stack some part of their stock outside. Much 
of this lumber deteriorates in value and none 
of it is helped by the exposure. The fact that 
67 percent of the retail yards keep all lumber 
under shed is certainly evidence enough that 
it pays. 

No, 3 yellow pine is now selling at about 50 


percent of the f. o. b. mill price of a year 
ago and offers the opportunity of a decade 
toward improving your property, effecting a 
real saving and serving your trade better. 

Men in your city need jobs badly, especially 
at this time of the year. Lumber mills are 
shutting down so fast that you can easily see 
the bottom has been reached in lumber prices. 
If you need a shed now is the time to help 
your community and yourself by building. If 
other concerns in your community need sheds 
it opens up a wonderful sales opportunity for 
you. Show them the advantages. 


That this suggestion is already bearing fruit 
is evidenced by letters being received by the 
company in response thereto, among them being 
the following from W. Eugene King, of the 
King Lumber Co., Kansas City, Mo.: 


We think your suggestion such an excellent 
idea that we have just completed another 
large shed in our yard, which leaves us with 
only one piece of ground, 80x100 feet, that is 
not covered. During the winter we intend to 
follow this suggestion and cover the last piece 
of ground, so that we will be able to put 
every piece of material handled by us under 
roof immediately upon its arrival at our yards. 





“Thou Shalt Not Lie.” 


This Week’s 


Truck Sign Imparts Good Advice 


As the delivery trucks of the Cunningham Lumber Company roll 
through the streets of Toledo, Ohio, pedestrians and motorists can 
hardly avoid observing the message lettered on the sides of the truck: 
If having a reasonably clear conscience on 
that point the observer smiles and passes on—but if actually addicted 
to that unpleasant habit, he may have an uneasy feeling. Anyway, 
whatever the reaction, a distinct impression is made, and that is one 
of the functions of advertising. Asked by the American Lumberman 


Timely Tip 
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the significance of the injunction, used in this way, J. W. Cunning- 
ham, president of the company, distinctly disclaims any intention of 
aiming at any individual or class of persons. “We prefer to let those 
who read the admonition put their own interpretation on it,” said he. 
“We haven’t done much toward explaining, but most everyone knows 
where the expression originated. The meaning is clear, and few 
question its moral soundness in the abstract, although their actions 
may belie their professions.’ With a touch of humor he added: “I 
kept one of these signs in my private office a few days before install- 
ing it on a truck, during which time I noted that it seemed somewhat 
disconcerting to certain salesmen who called on me.” 








We believe that if the retail lumber yards 
would follow this suggestion it would be 
worth hundreds of thousands of dollars, ang 
would be a veritable godsend to the unem- 
ployment situation today. 

Every lumber publication and every whole- 
saler in the country should push this sugges- 
tion, and every retailer who follows it, espe- 
cially in the territory in which we are located, 
would save the price of a shed or sheds in one 
year’s time. We are grateful for the sugges- 
tion and assure you that we think it is the 
best yet made in the lumber business. 

In this connection, it is of interest to know 
that the Lumbermen’s Association of Texas js 
making application for a reduction of 10 cents 
in the insurance rate for lumber yards which 
carry all lumber under shed. Secretary R. G, 
Hyett is hopeful of getting the reduction, which 
in itself would soon pay for any additional 
sheds needed for housing all the lumber in a 
yard. It appears that the experience of the 
lumber companies indicates that the fire risk 
on lumber stacked in the open is about three 
times that of lumber carried under sheds, hence 
the decrease in rate asked for is only logical. 





Start Early to Acquire Home 


Twenty-five is the age that the average young 
man should start paying interest on a mort- 
gage, says the National Association of Real 
Estate Boards. Assuming he is married, it is 
at this age that he probably has the best 
chance of acquiring a home, because he is 
young and able to work hard, and is free from 
the responsibilities that usually come later. 
After the family has increased in size, income 
is needed for so many purposes that many peo- 
ple put off home owning, and never do get 
around to it. The many emergencies that 
often come with the years conspire to keep 
many families in the renting class. 





Winning Back Lost Customers 


It ought to be easier to win back an old cus- 
tomer who has strayed away than to get a hold 
on an entirely new customer. Something may 
have offended that customer and driven him 
away, Or some competitor may have gone after 
him so hard that he has changed. At all 
events, it is worth while to go after the missing 
ones. The letter quoted below is said to have 
brought back to a mail-order house replies from 
69 percent of those who received it. It may 
suggest the kind of a letter the retail lumber 
dealer can use. 

Dear Sir: Looking over our records a few 
days ago I noticed that you haven’t been so 
good a customer of ours in the past twelve 
months as you used to be, and the more I 
looked at that record, the more I wondered 
what we had done that caused you to prac- 
tically stop trading with us. 

Finally I decided to drop you a line and 
ask you whether you are willing to tell me, 
personally and frankly, just what the trouble 
has been, and whether there is anything we 
haven’t done that we should have done, and 
whether there is anything we can do now 
to get you back on our list of regular cus- 
tomers. If we can, we surely want to do it. 

Of course, accidents will happen at times, 
and if one has happened in this case, I hope 
you will tell me about it. I think I can fix 
it up the very day I get your letter. 

Won’t you write me personally, on the back 
of this letter, and'tell me how you feel about 
trading with us. Please use the enclosed 
(stamped) envelope, as I want your letter 
to come to my desk unopened. 

Why not send an order with your reply? 
T’ll see that it is filled just right. 

Very truly yours, 


Perhaps that last paragraph, aski 
order r= wl 
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a little of the “edge” off from the 
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appeal, but a dealer using that kind of a letter 
can omit that sort of thing if he wishes. If 
one can remind the lost customer of his former 
allegiance and get him to give the dealer another 
trial, he will usually win back his patronage. 





ToLepo, OuI0, Dec. 22.—Karl P. Aschbacher, 
formerly of the Kelsey & Freeman Lumber 
Co., of this city, has become associated with 
the Hixon-Peterson Lumber Co., which con- 
cern operates a string of yards in Ohio and 
Michigan, with headquarters at Toledo, where 
it has three metropoli- 
tan yards, together with 
an attractive downtown 
store. 

Mr. Aschbacher, who 
has always been a keen 
student of new products 
and new ideas, will de- 
vote much of his time 








K. P. ASCHBACHER, 
Toledo, Ohio; 


Will Create New Deal- 
ers’ Warehouse Service 











to creating a dealers’ 
warehouse service, 
which, it is believed, 
will permit the more 
profitable sale of many 
products and specialties 
which many dealers 
have either not stocked, 
or have been unduly burdened by stocking. 

The Hixon-Peterson Lumber Co. warehouses 
in Toledo many items for its outside yards, and 
therefore its facilities are particularly well 
suited for such a service. It is believed that 
many new salable specialties will be added to 
augment the service. 

This announcement indicates the increasing 
tendency of progressive dealers to broaden their 
selling scope by the addition of salable and 
profitable specialities. 














An Impressive “Home” Booklet 


A most attractive booklet entitled “One Pine 
Home,” just published by the Exchange Saw- 
mills Sales Co., Kansas City, Mo., should be 
particularly interesting and valuable to dealers 
who are looking for ways to promote home 
building in their communities. 

The booklet is most unique in its preparation, 
and really must be seen to be appreciated, as no 
printed description can do it justice. It includes 
complete plans, with details rendered in pencil 
by the architect, of a 5-room and sun parlor 
bungalow-type house, with an optional 2-room 
second-floor plan. The booklet contains 32 
pages, and in point of illustration and typog- 
raphy is a delight to read and to handle. It 
breathes an “atmosphere” of distinction in keep- 
ing with ESSCO standards of quality. 

The booklet is at once a striking evidence of 
faith in the future of the lumber business, and 
of the tireless efforts to encourage home build- 
ing put forth by M. B. Trowbridge, trade pro- 
motion manager of the Exchange Sawmills 
Sales Co. “One Pine Home” is but one of a 
number of attractive booklets and direct mail 
pieces which have been prepared by the Ex- 
change Sawmills Sales Co. recently in an effort 
to appeal to home owners or contractors who 
want interesting building suggestions. Mr. 
Trowbridge before becoming trade promotion 
manager was for ¢ight years a member of the 
sales department of the company, and has first- 
hand knowledge of lumber retailing problems, 
and merchandising, which he is constantly in- 
corporating into sales helps for dealers. 

_ The booklet will be furnished, in quantities, 
imprinted with the dealer’s name, at less than 
half the cost of production;"or a free sample, 
together with priges at which quantities may 
be_secured for Uiétribution, may be had by any 
luthber dealer on request addressed to the Ex- 
change Sawmills Sales Co., Kansas City, Mo. 


Puts Ads “On the Spot” 


GLENDALE, CALiF., Dec. 22.—There is at least 
one “white spot” in Glendale, and that shows 
up attractively on the top of the Bentley Lum- 
ber Co.’s building. This “spot” becomes doubly 
attractive by night because of the automatic 
slides that are projected upon it, the projector 
and mechanism being hidden behind the cupola 
over the driveway, as shown in the accompany- 
ing photo. Most of the slides are pictures of 
model homes and other matter concerned with 
home building. Thus the Bentley company may 
be said to put its home owning advertisements 
“on the spot,” though not in the sinister sense 
sometimes implied by that phrase. 

The sign is equally attractive by day, because 
the white spot stands out in bold relief against 
the board which contains lettering stressing 
building materials and the firm’s slogan, “Sud- 
den Service.” Building plans are also featured, 
as the company devotes a great deal of effort 
and attention in this direction. 

For the last ten years of the sixteen that the 
firm has been operating in Glendale, home serv- 
ice has been an important part of the business, 
the result being that many of the better homes 
in the residential districts of the city have been 
built out of lumber from the Bentley yards. It 
will be seen in the picture that the sign over 
the door at the left reads “Building Headquar- 
ters.” On the windows appears “Building 
Loans—Plans.” 

While the firm does not finance directly it has 
many contacts and is able to direct the prospect 
to reliable contractors and building and loan 
companies. Fifty-page books, printed on a good 
grade of enamel paper and showing pictures and 
floor plans of modern homes, one to a page, 
have been published by the Bentley Lumber Co. 


received. The responses have been compiled 
and the material will be presented at the hear- 
ing of the commission, which is to be held in 
Chicago on Thursday, Jan. 8. 

The tabulation of responses show the. dealers 
practically unanimous in opposition to any in- 
crease in rates on plaster and plaster wallboard. 
A few dealers, however, are urging as high a 
minimum weight as possible, feeling that in the 
long run it will work out better for all dealers 
by eliminating any possible direct shipments, yet 
not causing any privation to the small dealer 
who should be able to pool his shipments with 
his neighbors, regardless of the minimum weight 
requirements. 

The traffic department of the Wisconsin Re- 
tain Lumbermen’s Association last month filed 
a petition with the Interstate Commerce Com- 
mission protesting the present rules and regu- 
lations governing transportation of plaster and 
plaster wallboard as unreasonable and the rates 
too high, and seeking “reasonable rules” govern- 
ing mixed carloads of plaster and wallboard. 


Shop Service Is Appreciated 

Ex. Paso, Tex., Dec. 22.—Co-operation with 
contractors, and an advertising campaign as 
thorough-going as it is unique, are outstanding 
in the operations of the Breece-Carr Sales Co., 
this city, of which George W. York is president, 
Louis Carr vice president and Ned Beaver 
general manager. A shop built in the rear of 
the 13-acre yard is equipped to turn out even 
special orders of sash and doors; or a builder 
can cut up his material for an entire house at 
a low cost. Several contractors are often en- 
gaged there at the same time, and appreciate 
this service highly. So extensive use has been 
made of the co-operative shop in its brief oper- 
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Buildings of the Bentley Lumber Co. Note “white spot” on the big sign 


for distribution free of charge ‘to~those who 
might be interested in home building. Right 
now Spanish bungalows are in vogue~ and an 
addition devoted exclusively to that type of 
structure has been published, in addition to the 
one showing English types. 

Except for the company’s name, address, tele- 
phone number and slogan the books contain no 
advertising, but present brief descriptions of 
the models pictured, and detailed floor plans, to- 
gether with the plan numbers. The cover de- 
signs are printed in two colors on heavy paper 
covers, making the editions attractive to the 
home builder. 

All this is a tie-in with the “spot” advertis- 
ing on the billboard and constitutes one of the 
principal means of getting new business. 

John Bentley, president, was one of the early 
lumbermen of Glendale, which: has grown very 
rapidly in recent years and is continuing to ex- 
pand. With his sons, George, secretary and 
treasurer, Roger and Ray, all actively engaged 
in the operation of the business, he has kept 
pace with the developments of the city and 
cashed in on the home building appeal. 

—— 


Gather Data for I. C. C. Hearing 


MILWAUKEE, WIs., Dec. 22.—More than 200 
replies to the questionnaire which the traffic de- 
partment of the Wisconsin Retail Lumbermen’s 
Association sent out to members to obtain data 
on plaster and plaster board to be presented to 


the Interstate Commerce Commniission, have been’ 


ation that its output bids fair to assume the 
proportions of a ready-cut mail order business 
in other regions. 

After painting the company’s wagons and 
trucks in “unmatchable” colors that fairly speak 
wherever met, Mr. Beaver decided to offer 
similar painting of the transportation equip- 
ment of hucksters and transfer men, using his 
odd color scheme, which has now become a 
veritable trade-mark. The owners’ names are 
given prominence, and in addition, “We handle 
the best Lena Wood B. C. Tel. M-1111.” (The 
“B. C.” is for Breece-Carr, and “Lena” is the 
Spanish for fuel wood.) The cost of painting 
each wagon or truck is about $5, and in El 
Paso or Juarez one is almost constantly in sight 
of one of these Breece-Carr advertisements. 
The observer not familiar with Spanish thinks 
at first that “Lena Wood” must have a mon- 
opoly of the express business, and as the enig- 
matic message is unfolded an indelible impres- 
sion has been made. 

The word “lumber,” with “madera” for the 
Spanish, is now being painted on some of the 
wagons and trucks, to direct more immediate 
attention to the products of the Breece and 
Southwest Lumber companies’ mills at Alamo- 
gordo, of which the Breece-Carr Sales Co. is 
the distributer in El Paso. 

—_—_—_—_—_—_———— 


“What's this—a chair with no legs?” _ 
'““For tree sitting,” explained the courteous 
salesnian. 
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Showing the office building of the Rockport Lumber Co., Cleveland, Ohio, before (left) and after (right) modernization 


Shows Many Products in Actual Use 


CLEVELAND, OHI0, Dec. 22.—‘Remodeling” 
and “modernizing” are more than mere catch- 
words with the Rockport Lumber Co., of this 
city. The “before” and “after” pictures, show- 
ing former and present exteriors of the com- 
pany’s office and display building, tell the story. 
Believing that example speaks more loudly than 
precept, this concern has gone ahead and mod- 
ernized its establishment in a thorough-going 
way. 

The new display room was built around the 
old office, with the intention of showing as many 
materials as possible in their finished forms. 
The operation was so handled that the firm 
was able to carry on business in the old quar- 
ters while the new portion was under construc- 
tion. The original office, which was of brick 
to conform with the code at the time it was 
built, now takes on the form of an early Eng- 
lish type of architecture. It is sided with 
Perma-Stain 24-inch white Royal shingles, and 
the roof is covered with 25-inch Tapertipt hand- 
split Rustics. 

“Our prime object,” remarked President E. 
W. Lesher, “has been to set up a store so ar- 
ranged and equipped that the public may see 
the finished products in an attractive form, and 
even though this establishment has been open, 
in a completed state, only a short while, we are 
finding the reaction to be very favorable. The 
builders seem very glad to bring their prospects 
in, and the prospects seem well pleased with 
our efforts to display the merchandise properly. 
We have received many complimentary com- 
ments, and all seem very enthusiastic regarding 
the venture, feeling that the efforts expended 


will prove effective. Other dealers and sales 
representatives who have called likewise speak 
very highly of it.” 

The interior embodies a complete kitchen, 
breakfast room and bath room, attractively 





Office of President E. W. Lesher 


equipped with nationally advertised products, 
all of which are sold by this company. The 
modern kitchen is floored with 54-inch Harbord 
plywood, covered with linoleum. The walls and 
ceiling are covered with cream and green 


Tylac. It is equipped with Kitchen Maid cabi- 
nets in green and cream; an electric refriger- 
ator, and a double-compartment sink. The 
breakfast room is just off of the kitchen, sepa- 
rated by an arch. 

The very attractive bath room forms a dis- 
play in the front center window. The floor 
shows five blended designs of tile, and the walls 
and ceiling are of ivory and green Vitrolite and 
cream Gold Bond colored texture. It is 
equipped with Crane fixtures in green and has 
a Miami medicine cabinet in the triple vene- 
tian mirror style. This room is provided with 
two large flood-lights, changing color intermit- 
tently, making a green bath room one moment 
and an orchid one the next. 

The large front window is panelled in fir and 
has a Cell-ized oak block floor, while the other 
one has oak panels and an oak mantel with a 
floor of Cell-ized oak planks. The side window 
is panelled in figured gum and has a Cell-ized 
black walnut block floor. The ceilings are of 
Celotex. These windows are designed to ac- 
commodate movable displays. 

The entrances were planned so that visitors 
and customers have to pass the displays before 
entering the office. A complete stock of paints 
occupies a prominent place in the main display 
room. This room is floored with eight grades 
of oak block flooring in two sizes, divided by 
strip flooring in three grades. The ceiling is 
plasterboard, panelled and treated with texture 
oil paint, producing various effects. The walls 
are of the same board painted with colored tex- 
ture; each panel a different texture, but glazed 
with one color. On two sides of the room a 




















At left is a general view of the new display room of the Rockport Lumber Co., while at the right is seen the model kitchen 
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canopy was constructed for the purpose of 
showing wood and asphalt shingles in different 
colors and styles. A Frazier disappearing 
stairway is built in an accessible place for dem- 
monstration. Provisions have been made for a 
display of builders’ hardware. 

The executives’ offices and the book-keeping 
department are in the rear of the display rooms. 
These are finished in various styles to exem- 
plify the use of such material as knotty pine, 
Grainart fir panels, and still more diversified 
patterns of flooring. The. manager’s office is 
worthy of particular mention. The walls are 
Grainart fir panels with trim to match, and the 
floor is oak, laid in 9-inch blocks, with ma- 
hogany dividing strips running one way only, 
producing a unique pattern. This has brought 
about a lot of comment and is very well liked. 
The room has a ceiling of Celotex treated with 
a double relief panel effect. The oak furniture 
was sand blasted and waxed to match the side 
walls. 

The large basement below the new portion 
can be used for meeting purposes, as well as 
additional display and storage space. A gas 
boiler efficiently heats the entire building. 


The Rockport Lumber Co. is a business house 
with three slogans, which taken together pretty 
well express the company’s policy and service. 
Eight years ago the company adopted as a slo- 
gan, “Everything Under Cover,’ along with 
which is used an illustration showing a black 
umbrella as a symbol, upon which the slogan is 
printed in white. Four years ago it added the 
slogan “Certified Material,” which stands out 
in large red letters under the umbrella, and now 
they have added a third, “Complete Home Serv- 


” 


ice.” Each slogan tells its own story. 

The officers of the company are E. W. Lesher, 
president and manager; F. E. Riddle, secretary, 
and S. A. Ward, treasurer. 





Co-operate in Modernizing a 
Home 


MINNEAPOLIS, MINN., Dec. 22.—Seeking to 
show the value of home modernizing, the Min- 
neapolis Home Modernizing Bureau and the 
Minneapolis Tribune are joining in modern- 
izing a home on Kenwood Parkway, in Minne- 
apolis. Work already has begun on the house, 
and when completed it will be open two weeks 
for inspection, beginning the latter part of Jan- 
uary. 

The home, now of Gothic architecture, will 
be changed to a colonial type. As few changes 
as possible will be made in the basic structure, 
and only the most practical innovations intro- 
duced. It is sought to make the home fully 
modern as to design and equipment at a reason- 
able cost, thus providing a good example for 
those contemplating modernizing. Detail figures 
as to cost will be published. 

The work of remodeling the house began ten 

days ago, and already is well under way. Home 
owners and any others interested are invited 
to visit the home during the process of rebuild- 
ing and view the work as it progresses. The 
home will be completely furnished for inspection 
when completed. Modernizing of the home is 
under the direction of J. A. Edgecumbe, presi- 
dent of the Edham Co., (Inc.). 
_ The exterior of the house will be altered very 
little. A front porch will be eliminated and 
replaced by one at the side. The exterior will 
be of stained wood shingles. Most of the rooms 
will remain intact as far as shape is concerned. 
The living room will be enlarged by taking in 
what now is a den. An unusual dining room, 
circular, will stand as at present, and changes 
in the kitchen will be limited for the most part 
to equipment. Also, on the first floor are a 
large reception hall and another room, the de- 
sign for which has not yet been decided upon. 
On the second floor are three bedrooms, a sit- 
ting room and two baths. These will be of the 
same general size in the modernized honie, but 
the walls will be of new material. Equipment 
also will be changedsin many places. 


Boosts Merits of Tidewater Red 
Cypress 


PALATKA, FLa., Dec. 22.—Keenly alive to 
every opportunity to tell the story of the merits 
of tidewater red cypress as a wood of excep- 
tional quality and unusual durability, M. Calvit, 
sales manager of the Wilson Cypress Co., of 
this city, recently has been sending out to the 
sales connections of that company, copies of an 
interesting news story that appeared in the 
morning Tribune, of New Orleans, La., telling 
of the soundness of cypress timbers found in 
the Potalba buildings, first apartment struc- 
tures erected in New Orleans. These build- 
ings were constructed in 1846 and after 84 years 
of yeoman service in withstanding the vicissi- 
tudes of storms, fires and wars, the cypress tim- 


bers are as good as when they first came from 
the trees almost a century ago. The story, as 
it appeared in the New Orleans paper, was 
printed on page 36 of the Nov. 22 issue of the 
AMERICAN LUMBERMAN. 





Bears IN the national forests of California 
and Oregon that like to claw and knock down 
the green and white enamel signs posted by 
the United States Forest Service for the in- 
formation of the public, are due to get the 
shock of their lives. A forest ranger has in- 
vented a contrivance consisting of a battery of 
dry cells, coil box and wires that may be at- 
tached to signs, which is warranted to jolt Old 
Bruin with 12,000 volts of high powered juice 
every time he monkeys with Uncle Sam’s 
property. 


Yard Is Arranged for Efficiency 


Pratr, Kan., Dec. 22.—From the pictures 
presented herewith showing the exterior con- 
struction and the layout of the Ortmeyer Lum- 
ber Co. yard at this point, it will be seen that 
the yard is strictly uptodate and arranged for 
efficiency. It is, in fact, very similar to the 
company’s fine plant at Hutchinson, except that 
the south drive is not covered and the cement 
house is detached; and also, the Hutchinson 
yard covers more ground. The two yards 
mention are units of the line of retail yards, 


with beveled edges. A portion is set apart as 
a private office and finished in the same man- 
ner. 

The interior of the yard, roof and all, is 
painted with a white cold-water paint, which 
makes the yard light, even on the darkest and 
cloudiest days. The bins are all 21 feet deep, 
allowing ample space for 20-foot stock without 
having uneven ends sticking out in the drive- 
ways. 

The oak flooring is stored in a weather-tight 
room to keep it in good 








Attractive building of the Ortmeyer. Lumber Co., Pratt, Kan. 


located in Kansas and Oklahoma, operated by 
the Ortmeyer Lumber Co., whose headquar- 
ters are in Wichita. 

The building is of striking appearance, the 
walls being of buff-colored stucco, the roof 
of red tile, the woodwork dark maroon, and 
the small windows of cathedral glass to har- 
monize. The office is finished in wallboard, 
paneled by use of strips of the same material, 
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Showing convenient layout of yard 


condition. Every lum- 
ber item in the yard is 
under cover except 
shingles, lath and creo- 
soted posts. The lime, 
plaster and cement 
house has double ship- 
lap walls, floor and 
ceiling, interlined with 
Sisalkraft. 

Paints and _ built-in 
features for the home 
are displayed in the 
office. A room behind 
the office contains the 
builders’ hardware, ad- 
ditional paint, sash, 
doors etc. Between this 
room and the lumber 
storage is a large open 
platform where are stored oils, turpentine, roof 
paints, screen doors, red rosin and threaded 
felts, sash weights, steel basement sash etc. The 
basement under the office provides space for 
the hot air furnace that heats the office and 
store room. 

The lumber piles are carried three decks 
high, especially in the center section. Lumber 
is also stored above the cement house, and over 
the office and store room. 

An interesting feature is the gate of the 
main driveway, which raises and lowers verti- 
cally, instead of swinging on hinges. In the 
picture this gate is shown at the bottom posi- 
tion, but when it is desired to open it, the 
gate moves straight up to the top of the arched 
entrance. The gate of the side driveway, how- 
ever, seen at the right in the illustration, 
swings horizontally. 

A circumstance illustrating the value of 
studying the situation thoroughly, and taking 
into consideration all contributing factors, be- 
fore proceeding with construction of perma- 
nent buildings for a yard, is well illustrated. in 
connection with the building of this yard:. A 
laundry is situated adjacent to the yard site, 
but by takinz the matter up with the insur- 
ance people, before the yard was built, the 
company was able to meet their specifications 
and as a result is enjoying a minimum in- 
surance rate, notwithstanding the hazard due 
to its next-door neighbor. 
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Climbing to the Top in Dad's Yard 


A Retailer and a Wholesaler Offer Novice Some Valuable Advice 


and with the four years’ college training, 

and who can play the saxophone, and 

dance and do the “other things that 
boys learn at college,” including his knowledge 
of an automobile, the writer would suggest 
that he use the same practical methods to learn 
the lumber game that he used to learn the 
working of the old “bus” and the “sax” and the 
dance steps. 

The training to think and to “use our heads” 
should be no handicap to the boy who really 
wants to learn, but it seems he must have had 
“to step on it” to make the car go, and to blow 
the “sax” to make the music(?) and to get the 
girls and “step” to learn to dance, so it would 
seem only logical that to learn the lumber bus- 
iness he would have to work at it, and apply 
the teachings received in thinking and using the 
head, and with the practice of working at it 
the information and knowledge must come, 
knowledge is everywhere to be gained—in 
builders’ books and magazines, even in the ad- 
vertisements. 

The information as to the uses to which ma- 
terials are to be put is often found by the study 
of contractors’ and carpenters’ lists submitted to 
the retailer for estimate (often the original 
working list is submitted); the sash and door 
companies’ catalogs are teeming with building 
information; blueprints and specifications come 
to the retail lumber store and from these can 
be gained much information as to the uses of 
items to be furnished by the retail yard; grad- 
ing rules can be secured from lumber manufac- 
turers’ associations. 

Visits to jobs in course of construction should 
give first hand information to the observant 
student as to the practical and actual uses of 


©: the boy with the lumberman father, 


[By C. L. Smith, Resident Manager 
Green Bay Lumber Co., Denison, 
Towa] 





many different items of material, and with the 
knowledge of construction thus gained, together 
with the knowledge gained from the study of 
architects’ plans and specifications, and material 
lists, the knowledge of the many uses of items 
of lumber and building materials should just 
naturally be born. 

The names of many items of lumber, mold- 
ings and materials are significant, from the base 
to the head or cap of structure, likened to the 
image of man; as of a house, the footings, the 
foundation, the base, the sides where siding is 
used, the roof or top, the facia—naturally the 
face or facing. 

As to the exterior opening frame, the sill, the 
basis or lowest piece in the frame; the jamb, 
the vertical side of the frame; the head and 
side casings or boxings; the cap or top mold; 
the stops—so called because they stop the sash 
from falling out. 

Common lumber such as siding, which is used 
to side the structure; ceiling, used to seal; 
shiplap or ship boards, boards which lap or 
overlap which tend to make for closer joints, 
used for siding ships, houses and other struc- 
tures, and for other work where common mate- 
rial is required for closer structure; flooring 
for floors etc. 

Interior trim, like a ribbon or necktie to set 
off or decorate, includes such items as the head 
and side casings or boxings; the cap or top 
mold; the back band (mold) just naturally 


would be a band at the back or far side or edge 
of something, more generally the casing; the 
base (base or mop board) ; the floor mold, used 
as a trim at the base or floor; the base mold, 
a decorative mold used on the top of a usually 
plain top base board; and the cap molds and the 
door and window stops etc. 

Many people unfamiliar with the building 
business think of a lumber yard in comparison 
with the “refined” stores as in their judgment 
a lumber wagon is comparable to a late model 
automobile, and many people operating or man- 
aging a lumber business do not appreciate the 
magnitude of their opportunity to head a really 
wonderful business, and at the same time do 
something worth while in the world, for to in- 
still in the hearts of men the desire for a home, 
to build for them a structure to last through the 
years is constructive, and a monument to the 
builder. 

As Rome was not built in a day, so the lum- 
ber business can not be learned in so short a 
time, but there is no business which can be 
made more clean, more constructive and inter- 
esting or more profitable for the money invested 
than can be made the retailing of lumber and 
building materials— if we work at it—study it 
and live it; and, had we who have tried to learn 
the lumber business more lives to give to its 
study, eventually, perhaps, we could know it all. 
One life is too short to accomplish this, but the 
earnest efforts of the lumberman to give to the 
world better homes are repaid in enjoyment of 
the study and the work, and usually with these 
comes prosperity. 

Get into it, boy, not alone to give your par- 
ents a vacation or to show them what you cart 
do, but for the joy of living, and of running a 
lumber yard. 





T seems you have acquired a good 
J practical business education and now, 
of course, you want to put it to good 

use. 

I believe the first essentials of a good re- 
tail lumberman are knowing the mills from 
which he buys his lumber, knowing that they 
are dependable and can be relied upon; and 
knowing his trade, knowing just what class of 
lumber suits their purposes best, and giving 
them just that. You will find that pleasing 
your trade with quality stock and service will 
bring in many a repeat order. 

Now you state you would like to know for 
what purpose the lumber you handle will be 
used; where 2x4’s are placed in a building etc. 
This is something that can not be learned in 
a day or a week. It is something that will 
have to be learned by experience and will come 
slowly, unless, of course, you should make a 
thorough study of the building end of the lum- 
ber business. But I believe you will. find in 
the retail side of the business that nine men out 
of ten sending in inquiries to you or stopping 
in for a few pieces of lumber will know just 
what they want before asking you for it. Of 
course, a few will ask you for. suggestions, and 
you in turn, if you are not so sure of yourself, 
will ask your Dad. In that way you will gain ex- 
perience that has taken -him years to accumu- 
date. ‘Don’t-expect to learn the lumber business 
in a very short time; it can not be done. 

No doubt your father has built up a nice 
trade, and now it is up to you to keep this trade 
alive and strive to build up additional business. 
This is not so easy to do, but with a little real 
effort it can be done. You have the confidence 


[By M. C. Brandeburg, jr., Brande- 
burg Lumber Co. (Wholesaler), 
: Cincinnati, Ohio} 





of the old trade established—keep it, for if it is 
broken it is not so easy to gain it back. Al- 
ways remember to be fair and square with your 
trade and they will appreciate it and show their 
appreciation by repeat orders. As for the new 
trade, your best talking point is to show them 
you can be depended upon to give them just 
what they order ay a price that is fair to both 
of you. 

Make a study of the mills or wholesalers with 
whom your firm has been dealing, for then, 
when an. inquiry comes in you will know just 
where to send it in order to get prices on stock 
that you know will please. This applies for 
large contract jobs. For the smaller jobs, you 
will have the stock on hand on which to quote. 
Don’t try to “hog” prices. Be satisfied with a 
margin of profit that covers your overhead and 
leaves a fair margin. 

It is not always the lowest price that gets 
the order. For some times the lowness of a 
price will “scare” the order to your competitor. 
Sell your trade on the idea of giving them ex- 
actly what they ask for at a price that is fair 
to them, and don’t forget that in order to keep 
your prices in line with the other fellow you 
must buy your stock right. I mean by that you 
must scout around before buying your yard 
stock. Deal with well-rated firms, those that 
you know will back you up on your stock. 


Try to select firms whose stock. you know is 
just what they say it is, and firms that are 
willing to co-operate with you. 

Try to keep your yard stock well balanced. 
This can easily be done if you will take the 
time to give it the once over once a week. Do 
not overstock on any one item, for this usually 
leads to trouble. You will know from past ex- 
perience what items move faster than others. 
You will see from your order file what items 
are in best demand, and when you are low 
in a particular item, or number of items, send 
the inquiry out from your mailing list or to 
people you have had past experience with, and 
then add a few new ones from time to time 
in order to line up on prices. If you find the 
mill you are in the habit of dealing with is in 
line, give it the order. If you have a new quo- 
tation that is better, investigate the mill before 
giving it the order. 

If you have an order calling for No. 1 com- 
mon stock fill it with No. 1 common stock. 
Don’t try to “hedge,” for it doesn’t pay in the 
long run and you will only come out the small 
end of the horn if you try te do so. Try to 
follow the Golden Rule and you won't regret it. 

Of course, it is always a good idea to read 
up any information you can get regarding the 
lumber business. That goes for grading rules, 
specifications, and literature that will keep you 
posted on the general trend of business, etc. 

Remember to keep your head up, work hard, 
ask questions when you are doubtful, work hand 
in hand with your Dad, follow his suggestions 
and appreciate them, and always keep your bus- 
iness methods on a level where you can look 
any man in the eye. 
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Sales Company Holds Annual 
Meeting 


SpoKANE, WasH., Dec. 20.—The Weyer- 
haeuser Sales Co. held its annual stockholders’ 
meeting and annual trustees’ meeting Dec. 17, 
resulting in re-election of all trustees but one, 
and re-election of all officers. The new trustee 
is George R. Little, of Winona, Minn., who re- 
places George S. Long, of Tacoma, who died 
Aug. 2. 

The Weyerhaeuser companies have partici- 
pated in the general curtailment movement in 
the last year, said I. N. Tate, of Spokane, gen- 
eral manager of the sales company, in a state- 
ment following the trustees’ meeting. Our cut 
in 1930 was 1,250,000,000 feet, which was 10 
percent less than in 1929. The lumber industry 
is still on an extremely low basis of prices, 
due to the fact that lumber has been an over- 
produced commodity in spite of curtailment. 


We are hopeful that the bottom of the de- 
pression has been reached. We expect a grad- 
ual improvement after the first of the year. 
The principal factor in favor of the industry 
is the small stocks now in the hands of re- 
tailers. 

Officers re-elected were: 

President, F. K. Weyerhaeuser, Spokane; 
vice president, H. H. Irvine, St. Paul; secre- 
tary, A. W. Laird, Potlatch, Idaho; treasurer, 
J. P. Weyerhaeuser, jr., Lewiston, Idaho; and 
general manager, I. N. Tate, Spokane. Trus- 
tees are R. M. Weyerhaeuser, Cloquet, Minn.; 
H. H. Irvine, F. K. Weyerhaeuser, I. N. Tate, 
J. P. Weyerhaeuser, jr., F. R. Titcomb, Ta- 
coma; W. H. Peabody, Everett; E. H. O’Neill, 
Snoqualmie Falls; A. L. Raught, jr., Longview; 
C. A. Barton, Boise; A. W. Laird; H. C. 
Hornby, Cloquet, Minn.; G. F. Jewett, Coeur 
d’Alene, Idaho; G. R. Little, Winona, Minn., 
and H. J. McCoy, Sandpoint. The executive 
committee for 1931 will include President 
Weyerhaeuser, Vice President Irvine, General 
Manager Tate and Mr: Little. 


New Dock Gives Added Load- 
ing Space 

Everett, Wasu., Dec, 20.—Work is being 
pushed on the new Port Commission dock, 
which, when finished, will add almost a mile 
of loading space for the use of ocean-going ves- 
sels which lift cargoes here consigned to nearly 
every country in the world. 

The new dock is shaped like a hammer-head, 
and stands partly on ground leased from the 
Robinson Manufacturing Co., and adjoins that 
company’s mill and factories. The Robinson 
company operates a large sawmill complete with 
dry kilns and planing mill, a plywood factory, 
and a woodworking plant which turns out 
doors, frames, colonial columns, fir gutter, 
porch and stair rail, and cut dimension stock 
besides various other millwork items needed to 
fill completely and promptly orders calling for 
the many items often wanted in a single car. 


Cozy Cottage for “Next Summer” 


po 
Wit: 
* 


This is the last week of 1930. That 
means that “next year” will be with 
us within a very few days, and 
“next year” is the time when a great 
many families all over the country 
have been promising themselves 
that the long desired summer home 
would be built. They are the peo- 
ple who a few months ago declared 
that “next summer” the kiddies and 
the rest of the family would have a 
nice little cottage on some suitable 
lake or in some other appropriate 
sylvan environment. Perhaps you 
know some such person, or someone 
else who might be interested. Call 
their attention to the pictorial sug- 
gestions appearing from week to 
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American Lumberman Summer 
Cottage Plan No. 2-31 


week in the AMERICAN LUMBERMAN. 
They are all actual photographs of 
summer cottages, none of which 
have been previously published. 
The one shown herewith is a de- 
lightful little retreat admirably 
suited for a family wanting a com- 
fortable but inexpensive cottage. 
Note the roof extension coming 
down over the front porch, protect- 
ing the entrance from rain, and from 
the sun, thereby making the inter- 
ior just that much cooler. The in- 
terior layout shows a convenient 
working arrangement for the house- 
wife, especially with regard to the 
“work shop,” otherwise known as 
the kitchen, 
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Takes Over Sales of Arkansas 
Soft Pine Output 


Kansas City, Mo., Dec. 22.—One of the 
most important announcements for some time in 
connection with the southern pine industry was 
made here a few days ago when the report was 
officially confirmed that the Exchange Saw- 
mills Sales Co., of this city, will take over sales 
of the output of the Caddo River Lumber Co., 
which operates three mills manufacturing Ar- 
kansas soft pine. This change will become ef- 
fective on Jan. 1, according to a statement made 
by Hal Shaffer, treasurer of the Caddo River 
Lumber Co. After that time the Caddo River 
company will devote its efforts solely to pro- 
duction. 

The Exchange Sawmills Sales Co. is one of 
the most outstanding sales organizations in the 
country, handling sales of the entire product 
of what are generally referred to as the Ex- 
change mills. These mills are located in Louisi- 
ana and California, manufacturing longleaf yel- 
low pine and California white pine. These 


mills have an annual production of 200,000,000 
feet. The addition of the production of the 
Caddo River Lumber Co. gives the Exchange 





Interior view of office in Seattle, Wash., in which an effect remindful 
of a log cabin has been created by use of western red cedar log cabin 


siding 


Sawmills Sales Co. a production of 300,000,000 
feet, which will be marketed through the effi- 
cient sales organization of this company. The 
Caddo River company mills are located at For- 
ester, Rosboro, and Glenwood, Ark., but the 
general offices of the company are located in 
Kansas City. 

The addition of this Arkansas soft pine group 
to the Exchange Sawmills Sales organization 
places that agency in position to supply the 
needs of all users of wood, as it now will have 
available in addition to the famous grade- 
marked and trade-marked Essco southern pine, 
Essco California white pine and Essco south- 
ern hardwoods, Arkansas soft pine of high 
grade, well manufactured, that will take its 
place along with the other famous high grade 
woods mentioned. 

Officers of the Exchange Sawmills Sales Co. 
are: President, Raymond B. White; vice presi- 
dent, Clarence E. Slagle; secretary, Frank R. 
Watkins, and treasurer, Philip A. Bloomer. 

The operating department of the Exchange 
Sawmills production units is under the general 
direction of C. C. Sheppard, Clarks, La., who, 
in addition to the numerous duties connected 
with that position also is efficiently serving the 
southern pine industry as president of the 
Southern Pine Association. 

Frank R. Watkins, sales manager of the Ex- 
change Sawmills Sales Co., has long been known 





and recognized in the industry as one of its 
outstanding merchandisers. The Exchange 
Sawmills Sales Co. also has become particu- 
larly well known to the retail lumber trade 
through its efficient advertising and its mer- 
chandising helps which have been made avail- 
able to so many dealers throughout the country. 
W. F. Ingham is president of the Caddo 
River Lumber Co. It is understood that offi- 
cials of the Caddo River company may be added 
to the board of directors of the Exchange Saw- 
mills Sales Co. at its next annual meeting. 





Brings Woods to Office 


SEATTLE, WaASH., Dec. 20.—Deciding that as 
long as he couldn’t maintain his office in the 
pleasant, restful atmosphere of the mountains 
he would bring something of that spirit to his 
Seattle office, D. S. Tobias, president and man- 
ager of the Camp Lewis Tent & Awning Co., 
this city, has had his office made over to sug- 
gest the interior of a log cabin. It would be 
easy for the visitor who crossed the threshhold 
of Mr. Tobias’ office to imagine that he had 
stepped on to a magic carpet and had been 
whisked into the fastness of the nearby Olympic 
Mountains. This effect 
is heightened by a wood 
carving of western red 
cedar, depicting two 
woodsmen sawing a log, 
which is set into the 
wall in such a manner 
as to suggest that one 
is actually looking 
through a window and 
seeing this scene just 
outside the cabin. 

The cabin effect was 
created by using west- 
ern red cedar log cabin 
siding, which is _pat- 
terned to resemble a 
split log. The outside 
surface is cut half- 
round, with a_ wide 
shiplap joint along each 
side. This gives the ex- 
terior or interior side- 
wall of buildings where 
this material is used the 
identical appearance of 
a log house, even to the 
“chink” or caulking 
space between the logs. 

The truss beams are 
Douglas fir, a total of 
583 feet being used for 
this purpose. The side- 
walls, which were placed over the old walls, 
are of 3x10 inch log cabin siding, which was 
scorched slightly with a torch to give it a 
weathered appearance and then treated with an 
oil stain. A total of 1270 feet of siding was 
used for the job. The ceiling is 10-inch knotty 
cedar rustic siding, of which 300 feet was in- 
stalled. The 4x12-inch baseboard is of cedar. 

Use of log cabin siding to create a rustic ef- 
fect was suggested to Mr. Tobias by a display 
of this material installed by a West Coast lum- 
ber producer at a Northwest fair. When he 
wrote to the company and asked about prices, 
a salesman from the lumber firm called and 
helped him plan a cabin interior in detail. The 
salesman sketched a plan calling for use of 
knotty cedar panels and Douglas fir beams in 
addition to the log cabin siding. The prospect 
approved the plan and arranged to have the 
work done. The sale resulted from the active 
follow-up work of the salesman, and is but one 
of numerous non-competitive and profitable 
sales he has developed. 





WHEN California became part of the Union, 
it is estimated that 19,195,000 acres or about one- 
fifth of the State was covered with forests and 
woodland. Now over 4,000,000 acres have been 
cut and burned over, and of this amount 1,300,- 
000 acres will not produce forests again unless 
planted. 


United States Lumbermen May 
Be the Losers 


MontTREAL, QUE., Dec. 22.—Following four 
days of negotiation and conference at Ottawa, 
a new trade agreement between Canada and 
Australia has been completed. Details have 
not yet been made known, but it is the belief of 
the lumber industry that a substantial prefer- 
ence for Canadian lumber will be included. [If 
the views of the lumbermen are met, British 
Columbia stands to gain $10,000,000 by the 
—* and the United States will be the 
oser. 

J. O. Cameron, a leading British Columbia 
lumberman, has been investigating the situation, 
and he declares that if there is a preference 
which will turn the present business given to 
the United States to Canada, the industry in 
British Columbia will be placed on almost a 
normal basis, instead of the present 60 percent, 

Official figures of the Government forest ser- 
vice corroborate this view. Australia buys 500,- 
000,000 feet of softwood each year, and only 
40,000,000 feet of this comes from British Co- 
lumbia, while 350,000,000 feet is purchased from 
the United States. A tariff of $5 a thousand 
feet would give the entire American export, 
worth $10,000,000, to British Columbia, which 
would thus secure 60 percent of the Australian 
market. A preference of even half this amount 
would be a tremendous help to the Province. 





Says Recovery Will Be Gradual 


MILWAUKEE, Wis., Dec. 22.—In his annual 
review of lumber business F. J. Schroeder, of 
the John Schroeder Lumber Co., says: 


The lumber business, and with it, the build- 
ing business, is regarded as basic. The ordi- 
nary “ups and downs” of business usually do 
not affect these basic industries. However, 
when conditions strike deeper than the sur- 
face, then these basic industries are affected. 

Thus in 1930, the lumber business felt rather 
keenly the effects of general curtailment. Al- 
though a definite program of curtailed pro- 
duction was carried out practically all year, 
the benefits of this program were not felt, due 
to an unprecedented drop in consumption. 

The reduced consumption of lumber natu- 
rally was the result of all the unfavorable 
factors in every line of business. After all, 
lumber is quite a barometer of the general 
condition, and as long as practically all indus- 
tries, including the railroads, cut down on 
their production programs, the demand for 
lumber from these’ sources. practically 
amounted to “hand-to-mouth” buying. 

Notwithstanding curtailed production, as ex- 
plained above, today there are large stocks of 
lumber on hand in practically every mill cen- 
ter. Prices on lumber are now below cost so 
that the policy of waiting for reductions in 
the price of raw materials is not justified in 
any home building program. 

Looking into the future, it appears to us, 
that although large stocks of lumber are avail- 
able at producing centers, all industrial plants 
and all distributing points register a scarcity 
of stocks so that with the slightest change in 
consumer demand, in other words, as soon as 
the public begins to buy, lumber will begin to 
move. 

We had anticipated an earlier recovery. In 
fact, we felt that the basic industries would 
show an upturn before the end of the year. 
AS we now see it, recovery is postponed to 
the time when the public absolutely appre- 
ciates that rock bottom has been reached. Cer- 
tainly in the lumber business such is the 
case. It is undoubtedly the time for home 
building and home improvement. With a well 
defined public program of construction for 
1931 as a beginning, and with an adjustment 
of the rent and wage program to conform to 
new basic standards, recovery may be ex- 
pected. 

By spring we expect to see evidence of re- 
newed activity. ‘The recovery probably will 
be gradual. The experience of the last year 
has resulted in a nicer adjustment between 
production and consumption. This adjustment 
will go a long way toward putting the indus- 
try in a healthier condition. 








De 


sol 
he 











eT iw 


—— = © eee fF oN" CF 


- 








December 27, 1930 


AMERICAN LUMBERMAN 


41 





Two Pioneer 


CrossettT, ArK., Dec. 22.—Formation of the 
Fordyce-Crossett Sales Co., with headquarters 
at Crossett, and having for its purpose the mar- 
keting of the lumber products of the Fordyce 
Lumber Co., Fordyce, and the Crossett Lum- 
ber Co., Crossett, Ark., was announced last 
Saturday by officials of both concerns. 

These pioneer Arkansas enterprises, owned 
by the same interests, heretofore have individ- 
ually marketed their respective outputs. Under 
the new sales plan, which becomes effective 
Jan. 1, the extensive operation and comprehen- 
sive plant facilities of both concerns in effect 
become a single enterprise with an attendant 
increase in the range and volume of products 
now offered the trade through one marketing 
source and comprising an annual production of 
50,000,000 feet of Arkansas soft pine, 20,000,000 
feet of Royal oak flooring, and 30,000,000 feet 
of southern hardwoods. Established early in 
the present century, the Fordyce and Crossett 
companies have played an important part in 
the industrial development of their home State. 
Each has been a constructive factor in the prac- 
tice of scientific forestry methods. As a result 
of this practice of scientific forestry, the plants 
of both companies will be enabled to continue 
supplying the trade with a full volume of prod- 
ucts for an indefinite period. In addition to 
supporting substantial payrolls, both concerns 
have been active and successful in providing 
systematic thrift and savings plans for em- 
ployees, ideal living conditions for workers, 
both in the woods and at the plants, and in es- 


Concerns Merge Their Sales 


tablishing company supervised school systems 
which have attained national repute as models 
in both primary and secondary education. 
Beginning as pine manufacturers shortly after 
the turn of the century, both plants in recent 
years have expanded to include the manufacture 
of hardwoods and oak flooring on a large scale. 
The products of both companies now are mar- 
keted over a wide territory, extending from 
the Rocky Mountains to New England, and 
embracing a broad range of industrial users as 
well as retail lumber yards and planing mills. 


Keeping step with the progressive merchan- 
dising practices now required by highly com- 
petitive conditions, the products of the mills of 
each of these companies are trade-marked and 
grade-marked in accordance with the recom- 


mendations of the United States Department 


of Commerce and as practiced by members of 
the leading lumber trade associations through- 
out the United States. 


Officers of the new Fordyce-Crossett Sales 
Co. are as follows: President, A. Triesch- 
mann; vice president, D. C. Gates; secretary- 
treasurer, L. J. Arnold; directors, J. W. Wat- 
zek, jr., and E. C. Crossett. 


W. H. Burroughs, who for several years has 
been sales manager of the Fordyce Lumber Co., 
will occupy the same position with the new 
sales company. A. W. Bird, who has been sales 
manager for the Crossett Lumber Co., becomes 
superintendent of manufacturing operations and 
brings to the duties of this position a ripened 
experience in production and marketing. Offi- 


cials of the two companies feel sure that these 
changes and this unified sales plan constitute a 
constructive forward step that will be of direct 
and substantial benefit to every user of For- 
dyce-Crossett products. 





A Bit of Good News 


Newakrk, N. J., Dec. 22.—A bit of good news 
emanating from this city is that from the offices 
of the Lindsley Lumber Corporation, which 
concern operates the West Virginia Flooring 
Corporation of Elkins, W. Va. The Lindsley 
company says that because its stock has been 
practically exhausted and the demands for oak 
flooring and trim are increasing, it has been 
found necessary to resume operation of the 
mill at the earliest possible moment. “Accum- 
ulation of orders during the last few days,” the 
Lindsley company advises, “will tax the capa- 
city of the mill, and we are seriously consider- 
ing putting in a double shift, at least until the 
accumulation of orders has been cleaned up and 
stocks in the empty warehouses have been re- 
plenished. Lumber is now moving into the 
kilns rapidly.” 

Practically all the rough lumber in flooring 
grades that is manufactured within a radius of 
100 miles of Elkins is utilized by the West 
Virginia Flooring Corporation, and resumption 
of this operation will not only give employment 
to about one hundred men in the mill but will 
affect numerous sawmills which have been un- 
able to find a market for their output elsewhere. 


Wholesaler in Own New Office Structure 


SPRINGFIELD, MAss., Dec. 22.—The Garrett- 
son-Ellis Lumber Co., wholesale lumber dealer 
here, is calling the trade’s attention to the fact 

















Exterior view of the new office structure built 
by the Garrettson-Ellis Lumber Co., of Spring- 
field, Mass. 


that it has just moved its office from the Phoe- 
nix Building, where it has been located since 
the organization of the company in 1919, to its 
own building, known as the Garelco Building, 
at 30-32 Harrison Avenue, in the heart of the 
business district of Springfield. 

In designing this building, the company en- 


deavored to conform to the strict Colonial type, 
especially on the exterior. It is a 3-story 
structure of brick and marble, and the small 
panel windows, white shutters with wrought 
iron hardware, and the Colonial signs on the 
entrances and window boxes on the third story, 
give it a very pleasing as well as unique ap- 
pearance. 

While the first floor is occupied by a local 
merchant, the Garrettson-Ellis Lumber Co. oc- 
cupies the second and third floors with its 
offices. A flight of stairs from the street en- 
trance leads to a small waiting room off the 
main office, where is housed the clerical force 
of the company. Also on this floor is a private 
office for the heads of 


room are absolutely true to the old Colonial 
type. Wide oak planks are used for floor- 
ing and they are fastened down with the 
old fashioned pegs. Connecting with Mr. 
Ellis’s office is that of W. P. Gunn, secre- 
tary, which is finished in clear sugar pine. Pri- 
vate offices are also provided for W. A. 
Fletcher, vice president, and Mr. Lantz, as well 
as rooms for the salesmen. The entire building 
has been fitted up with every modern appliance 
for heating and lighting, etc. 

The company is in the process of becoming 
settled in its new quarters and plans to issue 
invitations shortly to the trade to inspect its 
new home. 





the accounting and traf- 
fic departments, and a 
room for the multi- 
graphing department 
and other necessary ad- 
juncts of a modern of- 
fice. The third floor 
contains the private 
offices, three of which 
have been designed not 
only to provide more 
comfortable working 
quarters for the execu- 
tives of the company but 
special woodwork has 
been installed to illus- 
trate some of the kinds 
of lumber the company 
handles. 

President E. G. Gar- 
rettson’s private office 
is paneled in sugar pine 
and enameled in antique 
ivory. Treasurer H. B. 
Ellis’s office at the rear 
is paneled in knotty 
pine. The moldings and 
entire finish of the 











Office of H. B. Ellis, which is paneled in knotty pine and is floored 
with wide oak planks held in place by pegs 
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National Production, Shipments and Orders 


Wasuincrton, D. C., Dec. 22.—Following is the National Lumber Manufacturers’ Association report for the week ended Dec. 13, 1930, and for 


fifty weeks ended that date, covering mills whose statistics for both 1930 and 1929 are available, 


identical mills for the corresponding period of 1929: 


and percentage comparison with statistics of 





No. of Percent Percent Percent 
Softwoods: Mills Production of 1929 Shipments of 1929 Orders of 1929 
Southern Pine Association.................. 133 39,083,000 67 33,936,000 65 33,936,000 62 
West Coast Lumbermen’s Association........ 183 104,829,000 69 99,971,000 74 123,095,000 81 
Western Pine Manufacturers’ Association.... 65 23,840,000 66 20,253,000 74 28,651,000 100 
California White & Sugar Pine Mfrs.’ Assn.. 24 8,271,000 338 13,310,000 91 12,476,000 81 
Northern Pine Manufacturers’ Association... 7 ,000 12 2,442,000 94 1,631,000 66 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 18 , 1,460,000 55 923,000 85 760,000 39 
North Carolina Pine Association............. 47 4,872,000 ied 4,903,000 87 4,592,000 100 
California Redwood Association.............. 12 5,720,000 75 5,294,000 73 4,908,000 77 
a 489 188,266,000 65 181,032,000 74 210,049,000 79 
Hardwoods: 
Hardwood Manufacturers’ Institute.......... 174 17,425,000 60 16,251,000 74 15,641,000 72 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 18 1,828,000 33 1,558,000 56 1,026,000 44 
SN Rea sk 5c kick Ui bbcdbecdes cues 192 19,253,000 "56 17,809,000 72 16,667,000 “69 
es A ale wee vain ike h had. on hate bulns 663 207,519,000 64 198,841,000 73 226,716,000 78 
PIPTY WEEKS Mills 
Softwoods: Reporting* 
Southern Pine Association. .......ccccccccece 128 2,444,841,000 2,316,069,000 81 2,274,501,000 80 
West Coast Lumbermen’s Association........ 183 6,418,084,000 76 6,364,797,000 77 6,176,595,000 76 
Western Pine Manufacturers’ Association.... 66 1,821,354,000 82 1,676,412,000 80 1,627,670,000 83 
California White & Sugar Pine Mfrs.’ Assn.. 25 905,849,000 69 958,142,000 79 935,829,000 77 
Northern Pine Manufacturers’ Association... Ss 198,704,000 69 184,643,000 70 177,608,000 70 
Northern Hemlock & Hardwood Mfrs.’ Assn.. 25 122,617,000 68 98,085,000 66 87,790,000 65 
North Carolina Pine Association............. 46 254,741,000 74 242,983,000 79 212,609,000 70 
California Redwood Association.............. 13 310,060,000 86 281,070,000 80 279,863,000 78 
PP idnted neve ewes e es Sat ae yo 494 12,476,250,000 78 12,122,201,000 78 11,772,465,000 77 
Hardwoods: 
Hardwood Manufacturers’ Institute.......... 188 1,254,468,000 72 1,173,544,000 69 1,114,536,000 66 
Nerthern Hemlock & Haréweod Mfrs.’ Assn.. 25 235,848,000 72 166,466,000 59 133,735,000 52 
Total hard So tet ache ela iba atanee ac eceeke ee 213 1,490,316,000 72 1,340,010,000 68 1,248,271,000 64 
yall etal aie tae lama 682 13,966,566,000 77 13,462,211,000 77 13,020,736,000 76 
*Average weekly number. 
Relation of Unfilled Orders to Stocks West Coast Waterborne 


WasuincrTon, D. C., Dec. 22.—Following is a statement for five associations of the gross 
stock footage Dec. 13, and the percentage relationship of unfilled orders to stocks: 


Association— 
Southern Pine Association 
West Coast Lumbermen’s Association 
Western Pine Manufacturers’ Association 
Northern Pine Manufacturers’ Association 
Hardwoed Manufacturers’ Institute 


ee 


eee eee eee 


eee 


Orders of 

No. of Gross Unfilled Stocks— 

Mills Stocks Orders Percent 
. 2a 976,467,000 97,671,000 10 
- 140 1,412,854,000 333,442,000 24 
‘ 81 1,305,718;000 119,574,000 9 
‘ 7 277,655,000 17,595,000 6 
. 2 1,022,737,000 183,651,000 18 





North Carolina Pine 


Norrotk, VA., Dec. 22.—The North Carolina 
Pine Association makes the following analysis 
—- from 100 mills for the week ended 

S 3a: 


Per 
Percent Percent cent 
Aver.* Actual Ship- 


Production— Feet Output Output ments 

Average* ...16,350,000 a" oa 

Actual ..... 7,248,000 44 os 
Shipments . 8,064,000 49 111 ae 
OrGersf ...cc. 6,436,000 39 89 80 
Unfilled 

ER okie ered 57,354,000 


*“Average” is of production for the last 
three years. 


tAverage of orders per mill this week 
amounted to 64,360 feet; preceding week’s av- 
erage was 54,117 feet. 





California Pines 


: San Francisco, CALIrF., Dec. 20.—Following 

is the latest report of the California White & 

Sugar Pine Manufacturers’ Association based 
on statistics for twenty-four mills: 

Percent 

Percent of same 

of pro- period 

Feet duction of 1929 


For Week ended Dec. 13: 


Ee ae a 7,912,000 _ 
Shipments .......... 14,173,000 179 
i a iene ie phan 6h 14,297,000 181 ae 
Stocks end week..... 682,361,000 aay 89 
Por Jan. 1 to Dec. 13: 

oo ee 933,583,000 ae 70 
ED assem ed ome 975,009,000 104 78 
C= pas easans aes 968,134,000 103 79 





Harvarp Economic Society’s weekly index of 
wholesale commodity prices has dropped to 75.3 
for the week ended Dec. 17, 1930, from 76.6 for 
the week ended Dec. 10, 1930. 





Southern Pine Barometer 


New Orteans, La., Dec. 22.—For the week 
ended Dec. 13, Saturday, 147 mills of total 
capacity of 166 units (a unit representing an 
average monthly output of 1,500,000 to 2,000,000 
feet between Nov. 1, 1926, and Oct. 31, 1929), 
report as follows to the Southern Pine Asso- 
ciation : 

Pet. of output 


3-year Ac- 
Production— Carst Feet AV. tual 
Aver. 3 yrs... «  CRRSRESP 2ct- ee 
pO” — Geers con eee. GeaS.” aaa 
Shipments* .....1,742 36,582,000 52.41 87.19 
Orders 
Received* ....1,811 38,031,000 54.48 90.64 
On hand end 
WOGES ose. 5,133 107,793,000 


*Orders were 103.96 percent of shipments. 


tOrders on hand at above 147 mills showed 
an increase of 1.36 percent, or 1,449,000 feet, 
during the week. 


Hemlock and Hardwood 


OsuxkosH, Wis. Dec. 22.—The Northern 
Hemlock & Hardwood Manufacturers’ Asso- 
ciation makes the following report for the week 
ended Dec. 13: 





Percent 

of Ca- 
Hardwoods— Total Per Unit* pacity 
Capacity, 45 units*. 9,486,000 210,000 100 


Actual production... 2,864,000 64,000 30 


apnentet bvataesrc aonee,eee 50,000 24 
Orders receivedt ... 1,859,000 41,000 19 
Orders on hand..... 18,323,000  ..... aS 
Hemlock— 

Capacity 63 units*..13,376,000 210,000 100 
Actual production... 2,029,000 32,000 15 
Shipments? ........ 1,240,000 20,000 9 
Orders receivedt ... 1,046,000 17,000 8 


Orders on hand .... 7,400,000 bene 


*Daily 10-hour ementive capacity of 35,000 
feet is considered one unit. The production 
is based on lumber scale. 

tLumber fabricated at mill and used in 
construction work is included in total orders 
and shipments. 





SEATTLE, WasuH., Dec. 22.—Following is a 
report of November cargo shipments of lumber 
from the Pacific Northwest as compiled by the 
Pacific Lumber Inspection Bureau: 


Domestic 
Board feet 
INTERCOASTAL— 

pO ee ee ee re 138,457,573 
CoASTWISE— 

CE, + doce cdeeeacnea ne cneee eee 85,676,287 
OTHER— 

pO” eee ee 638,022 
EEE, en Lata bak oid op we kaae 6 tna 502,733 

a fo RT Tree. 225,274,615 
Export 
AUSTRALASIA— 

DE <ccpcedtabrebisese¢eets 3,280,999 

i ade se os seekons 302,158 

South Sea Islands............-++.- 379,513 
LATIN AMERICA— 5 

Ns caadiai tah ec acy Ve Gln ow gual Wi 93,626 

nn Sn aka kewne teeeee 297,079 

South America (east coast)...... 6,972,966 

South America (west coast)...... 7,021,727 

EE «cans ene donee vce ae 1,559,963 
ORIENT— 

SO ere, eee Re, ee 13,459,402 

RIEL”, ts dpi oe, ke ate 0 a Mee ite 22,332,308 

ai iat hs whee d apeen Jb eres 515,078 

TE re ee ae 481,558 
AFRICA— 

PE Tor Cre Tae 1,132,403 
United Kingdom and Continent..... 26,557,352 
CE cb cp tiewe ed whohag noaidaee 30,038 

Sn 40's bwhndoeab eones 84,416,170 
SN SEs wikia cuicnsowndcecectauties 309,690,785 


Districts of origin of the above shipments are 
given as follows: 





Logs and 

Bolts 

Lum ber ———_, Cer- 
British Domestic Export tificated 
Columbia .. 28,048,644 19,569,690 1,131,202 
Washington..123,896,663 41,145,151 4,838,764 
Oregon ..... 73,329,308 23,701,329 1,821,297 
Totals ....225,274,615 84,416,170 7,791,263 


Lumber footages for previous months were: 


1930 1929 

EOE 340,223,818 410,066,314 
Se 366,633,967 387,492,762 
RPS ae 424,027,151 464,164,919 
EY Che Os ued okies 426,685,939 531,118,249 

See ee 444,745,461 549,768,345 
rhs ko pina e male 404,027,173 505,203,902 
I cia cial tad ato pute 378,799,981 460,723,617 
OO” PETS Fy 339,866,591 505,323,608 
ET son c's «eats 307,700,717 440,548,608 
eee 308,145,476 453,214,435 
November ......... 309,690,785 407,005,635 





Bleven months... .4,050,547,059 5,114,630,394 
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West Coast Review 


[Special telegram to AMERICAN LUMBERMAN] 
SEATTLE, WaAsH., Dec. 23.——The 228 West 
Coast Lumbermen’s Association mills giving 
production, shipments and orders during the 
week ended Dec. 20 reported: 
Production 103,486,000 
Shipments .112,063,000 8.29% over production 
Orders .....102,176,000 1.27% under production 
A group of 352 mills, whose production re- 
ports of 1930 to date are complete, reported 
as follows: 


Average weekly operating capacity .304,643,000 
Average weekly cut for fifty-one weeks— 


WOOD os nde Varded kag eg aut vase ee 209,556,000 
SOOO | vse Jeb Se sage mnaeaees 160,358,000 
Actual cut week ended Dec. 20..... 121,566,000 


A group of 228 mills, whose production for 
the week ended Dec.*20 was 103,486,000 feet, 
reported distribution as follows: 


Unfilled 
Shipments Orders Orders 
| Pees 29,829,000 34,007,000 101,965,000 
Domestic 
cargo . 52,559,000 46,676,000 230,296,000 
Export ... 21,695,000 13,514,000 97,208,000 
Local .... 17,979,000 ere” “depot ees 





112,062,000 102,176,000 429,469,000 


A group of 183 mills, whose reports of pro- 
duction, shipments and orders are complete for 
1929 and 1930 to date, reported as follows: 

Weekended Average first 51 weeks 

Dec. 20, 1930 1930 1929 
Production 94,855,000 127,705,000 167,338,000 
Shipments 101,004,000 126,780,000 163,833,000 
Orders . 93,010,000 122,906,000 162,584,000 





Data on Walnut 


The American Walnut Manufacturers’ As- 
sociation has compiled the following data: 


Nov. Oct. Nov. 

Lumber— 1930 1930 1929 
Manufactured .. 1,443,700 1,386,000 3,806,600 
Shipments ..... 1,469,700 1,907,400 3,069,000 
Stocks, end 

ar 18,731,200 18,795,700 17,130,200 

Logs— 
Purchases ..... 1,459,900 1,293,900 3,144,100 
Made into lumber 

and veneer... 1,340,400 1,421,000 2,975,400 
Stocks, end 

ee ere 791,200 670,000 2,299,100 





Carolina Pine Costs 


NorFotkK, Va., Dec. 22.—The North Caro- 
lina Pine Association reports in October the 
total cost of rough lumber, exclusive of stump- 
age, was $18.98 for mills doing their own log- 
ging, the range for these being from $14 to 
$25.69, with one firm reporting an extraor- 
dinary figure of $64.99; $20.31 for mills pur- 
chasing logs, and that the average for all mills 
was $19.11—the statement being based on 14 
reports from 11 members representing 16 mills. 
Average cost of logs for mills doing their own 
logging, exclusive of stumpage, was $6.70, made 
up of $4.89 for logging’ expense and $1.81 for 
log transportation; total cost of manufacturing 
for these mills was $5.72 made up of $3.50 for 
sawmill, 54 cents for dry kilns and $1.68 for 
yarding and shipping; total overhead averaged 
$5.32, made up of $1.65 for insurance and taxes, 
$1.30 for depreciation, and $2.37 for general 
overhead, and selling expense amounted to $1.24. 





Woop propucts, including telegraph, tele- 
phone and electric power line poles, ,cross-ties, 
fuel and other timber, from farm woodlands 
in east and southeast Texas, to the value of 
approximately $4,300,000, have been sold or 
contracted for cutting during the present late 
fall and winter, according to E. O. Siecke, 
director of the Texas forest service. The es- 
timated value of the different products follows : 
Poles $900,000, ties $800,000, fuel wood $600,- 
000, and timber $2,000,600. Short farm crops 
may result in a larger cut than is indicated, 
but the low price of timber products is likely 
to lower total value of sales, Mr. Siecke said. 


Statistical Telegrams 
Omitted 


The AMERICAN LUMBERMAN goes 
to press a day earlier this week, on 
Wednesday, because Thursday is 
the Christmas holiday, so it will 
be necessary to omit some tele- 
graphic reports usually received on 
Thursday—those of the National 
Lumber Manufacturers’ Associa- 
tion and Western Pine Manu- 
facturers’ Association on produc- 
tion, shipments and orders, and 
that of the Western Pine Manufac- 
turers’ Association on sales prices. 





Christmas Time 


It’s Christmas Time 
again— 

How quickly it comes 
around—and 

then it’s gone. 

But, 

Oh, how much good 

it does each of us 

to know that someone 
cares for us— 

Remembers us with 

a gift or card 

or written message. 

Do you remember in those good 
old days of young manhood 
If you were away 

from Home at 

Christmas Time 

You got a letter from 
Mother 

or Dad 

Just chuck full of 

Love and 

Best Wishes for you? 
They have gone on to 

the Land from which 
Christmas came— 

Waiting for us over there. 
The return of each 

Glad Season brings back 
those precious memories 
of their loving care for us 
and reminds us that 

We should care for others 
To pay back that debt 

we owe to them. 

That’s the only way we can 
pay it. 

And as we do unto 

others what the Dear Ones 
Did for us— 

We increase our own 
Happiness at Christmas Time. 


Discuss Plans for Combating 
Timber Rust 


SPOKANE, WASH., Dec. 20.—At the closing 
session, last Saturday, of a two days’ meeting 
of the regional forest protection board at the 
Davenport Hotel, Major Evan W. Kelley, 
Missoula, Montana, regional forester, was au- 
thorized to have transcripts of the addresses 
and information gathered during the sessions 
prepared and a copy sent to each of the Federal, 
State and county officials, and representatives 
of timber interests attending. These are to 
be returned with comments and suggestions by 
each, from which Major Kelley is to prepare 
a plan of action for the Northern Idaho Timber 
Protective Association to consider at its meet- 
ing here next March. Major Kelley declared 
that blister rust “is the newest and biggest 
problem the Forest Service has to deal with. 
Any action we take must be codrdinated with 
other activities of the associated agencies and 
activities in this region.” 

At the afternoon session, Ben E. Bush, State 
forester of Idaho; Emmett M. Barnes, Kootenai 
County, Idaho, commissioner, and others dis- 
cussed ways and means of combating the pest. 
George H. Plumber, Seattle, western land agent 
for the Northern Pacific Railway, assured the 
meeting that his road would co-operate with the 
Government and other agencies in combating 
the menace. R. L. Bayne, chairman of the tim- 
ber products committee of the Chamber of 
Commerce, said that the problem is one con- 
fronting the entire region, and that if a plan 
is developed for fighting the pest, “our bureau, 
and I believe our Chamber of Commerce, will 
co-operate with you in every way possible.” 
Other speakers were: Fred K. Weyerhaeuser, 
president of Weyerhaeuser Sales Co.; S. N. 
Wyckoff, in charge of blister rust control in the 
Northwest, and John R. Babcock, jr., secretary- 
manager of the Associated Industries of the 
Inland Empire. 


To Go on Air With Products 


New Or-eans. La., Dec. 22.—The Great 
Southern Lumber Co., of Bogalusa, will inaugu- 
rate a bi-weekly broadcast over WJBO, New 
Orleans radio station, on Dec. 23, according 
to announcement. The program will be of 
the usual entertainment type with time for 
short talks on grade-marking and trade-mark- 
ing of lumber, qualities and uses of loxgleaf yel- 
low pine, uses of redwood, reforestation work, 
and other activities. Time will be divided with 
the Bogalusa Paper Co., which will broadcast 
talks on its products. The program will go on 
the air between 5 and 6 p.m. on Tuesdays and 
Fridays. 








“Chuck Roast.” 
Thus the placard. 
“I’d rather chuck spinach,” declared a reader. 





Census Bureau Delivered Prices 


Wasuincton, D. C., Dec. 22.—The Department of Commerce has secured through the bureau 
of the census the following prices, per thousand for lumber items and per hundred square feet for 
shingles, as the average paid Oct. 1, by contractors for material delivered on the job, these being 


selected from the complete list: 


No.1 Dimension, Common 
S1S1E, 2x4—16 Boards 
Southern Douglas 1x6” 


pine fir 
New Haven, Conn...........6+. eS $44.00 
New Bedford, Mass..........++-+ «=< 40.0 


Poughkeepsie, N. Y............. fgets 45.00 


MOONE, Die. Sracccnscaneseses $40.00 50.00 
Buffalo, Dees deuce scan enkyowe 36.00 ws 

ee Se SS Te eer 45.00 40.00 
PO ree re 35.00 40.00 
pe ee ee 36.00 45.00 
CO Bed 6 ae ofein vets duce 40.00 44.00 
Youmemtewe, GeO: . oc. cc cecsever 45.00 45.00 
Columbus, Ohio,...........06+. 43.00 43.00 
po eS Se eee ee 50.00 50.00 
eG: Bion 36 olc.c 0b S06 8d aie oe 41.50 Rife 
pe SS > ee 40.00 43.00 
ge RS A rr 37.00 38.00 
ee Er 45.00 45.00 
Se, A. wv fb nian oe 5 0 05 0 aes 38.00 39.50 
Ee Amen, CO. wes ccsverss safe'd 31.50 
San Francisco, Calif............ poe 25.00 


PORTER, Wile scccccctndvececs evie 17.00 


Plooring, 1x4” Shingles, Extra 
10 to 16 Clear, 16”, 5/2 
Southern Douglas 
pine fir Red 
No. 1 “Cc” eg. No.2v.g. Cedar Cypress 
$40.00 ne 2 aden .50 » inant 
36.00 ape $85.00 6.15 
40.00 re 85.00 . 
37.00 $75.00 80.00 5.50 
34.00 85.00 Pere 5.25 - emis 
37.50 85.00 80.00 6.40 ays 
37.50 80.00 72.50 6.75 $8.00 
37.00 wed 75.00 5.50 cei 
35.00 taba bi sae 5.25 Byes 
vets 76.50 68.00 5.75 7.50 
75.00 75.00 6.00 6.00 
35.00 72.00 5.90 pie 
80.00 shai 5.00 
41.00 55.50 59.50 4.48 
«aoe 68.00 75.00 5.20 
41.00 are ésiu 4.56 
30.50 ~ 54.50 4.40 
25.00 50.00 : 
16.00 38.00 2.00 
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Dec. 29-31—Society of American Foresters, Ward- 
man Park Hotel, Washington, D. C. Annual. 


Jan. 9, 1931—California White & Sugar Pine Manu- 


facturers’ Association, Palace Hotel, San Fran- 
cisco, Calif, Annual, 


Jan. 12, 1931—Wholesale Lumber Dealers’ Asso- 
ciation (Toronto), Toronto, Ont. Annual. 


Jan. 13-16, 1931—Ohio Association of Retail Lum- 
ber Dealers, Cleveland Auditorium, Cleveland, 
Ohio. Semi-centennial convention. 


Jan, 14-15, 1931—Retail Lumber Dealers’ Associa- 
tion of Indiana, Claypool Hotel, Indianapolis, 
Ind. Annual, 

Jan. 15, 1931—Red Cedar Shingle Congress, Olym- 
pic Hotel, Seattle, Wash. Annual. 


Jan, 15, 1931—British Columbia Loggers’ Associa- 
tion, Vancouver, B Annual. 


Jan. 15-17, 1931—Mountain States Lumber Dealers’ 
Association, Broadmoor Hotel, Colorado Springs, 
Colo. Annual. 

Jan. 16, 1931—Indiana Hardwood Lumbermen’s As- 
sociation, Claypool Hotel, Indianapolis, Ind. 
Annual. 

Jan. 19-20, 1931—West Virginia Lumber & Build- 
ers’ Supply Dealers’ Association, Stonewall 
Jackson Hotel, Clarksburg, W. Va. Annual. 


Jan. 20, 1931—Roofer Manufacturers’ Club, Ralston 
Hotel, Columbus, Ga. Annual, 


Jan. 20-22, 1931—Northwestern Lumbermen’s As- 
sociation, Minneapolis Auditorium, Minneapo- 
lis, Minn, Annual, 


Jan. 21-23, 1931—Pennsylvania Lumbermen’s Asso- 
ciation, Bellevue-Stratford Hotel, Philadelphia, 
Pa. Annual, 

Jan. 21-23, 1931—Ontario Retail Lumber Dealers’ 
Association, Prince Edward Hotel, Windsor, 
Ont. Annual, 


Jan. 22, 1931—New Jersey Lumbermen’s Associa- 
jae Robert Treat Hotel, Newark, N. J. An- 
nual. 

Jan. 22-23, 1931—Carolina Retail Lumber & Build- 
ing Material Dealers’ Association, Charlotte 
Hotel, Charlotte, N. C. Annual. 

Jan, 27, 1931—Northern Pine Manufacturers’ Asso- 
ciation, Minneapolis, Minn. Annual. 

Jan, 27-28, 1931—National Lumber Exporters’ As- 
sociation, Peabody Hotel, Memphis, Tenn. 
Annual. 

Jan. 27-29, 1931—Southeastern Iowa Retail Lum- 
bermen’s Association, Ottumwa Hotel, Ot- 
tumwa, Iowa. 

Jan. 27-29, 1931—Northeastern Retail Lumber- 
men’s Association, Pennsylvania Hotel, New 
York City. Annual. 

Jan. 28-30, 1931—Southwestern Lumbermen’s As- 
sociation, The Forum, Wichita, Kan. Annual. 

Jan. 28-29, 1931—Tennessee Lumber, Millwork & 
Supply Dealers’ Association, Hotel Noel, Nash- 
ville, Tenn. Annual. 

Jan, 29, 1931—Hardwood Interior Trim Manufactur- 
ers’ Association, Memphis, Tenn. 

Jan. 29, 1931—Hardwood Dimension Manufacturers’ 
Association, Memphis, Tenn. 


Jan. 29-30, 1931—Hardwood Manufacturers’ Insti- 
tute, Hotel Peabody, Memphis, Tenn. Annual, 

Jan. 31, 1931—Southern Hardwood Traffic Asso- 
ciation, Hotel Peabody, Memphis, Tenn. An- 
nual, 
Feb. 3-4, 1931—-Canadian Lumbermen’s Association, 
Royal York Hotel, Toronto, Ont. Annual. 
Feb. 3-5, 1931—Iowa Lumber & Material Dealers’ 
+ cree eee Coliseum, Des Moiner, Iowa. An- 
nual. 

Feb. 4-6, 1931—Retail Lumber Dealers’ Association 
of Western Pennsylvania, William Penn Hotel, 
Pittsburgh, Pa. Annual. 


——— 


Associations’ Plans and Activities 


Feb. 4-6, 1931—Michigan Retail Lumber Dealerg’ 
~~ iene Book Cadillac Hotel, Detroit, Mich, 
nnual, 


Feb. 10-11, 1931—National Association of Commis. 
sion Lumber Salesmen, Congress Hotel, Chi- 
cago. Annual, 


Feb. 10-12, 1931—Central Association of the Travel- 
ing Lumber & Sash & Door Salesmen, Stevens 
Hotel, Chicago. Annual. 

Feb. 10-12, 1931—lIllinois Lumber & Material Deal- 
= Stevens Hotel, Chicago, An- 
nual, 

Feb. 11-12, 1931—North Dakota Retail Lumber. 
men’s Association, Fargo, N. D. Annual, 


Feb. 13-14, 1931—Virginia Lumber & Building Sup- 
ply Dealers’ Association, John Marshall Hotel, 
Richmond, Va, Annual, 


Feb. 17, 1931—Northern Wholesale Hardwood Lum- 
ber Association, Milwaukee Athletic Club, Mil- 
waukee, Wis. Annual. 


Feb. 17-19, 1931—Wisconsin Retail Lumbermen’s 
Sn, Auditorium, Milwaukee, Wis. An- 
nual, 

Feb. 18-20, 1931—Nebraska Lumber Merchants’ As- 
sociation, Rome Hotel, Omaha, Neb. Annual, 

Feb. 19-21, 1931—Western Retail Lumbermen’s As- 
sociation (U. S.), Winthrop Hotel, Tacoma, 
Wash. Annual. 

Feb. 23-25, 1931—Kentucky Retail Lumber Dealers’ 
Association, Brown Hotel, Louisville, Ky. An- 
nual, 

Feb, 24, 1931—-Northern Indiana & Southern Michi- 
gan Retail Lumber Dealers’ Association, Oliver 
Hotel, South Bend, Ind. Annual. 

Feb, 24-26, 1931—Southwestern Iowa Retail Lum- 
bermen’s Association, Hptel Chieftain, Council 
Bluffs, Iowa. Annual, 





Southwestern Convention at Wichita 


Wicuita, Kan., Dec. 22.—In conjunction 
with the Wichita Chamber of Commerce, R. M. 
Rounds, chairman of the convention publicity 
committee for the forty-third annual convention 
of the Southwestern Lumbermen’s Association, 
which is to be held here in the Forum on Jan. 
28, 29 and 30, 1931, has had prepared an elab- 
orate piece of publicity which should aid materi- 
ally in attracting attendance to the convention. 
It is in the form of a 4-page lithographed 
folder printed in colors, calling attention to 
Wichita’s claims for supremacy and giving a 
bird’s-eye view of the Forum in which both the 
— sessions and the exhibits will be 
€ 

Chairman Rounds advises that more exhibi- 
tion space has been sold for this convention than 
for any previous similar gathering. It is the 
second time in the history of the association 
that its convention has been held outside of 
Kansas City. Among the speakers listed to 
grace the banquet table is Jack Dionne, of 
Houston, Tex. 


Plans of Wisconsin Retailers 


Mi_waukee, Wis., Dec. 15.—The Wisconsin 
Retail Lumbermen’s Association has just re- 
ceived definite acceptances from two prominent 
speakers who will appear on the program of 
the forty-first annual convention of the asso- 
ciation which will be held here at the Milwau- 
kee Auditorium February 17 to 19, 1931, inclu- 
sive, according to Don S. Montgomery, secre- 
tary of the association. 

Orville H. Greene, nationally known re- 
tailer, a member of the Wilson & Greene Lum- 
ber Co., Syracuse, N. Y., former president of 
the Northeastern Retail Lumbermen’s Associa- 
tion, a director of the National Retail Lumber 
Dealers’ Asscoiation, and chairman of the mer- 
chandising council of the national body, will 
appear on the program Tuesday afternoon, Feb. 
17. Mr. Greene is known as one of the keenest 
and best posted retailers in the East, and he 
will open the convention program with his 
address. He will be introduced by his bosom 
friend, Hawley W. Wilbur, of the Wilbur Lum- 
ber Co., West Allis, and also by Paul S. Col- 
lier, secretary of the Northeastern Retail Lum- 
bermen’s Association, Rochester, N. Y. 

The other speaker, announced by Mr. Mont- 
gomery, is E. St. Elmo Lewis, counsel in trade- 





consumer relations, of Detroit, Mich. Mr. Lewis 
will appear on the second day’s program of the 
convention. He will give “Target Talks” on 
a list of pertinent, leading questions, submitted 
to him by the Wisconsin Retail Lumbermen’s 
Association. His services are furnished through 
the courtesy of the National Lumber Manufac- 
turers’ Association. 
—_—_—_ 


Lumber Salesmen Set Date 


F. J. Shead, secretary-treasurer of the Na- 
tional Association of Commission Lumber 
Salesmen, Chicago, advises that the eighth an- 
nual convention of the organization will be held 
on Feb. 10 and 11, 1931, at the Congress Hotel 
in Chicago. 


Stand Against Cement Sales Plan 


MILWAUKEE, Wis., Dec. 22.—The board of 
directors of the Wisconsin Retail Lumbermen’s 
Association, in regular meeting on Dec. 19, 
took the following stand on the proposed cement 
marketing plan, and authorized and adopted it 
as a resolution. 

1. The proposed new marketing plan is not 
acceptable because it will break down maxi- 
mum dealer distribution. It will penalize all 
dealers for the sins of a few. 

2. A dealer’s differential or trade discount 
on cement or any other commodity is opposed 
as economically unsound. 

3. Building materials must be sold to the 
dealer on a net basis. The dealer must sell 
cement just as he sells other commodities, 
obtaining such prices as competition permits. 

4. The dealer must sell all building ma- 
terials, including cement, without interference 
by manufacturers or their salesmen. 


The cement situation has aroused widespread 


interest among the retail dealers in Milwaukee 
and Wisconsin. 


Plans for Roofer Manufacturers’ Club 


CurTupert, Ga., Dec. 22.—Decision was ar- 
rived at at the last meeting on Dec. 9 of the 
Roofer Manufacturers’ Club, Secretary W. R. 
Melton of this place advises, to hold the annual 
meeting on Jan. 20, 1931, at the Ralston Hotel 
in Columbus, Ga. A program committee has 
been named, which is busy formulating arrange- 
ments for the day. It is to be a strictly busi- 
ness session in the afternoon, followed by an 
evening banquet. 


Committees for New Jersey Meet 


New York, Dec. 22.—Spencer D. Baldwin, 
president the New Jersey Lumbermen’s Asso- 
ciation, has announced committees for the 
forty-seventh annual convention, to be held at 
the Robert Treat Hotel, Newark, on Jan. 22. 
The committees follow: 

Nominating—George H. Conover, chairman; 
William J. Case, F. Turner Howell, Edward J. 
McFeeley, Daniel VanWinkle. 

Convention—Charles E. Loizeaux, chairman; 
S. F. Bailey and W. C. Ripley. 

Reception—George A. Hullen, chairman; 
E. H. Christy, John L. Mathers, Arthur D. 
Stout, William L. Willich. 


Entertainment at the convention will be fur- 
nished by the Associated Lumber & Materials 
Salesmen’s Association. 





Northeastern Retailers’ Program 


Rocuester, N. Y., Dec. 22.—George J. Zim- 
mermann, of Buffalo, president of the North- 
eastern Retail Lumbermen’s Association, has 
appointed a committee to look after arrange- 
ments for the thirty-seventh annual convention 
of the association, which will be held on Jan. 
27, 28 and 29 at the Hotel Pennsylvania in New 
York City. This committee, which is headed 
by Benjamin W. Downing, of Locust Valley, 
N. Y., has worked out a program “which will 
bring to the speakers’ platform men who have 
messages of special import to fit the particular 
needs of the occasion. No effort is being spared 
to arrange a program which will be a true 
business building inspiration for every man ‘who 
attends.” 

E. St. Elmo Lewis, merchandising counselor, 
will bring to the convention in the form of a 
rapid-fire, talk the benefit of some thirty years 
merchandising. Charles R. Black, of the J. W. 
Black Lumber Co., Corning, Ark., a former 
president of the Southwestern Lumbermen’s 
Association, will talk on “The Mystery Man in 
the Lumber Business.” Ralph B. Wilson, of 
the Babson Statistical Organization, will pre- 
sent an analysis of the business outlook. 

Other subjects and speakers yet to be chosen 
will cover topics of vital interest and importance 
to the retail lumbermen to round out a program 
which is fully expected to mark a new era in 
the marketing of lumber and building materials 
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in the territory served by the Northeastern Re- 
tail Lumbermen’s Association. 

There will be a dinner-smoker on the eve- 
ning of Jan. 27. On Wednesday, the annual 
banquet will be given and on Thursday there 
will be a theater party at the musical comedy, 
“Girl Crazy.” Entertainment for women guests 
at the convention will be in charge of a com- 
mittee of which Mrs. Frank M. Carpenter, of 
New Rochelle, is chairman. 





Fix Date for Texas Meeting 


Houston, Tex., Dec. 22.—Announcement is 
made by R. G. Hyett, secretary of the Lumber- 
men’s Association of Texas, that the annual 
convention of the association will be held in San 
Antonio, April 14, 15 and 16. The Plaza Hotel 
has been selected as convention headquarters. 
A specially interesting and practical program 
is being prepared, and Mr. Hyett urges that 
dealers throughout the association territory 
make a note of the above dates and plan to at- 
tend. 

7": 


Montreal Wholesalers in Annual 


MontTREAL, QueE., Dec. 22.—A forceful appeal 
for unity and co-operation in a time of indi- 
vidualistic price-cutting and general conditions 
which have not been of the best was made by 
A. Roland Bock, retiring president of the 
Montreal Wholesale Lumber Dealers’ Associa- 
tions, at its annual meeting last week. Con- 
fidence in the future of the Dominion and a 
belief that the outlook for the future is en- 
couraging not only for the lumber industry but 
for business in general were expressed. 

In predicting an improved outlook for the 
lumber industry during the forthcoming 
year, Mr. Bock said, I do so having in mind 
the trade extension campaign sponsored by 
the Canadian Lumbermen’s Association, which 
movement has been inaugurated as a means 
of promoting the use of lumber to a much 
greater extent. This campaign should be 
supported by anyone who has any interest in 
the lumber business whatever. The plan will 
undoubtedly have a far-reaching effect in the 
consumption of lumber. It has passed the 
initial stages, and valuable results will ulti- 
mately be bound to accrue. Speaking on local 
conditions, if the Montreal wholesalers are to 
benefit by the re-activity which is being an- 
ticipated in the immediate future, I would 
urge them to be prepared to take care of the 
local demands. 

At the conclusion of the regular proceedings, 
the following officers and directors were 
selected : 

President—J. E. Green, eastern manager 
for H. R. MacMillan Export Co., Montreal. 

Vice president—L. G. Gravel. 

Directors—E. M. Ball, A. R. Bock, L. J. 
Bromley, J. A. Daigle, and C. Villiers. 


Birmingham Wholesalers Elect 


BIRMINGHAM, ALA., Dec. 22.—The Whole- 
sale Lumbermen’s Club of Birmingham held 
its annual meeting on Dec. 19 at the Hotel 
Thomas Jefferson, at which time the following 
officers were elected: 

President—J. M. Griffith, Laumer Griffith 
Lumber Co. (re-elected). 

Vice president—J. P. Dobbins, Advance Lum- 
ber & Timber Co. 

Secretary-treasurer—C. N. Huggins. 


Plans have been made by the wholesalers for 
closer co-operation with the retail yards and 
with the mills, which it is hoped will work out 
satisfactorily. The concensus of those at the 
meeting was that there will be better business 
and better prices for lumber in the spring and 
that the industry and the building business as 
well, will show a continual upward movement 
next year. 








A NEw law to protect the timberlands of 
Massachusetts from fire became effective Dec. 1. 
It prohibits under penalty of a $25 fine the 
throwing of lighted cigarettes, cigars, matches, 
or any other lighted substance from moving or 
parked vehicles on public or private ways adja- 
cent to woodlands. 


News of Hoo-Hoo Clubs 


Toronto Christmas Party 


Toronto, Ont., Dec. 22—The annual Christ- 
mas meeting of the lumbermen of Toronto, un- 
der the auspices of Hoo-Hoo and with the co- 
operation of the Ontario Retail Lumber Deal- 
ers’ Association and the Wholesale Lumber 
Dealers’ Association, was held Dec. 19 at the 
Royal York Hotel. The lumbermen sat down 
to a fine dinner at 6:30 p.m. with K. M. Brown, 
Supreme Scrivenoter, in the chair. An excel- 
lent program was staged and the only speaker 
was F. S. Chalmers, managing editor of the 
Financial Post, Toronto, whose subject was 
“Looking Ahead in Business.” Each attendant 
at the dinner brought along a wooden toy and 
these were sent to the Hospital for Sick Chil- 
dren as a Christmas contribution. 


Hold Annual Christmas Frolic 


Burrao, N. Y., Dec. 22.—The annual Buf- 
falo Hoo-Hoo Christmas frolic was held Dec. 
19 at the Lafayette Hotel and was enjoyed by 
a crowd of more than 100. The evening was 
devoted to gambling with “catnip” money, as 
the chief sport of the occasion, and some high 
gains and losses were recorded. Speed 
Flanders, of the Lockport Lumber Yards, made 
quite a reputation for himself by winning the 
grand prize amounting to $148,500, thus dem- 
onstrating that not all the talent is confined to 
the big cities. 

The nominating committee, A. J. Brady, jr., 
chairman, presented the following list of candi- 





dates, who were elected for the coming year: 
Vicegerent Snark, Edward Y. Gemmill; presi- 
dent, Gerard N. Zimmermann; first vice presi- 
dent, Charles N. Perrin; second vice president, 
George R. Hofheins; secretary-treasurer, F. 
Fleming Sullivan; directors, Clifford H. Peek, 
Harold C. Kelleran, William J. Brady, Norman 
Brautigan, Joseph C. Evans. 
A stand-up buffet luncheon was served. 





Hoo-Hoo Play Santa Claus 


MINNEAPOLIS, MINN., Dec. 23.—Santa 
Claus went modern last Thursday noon at a 
Christmas party given by the Twin Cities Hoo- 
Hoo Club at the Hotel Radisson for children of 
the Augustana Mission home here. In the first 
place he arrived by airplane. Then he dropped 
casually through a skylight. disregarding the 
chimney, and making no effort to enter quietly. 

The bright-eyed, happy, but slightly nervous 
children who welcomed him were not concerned, 
however, with the manner of his coming. They 
were more interested in what he brought to 
them. They had written him letters, explaining 
what they wanted for Christmas presents—and 
they got just what they asked for. 

Before the presents were distributed, there 
was a turkey dinner, with drumsticks, cran- 
berries, pie, ice cream, and what not. 

Three hundred members of the club were on 
hand to act as hosts and to escort the children 
to and from the Mission home. Robert Duncan 
was in charge. 


Construction Industries Division 
for Boston Bureau 


Boston, MAss., Dec. 23.—A movement of 
vital interest and major importance to the lum- 
ber trade and building industry has _ been 
launched by the Boston Better Business Bureau. 
This very influential organization is planning 
the establishment of a construction industries 
division with a view to improving conditions in 
the building construction industry and keeping 
out unfair practices. Eight definite objectives 
are aimed at. They are: 


1. To increase home ownership by publiciz- 
ing its advantages and providing an equitable 
and fair program that purchasers may adopt 
for their own protection. 


2. To protect the public from impositions, 
misrepresentations and deception in the con- 
struction and materials fields. 


3. To establish some measure of construc- 
tion value in the minds of the public and to 
place at the disposal of the builder and pur- 
chaser of homes some form of measuring stick 
by which he may evaluate his purchase and 
investment. 


4. To encourage better construction 
through public education in building and con- 
struction facts and good practice specifications 
for moderate priced homes. 


5. To effect, so far as possible, a stability 
of relationship between financial agencies, 
construction interests and the public. 


6. To aid reputable construction interests 
to eliminate those trade practices which tend 
to lessen public confidence in business and the 
construction industry as a whole. 


7. To correct by moral suasion; to expose 
by publicity or prosecution if necessary, un- 
fair and misleading advertising and selling 
practices in the home building and selling and 
construction industry fields. 


8. To closely co-operate with Federal, State 
and city authorities and others in translating 


the foregoing objectives into a practical ac- 
tuality. 

This Boston plan, which would cover the 
entire metropolitan district of forty cities and 
towns, would be based on a program of pub- 
licity on home construction and would publicize 
the advantages to the home buyer of securing 
from the contractor or seller a written state- 
ment to the effect that the materials and con- 
struction of the home meet at least the minimum 
requirements of certain Good Practice Specifica- 
tions, which would be prepared and endorsed 
by the various groups in the building industry. 
This would assure the purchaser of the relia- 
bility of materials and construction and would 
give him a basis to judge the value of the home, 
It would also make misrepresentations of the 
property difficult for the unscrupulous, as such 
a document would be available as evidence in a 
criminal or civil court of the representations 
made in completing the sale. The purchaser 
would also find such a document of use and 
value in obtaining a loan on the property or in 
re-selling. 

It is proposed to have represented on the ex- 
ecutive council of the contemplated construc- 
tion industries division of the Boston Better 
Business Bureau all the building material deal- 
ers including vendors of lumber, millwork, 
stone, brick, structural steel, ornamental iron, 
sheet metal, terra cotta, clay products, cement, 
marble, gypsum products, paint and varnish, 
glass, roofing products, insulation, plumbing 
supplies, hardware, electrical supplies, heating 
and ventilating equipment. 

[Note: Such a movement as proposed above 
has already been initiated by the Construction 
Industries Division of the St. Louis Better 
Business Bureau. See story appearing on pages 
30-33 of the Dec. 13 issue of the AMERICAN 
LUMBERMAN.—EDITOR. | 
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Hardwood 


Buyers Hold Back Shipments 


WarreEN, ARK., Dec. 22.—Hardwood orders 
for immediate shipment have slowed down 
somewhat, though a few orders for future load- 
ing have been entered. Buyers are permitting 
shipments to be made only when they absolutely 
have to have the stock ahead of inventory time. 
Stocks of hardwood flooring are fairly well as- 
sorted, though there are indications that some 
items will be in limited supply early next year. 

The mills are accumulating a fair log supply 
to carry them through the rainy season. They 
are confining their log purchases to better 
grades, and inventories will include some fine 
oak cypress and gum logs banked. 

Production at sawmills has gone forward at 
a fair clip. Planing mills have operated only 
on orders for prompt loading, as some plants 
are in operation only two or three days a week. 
Most large mills will be down during the holi- 
day seaason. Small hardwood plants continue 
inactive, and owners are trying to dispose of 
stock on hand. 


Urged to Keep Up Homes 

Burrato, N. Y., Dec. 22.—Col. Arthur 
Woods, chairman of President Hoover’s emer- 
gency relief committee, spoke before a large 
number of Buffalo citizens on Dec. 16 at the 
Hotel Statler. “Keep up your homes and build- 
ings,” he urged. “In doing so you are accom- 
plishing a double purpose. You give jobs, and 
these jobs do not add to the production of ma- 
terials, but to their consumption.” 

The annual social meeting and dinner of the 
officers, directors, past directors and past presi- 
dents of the Buffalo Automobile Club was held 
at the Lafayette Hotel on Dec. 17. C. Walter 
Betts was chairman of the dinner committee 
and other lumbermen present were Orson E. 
Yeager, Harry L. Abbott, Ganson Depew, L. 
N. Whissel, Elmer J. Sturm and John McLeod. 


Trade Quiet; Prices Shaded 


LouIsvitL_e, Ky., Dec. 22.—Hardwood busi- 
ness has been quiet. Some hardwood men are 
making plans for going after business in a 
larger way in 1931. It is believed that with 
any kind of body plant demand, more hardwood 
will be needed than there was last year, when 
many body plants had large surplus stocks on 
hand or bought. The furniture people have 
light stocks of lumber, and virtually no veneers 
in hand. The radio industry is not expected to 
buy much for several months. Railroad buying 
has been quiet, but some stock is always 
needed. Some of the interior trim and planing 
mills are buying a little stuff, mostly mixed 
cars. Asking prices are about the same as they 
have been, although shading continues rather 
active. The market on inch stock, fob. Louis- 
ville, is: Poplar, FAS, southern, $75@77; 
Appalachian, $90; saps and selects, southern, 
$48@50; Appalachian, $60; No. 1, southern, 
$35@38; Appalachian, $45; No. 2-A, southern, 
$28@30; Appalachian, $33@35; 2-B, any dis- 
trict, $20@22. Walnut, FAS, $235@240; se- 
lects, $155; No. 1 common, $85; No. 2 com- 
mon, $35. Sap gum, plain, $43; common, $30; 
quartered, FAS, $53; common, $35. Red gum, 
plain, FAS, $88; common, $43@45; quartered 
red gum, $2 premium over plain. Ash, FAS, 
$70; common, $45. Cottonwood, FAS, $45; 
common, $30. Oak, southern red, FAS, $58; 
common, $40@42; white oak, FAS, $75@s80; 
common, $45@47; Appalachian red oak, plain, 
FAS, $75@80; common, $48; white, plain, 
FAS, $90@95; common, $55; quartered white, 
FAS, $125; common, $75@80; sound wormy 
oak, $28. 

Motor boat enthusiasts are turning back to 
the heavier wooden hulls and inboard motors. 


Buyers Still Holding Off 


An argument for the outboard motor was that 
it could be lifted off and taken home, but that 
was a lot of trouble. If motors were left in 
the boats, unguarded, they would be stolen. If 
light hulls were turned upside down on the 
bank, the sun played havoc with them; they 
fractured too easily and were not durable. 

J. Van Norman, Louisville, who represents 
some of the lumber associations in traffic mat- 
ters, was the principal speaker at a recent 
meeting of the Louisville Transportation Club. 
Mr. Norman argued in favor of Federal pro- 
tection for railroads from competitive motor 
trucks, buses, waterways etc. 


Inquiries Outnumber Orders 


CINCINNATI, Onto, Dec. 22.—Hardwood buy- 
ing is quiet. Wholesalers expect that along 
about Jan. 20 to 25 there will be a genuine turn 
for the better. Some inquiries are being re- 
ceived for small lots, and a few orders are 
booked. Some of them come from railroads; 
some from automotive factories, and a few from 
furniture factories. Dealers say they do not 
know whether the consumers are feeling out 


Trade Improvement Inevitable 


Boston, Mass., Dec. 23.—The hardwood 
trade has slowed down since the first of the 
month. Buyers are generally disposed to post- 
pone orders. There has been very little buying 
for future delivery for some time, and with 
stocks in consumers’ hands more or less low 
and broken, the outlook is believed to be for 
the placing of a fair amount of business after 
inventories. The discouraging feature is that 
every now and then there is word of a trans- 
action at figures which suggest that some manu- 
facturers of hardwood lumber must be in urgent 
need of quick money. Demand from house trim 
people is exceptionally light. : Furniture mak- 
ers are making modest purchases and invariably 
insist on very quick shipment. 

The lumber trade here is distinctly encour- 
aged by a decidedly optimistic view of 1931 
expressed in a survey just completed by the 
New England Purchasing Agents Association, 
which says: “The fear of loss by lowering com- 
modity prices has cut raw material inventories 
in manufacturers’ hands to a critically low fig- 
ure. The point to keep in mind is that an up- 

















In England, too, modern machinery is being utilized in logging. Photo shows a “Caterpillar” 


Sixty logging cruiser handling a 50-foot oak log. 


This is owned by J. P. Williams (Timber), 


Ltd., Chirk, England 





the market, or whether they are simply getting 
a line on wholesale values to aid them in figur- 
ing up their inventories. 

Lumbermen are expecting to benefit as the 
big Government appropriations for construction 
are expended. Most of the purchases at first 
are expected to be of common lumber for con- 
crete forms and for road building purposes. 
Construction of the Union Station here begins 
in the spring, and there will be considerable 
buying of common lumber for it, and for the 
two big viaducts to be constructed. Further 
improvement work on the Ohio River is ex- 
pected. Several large office buildings are pro- 
posed. 

With the close of the big automobile shows 
at New York and Chicago, good orders for 
hardwoods may be forthcoming from the fac- 
tories, which have allowed their stocks of 
maple, oak, ash, poplar and elm to go very 
below. 

With these things in view, wholesalers of 
hardwood are hopeful that by spring there will 
be marked activity in a variety of lines which 
require lumber of all kinds. 


turn in industrial activity, which appears in- 
evitable in the months ahead, means a greater 
demand for commodities, and also higher prices. 
The longer the upturn is delayed, the more pro- 
nounced the movement will be. The majority 
of industries today are operating less than 50 
percent of capacity, and the actual rate of out- 
put is barely adequate to meet the present dras- 
tically curtailed rate of consumption.” 


Oak Flooring Grade Names 


Mempuis, TENN., Dec. 22.—A change in the 
grade names of oak flooring is announced by 
the Oak Flooring Manufacturers’ Association 
of the United States, from the executive offices 
in Memphis, to go into effect on Jan. 1. The 
new grade names will be as follows: 

Quarter sawed (three grades)—Clear, Sap 
Clear, Select. 

Plain sawed (four grades)—Clear, Select, 
No. 1 common, No. 2 common. 

The change in names was decided recently by 
the entire oak flooring industry, in view of the 
trend toward designations that will more fitly 


For Current Market Prices on Hardwoods See Pages 60 and 61 
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describe special qualities and particular uses of 
various grades of lumber. The tendency, it is 
stated, is to specify grades which are especially 
adapted, for a given purpose, irrespective of a 
former technical position as “higher” or “lower” 
grade. The grade names of oak flooring now 
follow this new trend toward simplification of 
practice. 

The association announces that there has been 
no change in the wording of the present grad- 
ing rules otherwise. A new edition of “Oak 
Flooring Grading Rules” is now ready for dis- 
tribution to the trade and to architects. 


Foreign Demand Well Maintained 


MemPHIS, TENN., Dec. 22.—During the last 
week or ten days there has been only a slight 
demand for southern hardwoods, which has 
practically kept up with production, though at 
this season demand is always rather slow. Pro- 
duction, however, is rapidly on the decline, and 
will no doubt be exceptionally low before New 
Year’s, when most mills will be down. Ship- 





ments are slightly higher than sales, and about 
the same as production. No doubt shipments 
will hold up fairly well throughout the holiday 
season, as there are a good number of orders 
on the books of the manufacturers. 


The best demand continues to be that for 
export. Overseas shipments, while not as 
heavy as in other years, are better than they 
have been for some months. Foreign buyers 
are now making inquiry for shipments after 
Jan. 1. Some fairly nice orders have been re- 
ceived during the last few weeks for shipment 
during the first three months of the new year, 
and a few orders have been booked for ship- 
ments throughout the first six months of 1931. 


The best domestic demand is from furniture 
manufacturers, who have been buying some 
lumber for prompt shipment, and some for ship- 
ment after the first of the year, at present low 
prices. A few orders are being received from 
automobile manufacturers, and also some from 
radio cabinet plants. Other groups of consum- 
ers are practically out of the market. 


Weather conditions have been favorable to 
production, but most mills are closing down 


for the holiday season. Logs are not in good 
demand. 


Build Now at Low Cost Urged 


Boston, MAss., Dec. 23.—A survey by the 
Boston Building Congress shows that the cost 
of building construction at present, based on 
actual contracts now underway or recently com- 
pleted, is 10 to 15 percent below the levels of 
two years ago. The executive committee re- 
ported at the general meeting of the congress 
last Thursday at the Boston City Club that it 
will be a profitable investment for owners to 
construct at once any building needed within the 
next three years, as the saving in first cost of 
buildings erected under present costs will be 
sufficient to pay interest charges for several 
years as compared with buildings erected under 
the higher unit costs previously experienced and 
— to be again experienced in the near 
uture. 





Letters From the Mail of a Wholesaler 


[The latest instalment of these letters ap- 
peared in the Sept. 6 issue of the AMERICAN 
LUMBERMAN, page 56.—Eprror.] 


HicH Pornt, N. C., Nov. 24, 1930. 
THE HIGH GRADE LUMBER Co., New Orleans, La. 

Gentlemen: Please quote us on: 

2 cars 4/4 No. 1 common and select sap gum 
delivered here. Please describe stock for dry- 
ness widths and lengths. 

Yours truly, 
THE PARAMOUNT FURNITURE CoO. 


NEw ORLEANS, La., Nov. 26, 1930. 
THE PARAMOUNT FURNITURE Co., High Point, 

WNW. C. 

Gentlemen: We have your inquiry of the 
24th and can furnish and quote as follows: 

2 cars 4/4 No. 1 common and select plain 
sap gum $32, delivered High Point. 

This for bandsawn and equalized, high grade, 
well manufactured stock, containing all the 
wide, and 50 percent or better 14/16 foot. Our 
stock is flat and dry, having been on sticks five 
months and longer. We can make prompt ship- 
ment on receipt of your order and will ship you 
stock that will merit more of your business. 

Soliciting the order, we are, 

Yours truly, 
HicH GRADE LUMBER Co. 
Dict. H.G.L. H. G. Logan. 


HieH Point, N. C., Nov. 28, 1930. 
THE HiGH GRADE LUMBER Co., New Orleans, La. 
Gentlemen: We have your quotation of the 
26th and would like to send you our order, as we 
found your shipments satisfactory before, but 
when salesmen are in our office every day quot- 
ing $28 and one as low as $27 for the same 
class of stock, why should we put an order in 
the mail when these boys are begging for it and 
competing with each other for it at $4 to $5 
less? We do not like to be changing around 
all the time and if you care to take on the order 
at $28 we will send it on. We are not trying 
to beat you down. The above is the price here. 

Yours truly, 
PARAMOUNT FURNITURE Co. 


NEw ORLEANS, La., Dec. 1, 1930, 
_— PARAMOUNT FURNITURE Co., High Point, 
; & 

Gentlemen: While we appreciate very much 
your letter of the 28th, offering us the order 
for sap gum, we just naturally can not see our 
way to accept it. There is a minimum, lower 
than which we can not go. We believe we have 
Stated it on this item. The freight remains the 
Same. The expense of handling, practically the 
Same, so all the reduction in the price comes 
out of the stock, and the lumbermen can’t make 
it and stay in business at lower than the price 
we quoted you. As stated, we thank you for 
giving us the refusal of it, but in justice to our- 
Selves we have to refuse it. 

We believe if you buyers would try to main- 
tain a reasonable standard yourselves, instead 
of offering a salesman less every time he comes 
into your office, it would help your business the 
Same as it would ours. The difference of a few 
dollars a thousand in the cost of lumber does 


not seriously affect a piece of furniture, any 
more than it does the cost of many other items 
into which lumber goes; for instance, the lum- 
ber in an automobile. And yet the buyers in all 
lines are constantly beating the price down and 
salesmen running over each other to get the 
order at the buyer’s price. It is not your fault 
in particular, but we just mention it to you as 
a large lumber buyer. This condition is hurting 
a great basic industry most seriously. You fur- 
niture men have a fine organization. You all 
seem to get the same word over night that lum- 
ber has gone down $1 and the next order is $1 
less. We propose that in the interest of the 
country at large, if not for the lumbermen 
themselves, and the future supply of your raw 
material, you get together and agree not to 
beat the price of lumber down any .further, but 
as far as possible stabilize it on a better level. 
You will find it will have a far-reaching effect 
toward helping all interests. 

Before closing these observations we would 
like to ask if you are passing on to your cus- 
tomers the cuts you are making in the pur- 
chase of your raw materials? Yours truly, 
Dict. H.G.L. 

HIGH GRADE LUMBER Co. 
H. G. Logan. 


HieGH Pornt, N. C., Dec. 3, 1930. 
THE HIGH GRADE LUMBER Co., New Orleans, La. 


Dear Mr. Logan: We have your letter of the 
ist. You have written us some very good letters 
on conditions and observations on our business 
and yours, and we feel we know you well enough 
to state that your letter of the ist is about the 
sorriest you have ever been guilty of. Yet it 
is in line with lumber thought, if there is any 
thought in the lumber business. You tell us to 
establish a level to stabilize your own prices 
and it will help us as well as help your own 
basic industry? 

Why do not the lumbermen establish their own 
level? Why do your own organizations permit 
production and prices in lumber to run riot with- 
out any governing principle? 

As stated in our letter of Nov. 28, there are 
lumber salesmen in our office every day begging 
for orders; they cut each other’s prices as an 
inducement for us to buy. We did not reduce 
the price on 4/4 No. 1 common sap gum to $28. 
The lumber salesmen did it themselves, compet- 
ing with each other. The lumbermen themselves 
are causing the present situation in lumber 
prices by continually offering their product to a 
market that does not want it. Consequently 
they have to be continually making inducements 
to attract buyers and those who are able to 
stock up ahead are doing so. Even then they 
do not seem to be doing right, because next 
month the prices are lower. 

The lumber business seems to be the victim 
of many economic conditions beyond its con- 
trol. Until you lumbermen can control your 
own industry you are going to continue to be 
victims in economic depressions. You state you 
are a basic industry. As a basic industry you 
should have an organization sufficiently power- 
ful to control prices and production. Instead 
of that you go ahead and try to produce the 
same quantity this year that you did last, and 


then to keep your inventory from getting too 
large, you press it on a market that can not 
absorb it. Result: Prices drop to the bottom. 

We may not be telling you anything new, but 
you wrote us a long rig-ma-role we ourselves 
have always known and we are simply re- 
taliating. 

While we are on the subject we will mention 
another feature of the lumber business that we 
have observed: Lumbermen, especially, what you 
term the big concerns, try to buck conditions 
individually rather than collectively. There does 
not seem to be the spirit of trade helpfulness in 
it that enables it to cope with the conditions 
we are discussing, and each producer tries to 
figure out his own program and cope with con- 
ditions as best as he can. Those that have no 
reserve have to run to meet payrolls; those that 
have bond issues have to run to meet bond pay- 
ments and interest and as prices go down they 
produce more to meet the payments because the 
payments are not subject to reduction. Those 
that could shut down or curtail do not do so 
for some other reasons which they persuade 
themselves are the best in the world. We have 
heard that only an act of God, or actual bank- 
ruptcy will stop a sawmill. In view of all this, 
therefore, we suppose it is only reasonable that 
you should appeal to us to stabilize your prices 
for you and pay you more than your salesmen 
are coming into our office and voluntarily offer- 
ing to take! 

What the lumber business needs, as well as 
our own and the country at large, is a Moses 
to lead us out of this wilderness, but since he 
may not be forthcoming, we can get out of it by 
a saner price and production control in each of 
our respective lines. 

You ask if we are passing the reduction on. 
We are most certainly doing so, and if you 
think the lumber business is having all the 
worry, we will swap with you any time and 
let you get a slant on our problems. 

We do not blame you for not taking $28 for 
the order in question, if you can get more, or 
if you care to hold your stock. We are in no 
particular hurry for the stock, or to place the 
order. Will still hold it for you at $28 because 
of the reasons stated in ours of Nov. 28. With 
best regards, we are, Yours truly, 


PARAMOUNT FURNITURE CoO., 
A. B. Coleman, President. 





NEw ORLEANS, La., Dec. 5, 1930. 
THE PARAMOUNT FURNITURE Co., High Point, 
N. C 
Mr. A. B. Colman. 


Gentlemen: We enjoyed and appreciated very 
much your good letter of the 3rd and are send- 
ing it to the secretary of our association. 

Please send us the order for the gum at $28. 
Yours truly, 

THE HiGH GRADE LUMBER Co. 
H. G. Logan. 
Dict. H.G.L. 


[Another instalment of these Letters From 
the Mail of a Wholesaler will appear in a later 
issue.—Eptror. ] 
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President’s Home Building Conference 


Preparations for the President’s Conference 
on Home Building and Home Ownership, which 
is to be held in Washington some time in 1932, 
became more definitely established at a meet- 
ing late last week of the general planning 
committee which is responsible for the organi- 
zation of the work to be undertaken. 


The twenty-four members of the planning 
committee met at the Department of Commerce 
on call of the joint chairmen, Secretary of 
Commerce Lamont and Secretary of the Interior 
Wilbur, to discuss the allocation of the work 
among committees. The chairmen were author- 
ized to set up a small executive committee. 
Following the meeting Secretary Lamont an- 
nounced that the selection of committee chair- 
men and members would proceed as rapidly 
as possible. 


Some of the committees to be set up at an 
early date are: 

Fundamental equipment (heating, lighting, 
plumbing etc.); kitchens and other work cen- 
ters; sub-division layout; business and hous- 
ing (past efforts and future programs); indus- 
trial decentralization and housing; recondition- 
ing, remodeling and modernization; construc- 
tion (materials, methods etc.); design; city 
planning and zoning; finance; home ownership 
and leasing; home furnishing and decoration; 
landscaping and planting; household manage- 
ment; housing and the community. 


Federal Building Program 


The White House disclosed on Friday that 
Federal public works projects for the new year 
will approximate $700,000,000. Details are being 
worked out and will be made public as soon 
as completed. The President is very hopeful 
that once the Federal program gets well under 
way it will mean a prompt improvement in the 
unemployment situation. 


During the present calendar year Federal 
expenditures for construction have approxi- 
mated $525,000,000, including all public works, 
public buildings and similar projects. The ex- 
penditures in 1928 on similar projects aggregat- 
ed $253,000,000, or a little more than one-third 
what they promise to be in 1931. 


The budget for the next fiscal year shows 
a very considerable increase for Federal public 
works and construction activities. Meanwhile 
Congress has passed the emergency construc- 
tion bill carrying $116,000,000, a part of the 
project of $150,000,000 recommended by Mr. 
Hoover when the session convened. The re- 
mainder of this total will be included in the 
regular appropriation bills or in deficiency bills. 
Congress likewise has passed and the President 
signed the drouth relief bill, authorizing an 
appropriation of $45,000,000 for advances to 
farmers in drouth and storm-stricken areas to 
assist in making crops next year, which also is 
expected to be of very considerable help in 
the general situation. 


Many bills have been introduced in the 
Senate and House for still further appropria- 
tions. For example, at the request of the 
American Legion Representative Edith N. 
Rogers of Massachusetts introduced a bill au- 
thorizing $52,000,000 for completion of veterans’ 
hospital facilities. Mrs. Rogers frankly does 
not expect to see this bill pass, but is hopeful 
that a more modest project, possibly providing 
for substantial additions, will get through Con- 
gress at this session. With so many demands 
on the Treasury, Mrs. Rogers herself does not 
consider the $52,000,000 bill a reasonable one. 

Many projects proposed to relieve unemploy- 
ment are more or less fantastic, however serious 
their sponsors may be. The President has em- 
oe mang | called attention to some of them, and 
eaders in Congress are on the lookout for 





them to see that no actual “raids” on the Treas- 
ury get by. 

With State and local governments active 
along the line of public works construction and 
more or less public building construction, the 
big Federal program should be of very great 
assistance in relieving unemployment in different 
sections of the country. 

While there-has been some opposition in Con- 
gress to the President’s recommendations, these 
have now been largely overcome, and in the 
case of the emergency construction bill and 
the drouth measure the controversy is over. 

It is a foregone conclusion, also, that the Fed- 
eral Farm Board will get the additional $150,- 
000,000 asked for by the President, as well as 
the $100,000,000 carried in the regular budget 
estimates, for use in stabilizing farm crop prices 
and agriculture, which also should be of very 





real help in the general effort to put depression 
behind and go forward toward renewed pros- 
perity. 


Questionnaire on Wood Waste 


The National Committee on Wood Utiliza- 
tion is undertaking a questionnaire survey of 
wood waste in New York State, in co-operation 
with the State wood utilization committee of 
the New York Development Association, (Inc.), 
along the lines of similar surveys in Virginia, 
North Carolina and Maryland. About 6,000 
carloads of non-utilized wood are available in 
the sawmill and woodworking establishments of 
Maryland, for use by other wood-consuming 
industries. 

The committee points out that such wasted 
wood may often be consumed profitably as raw 
material by pulp mills, fiber-board plants, box 
factories and similar establishments, and in the 
manufacture of small-dimension lumber, char- 
coal, wood distillation products, lath, excelsior 
etc., thereby economizing in the use of mer- 
chantable timber. 














Takes Exception to Recommendations 


WASHINGTON, D. C., Dec. 22.—In its brief 
filed with the Interstate Commerce Commis- 
sion in Docket No. 21999—West Coast Lum- 
bermen’s Association et al. vs. the Akron, 
Canton & Youngstown Railway Co. et al.— 
and related cases, the Southern Pine Associa- 
tion takes exception to the failure of the 
examiners “to recommend the same character 
of treatment with respect to the grading of 
rates on lumber from the South and Southwest 
to points in Central Freight Association ter- 
ritory as is recommended by them with re- 
spect to lumber rates from the West Coast 
and Inland Empire rate groups to the same 
destination territory.” 

Exception is made to the action of the ex- 
aminers in recommending “a different and 
more onerous measure to determine the rea- 
sonableness and lawful character of the rates 
on lumber from the South and Southwest.” 

Exception likewise is taken to “the failure 
of the examiners to find that the adjustment 
of rates on lumber from the West Coast 
groups and from the Southwestern and South- 
ern groups to points in Western Trunk Line 
and Central territories is unduly preferential 
of producers in the Western groups and un- 
duly prejudicial to shippers in the South- 
western and Southern groups shipping to the 
same destination territory.” 

Various other exceptions are advanced to 
the proposed report of the examiners who 
conducted the hearings in these cases. 

In conclusion the Southern Pine brief says: 


“The bitter competitive fight between Doug- 
las fir and southern pine in the destination 
territories involved here is fully developed in 
this record. Under such circumstances the 
payment of rates based upon a relatively 
higher charge per unit of transportation serv- 
ice rendered must necessarily result in pre- 
judice to southern pine shippers. 

“The Southern Pine Association is content 
to ask that the commission apply to the rates 
from the Southwest and from the South the 
same measure of reasonableness ‘that is ap- 
plied to those from the West Coast. To judge 
these rates by different standards under the 
circumstances can only result in creating the 
very form of injustice and inequality which 
the Interstate Commerce Act was intended to 
remedy.” 





[Special telegram to AMERICAN LuMBERMAN] 

WASHINGTON, D. C., Dec. 23.—Counsel for 
the West Coast Lumbermen’s Association and 
the Western Pine Manufacturers’ Association 
in their brief contend that the conclusion of 
the examiners that the allegations of unjust 
discrimination and undue prejudice relating to 
the rates to points east and west of the Indi- 
ana-Illinois line are not sustained is erro- 
neous. They also contend that the conclusion 
that the record relating to average carload- 
ings from producing territories is not suffi- 
ciently certain to make comparisons except on 
a ton-mile basis is contrary to the evidence. 

It is likewise asserted that the proposed 


report fails to mention important facts which 
justify the lower basis of rates requested by 
complainants and supports the conclusion that 
the rates from the West are not prejudicial 
to the lumber interests of the South. 

Counsel express appreciation of the fact 
that the examiners recognize that the lumber 
interests of the West are entitled to a “new 
deal” in connection with rates to central terri- 
tory. In conclusion they say: 


“We think we have shown conclusively that 
the rates from the West aie unreasonable, at 
least to the extent that they exceed rates 
which are 8.5 cents per 100 pounds less than 
the present rates to each of the groups in 
Central territory. We therefore respectfully 
request that the specific findings herein set 
forth be incorporated in the final report and 
other modifications made as suggested in this 
brief, and that an order be entered in accord- 
ance therewith.” 





Orders of the Commission 


WASHINGTON, D. C., Dec. 22.—The Interstate 
Commerce Commission (Division 3) has handed 
down a decision in Docket No. 16000—Port 
Arthur Chamber of Commerce & Shipping vs. 
the Aberdeen & Rockfish Railroad Co. et al.— 
ordering, among other things, a readjustment 
of rates on lumber from western Louisiana 
and eastern Texas to Beaumont, Port Arthur, 
Orange and other Texas ports for export or 
coastwise movement. 

The commission has vacated and discon- 
tinued I. & S. docket No. 3493—Lumber from 
Yazoo & Mississippi Valley stations in Louis- 
iana to Chicago, Rock Island & Pacific Sta- 
tions in Arkansas—the carriers having filed a 
tariff cancelling the schedules under suspen- 
sion. 

The commission (Division 3) has dismissed 
Docket No. 22773—F. H. Crow Lumber Co. et 
al. vs. Louisville & Nashville Railroad Co. 
et al.—finding not unreasonable or otherwise 
unlawful the rates on lumber and articles tak- 
ing the same rates, except on rough green 
sawed staves from points on the Nashville, 
Chattanooga & St. Louis Railway and the 
Tennessee Central Railway, also via the Louis- 
ville & Nashville Railroad from Nashville, 
Tenn., to Ohio and Mississippi river crossings 
and points in Central territory. 

It is pointed out that in Smith vs. Nashville, 
Chattanooga & St. Louis Railway the commis- 
sion distinguished between rough green sawed 
staves and manufactured and kiln dried staves, 
and established rates for the future on rough 
green staves from various points on the 
Nashville, Chattanooga & St. Louis to Padu- 
cah. The case was reopened as to rates for 
the future only, and has been reheard but not 
decided. 

Division 3 also has dismissed No. 22619— 
Perrine Armstrong Co. vs. Pennsylvania Rail- 
road Co. et al.—finding that rates on lumber 
from Redkey, Ind., to Detroit and Grand 
Rapids, Mich., not unreasonable or otherwise 
unlawful. 
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She'll Come Through 


Loud was the wind, and dark the night, 
The good ship rolled around ; 

It filled my timid soul with fright, 
And so a tar I found. 

I spoke about the billows’ roar, 
He only bellowed then, 

“She's come through things like this before, 
And she'll come through again!” 


% 


And what’s your store or mill or yard? 
A ship upon the sea, 

The waves roll high, the wind blows hard, 
For tars, for you, for me. 

But reef the sail, and pull the oar, 
Ah, yes, remember, men, 

She’s come through things like this before, 
And she’ll come through again. 


And surely if a gray old tar 
Has faith in plank and rope, 
No ship need sail without a star, 
No land without a hope. 
It is a passing gale, no more; 
Make this your slogan, then: 
She’s come through things like this before, 
And she'll come through again. 


We See b’ the New Year’s Cards 

We wish you a Happy New Year, and we 
don’t mean perhaps. 

Trade, and the world trades with you. 

As soon as money is employed men will be. 


Now, everybody: January, February, forward 
March! 

What you save now might have saved some 
fellow’s job. 

We wish Mr. Hoover a prosperous New Year 
for everybody. 

The man who isn’t spending anything is bor- 
rowing trouble. 
_ The only thing we would like to see shut up 
is the pessimist. 

Don’t start the New Year with a business 
hang-over, either. 

Every day isn’t another day of Winter, but 
a day nearer Spring. 

Our trouble seems to be that too many peo- 
ple swore off buying. 

In Spain they seem to be making a lot of 
New Year revolutions. 

You will never get where you were unless 
you start from where you are. 

The first thing to do to increase your turn- 
over is to turn over a new leaf. 

Let us hope that we make as much in 1931 
as we thought we made in 1929. 

You will observe that the 1931 calendar 
doesn’t say anything about 1930. 

Don’t decrease your advertising until all your 
competitors do—then increase it. 

A good way to wish a poor family a Happy 
New Year is to say it with flour. 

Let us hope that a year from now we can 
say that 1931 was all that 1930 lost. 

Let us ring in the New Year. We weren't 
able to wring much out of the old one. 

New Year’s resolutions are all right, but we 
hope factory chimneys start smoking again. 
_ We may not have had a white Christmas, but 
it looks like we were sure of a red New Year’s. 

Let us then be up and doing, with a heart for 
any fate, advertising, merchandising, starting 
early, working late. 

One good way to rob the rich and give to 
the poor is to stay away from the cabarets New 
Year’s Eve and give the money to some family. 


If there is a register in your house, there is 


also a ventilator. Warm air won't come in if 
you don’t let cold air out. It’s the same with 
money. 


Resolved 


WHEREAS, we've had a little spell 

Of things when things were not so well, 
WHEREAS, a sudden hill we've hit 

And had to shift to first a bit, 
WHEREAS, we all have talked a lot 
About the bad, the good forgot, 
WHEREAS, to only weep and swear 
Will never get us anywhere, 


Resolved, the hill we'll climb and pass 
By stepping harder on the gas, 
Resolved, we'll stop our gloomy views 
And talk about the gladder news, 
Resolved, we'll leave the old behind 
And something better seek to find, 
Resolved, we'll boost the town, the times, 
And then see how the old car climbs! 


We See b’ the Papers 
The Chicago Cubs have 19 pitchers, but are 
still wondering if they have any. 
Senator Borah wants to increase the normal 
tax 2 percent. Not this year, William, please. 


The football season is all over, and all it 
was over was a piece of pigskin about twelve 
inches long. 


King George has received a box of Christmas 
neckties from some weavers. There is no es- 
cape, not even for a king. 

The colleges are talking about dropping foot- 
ball. In fact Northwestern did it twice on 
Notre Dame’s 5-yard line. 


Anti-Christmas riots in Berlin are charged to 
communists. Still, it may have been just a lot 
of infuriated fathers of families. 

We are all wondering whether good times 
will return next year, but we aren’t wondering 
nearly as much as Mr. Hoover. 


A Chicago candidate who was defeated by 
15,000 is asking a recount. It certainly is quite 
a compliment to the stub pencil boys. 


A bus was struck by a Sorocabana train in 
Brazil. We don’t know what a Sorocabana 
train is, but we bet we have ridden on one. 

“Make this a Sparton Christmas,” advertised 
a well known radio manufacturer. It certainly 
was a Spartan Christmas with a good many 
of us. 

Thee Chinese national legislature, known as 
“the legislative Yuan,” in two years has passed 
6,000 bills. Down in Washington we have a 
little Yuan of our own. 


Someone is complaining because the farmer 
pays two and a half times as much for taxes 
as he does for improvements. Ask the rail- 
roads what they pay. 

New York State, with 10 percent of the 
population, pays 30 percent of the taxes. This 
wouldn’t seem quite fair if we didn’t know 
where New York gets the money. 


Always the New 


Nothing old without the new, 
Nothing false without the true, 
Nothing bad without the good— 
One to choose, if choose we would! 


Nothing late but still a light, 
Nothing wrong if we are right, 
Nothing sad but there’s a slope 
Leading upward, if we hope. 


Nothing dark without the dawn, 
Nothing with no farther on, 

Nothing old, not even a year, 
Without the new—and now it’s here! 











Stock “BUDE QUALITY’ 
Lumber and Increase 
Your Sales 


“Bude Quality” is the kind of lumber that 
builds business for lumber dealers. Its soft, 
even, velvety texture—which means easy 
sawing and planing— its straight edges, 
square ends and smooth surfacing make it a 
great favorite with carpenters. Painters like 
it because it readily takes all paint and stain. 
Its economy, attractiveness and lasting quali- 
ties appeal to builders. And it is these fac- 
tors which make “Bude Quality” lumber one 
of the best selling brands you can stock. 


Let us quote you now on a mixed car of 
finish, casing, siding, ceiling, base molding, 
dimension or timber. At the same time, ask 
for complete information regarding our good 
stocks of short length lumber. 


Homochitto Lumber Co. 


BROOKHAVEN, MISS. 
Eastern Sales Offices 


Scranton, Pa. 


Grade Marked 
SOUTHERN HARDWOODS 


We have a separate hardwood plant 
at Bude, Miss., in which we are 
manufacturing Poplar, Red and 
Sap Gum, Cypress, Red and 
White plain and quar- 
tered Oak, Ash, 












Also 


Beech; Hickory, Soft Selling 
Maple, plain and ee . 
quartered Tu- NEWMAN’ 
pelo and Syc- Original Growth 
amore. 


Longleaf Products 
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FOREIGN LUMBER MARTS 








The material printed below is taken from reports to the Lumber Division by 
foreign offices of the Department of Commerce and American consular offices 


Chinese Market Slow and Weaker 


WASHINGTON, D. C., Dec. 23.—The general 
tone of the Shanghai lumber market is re- 
ported to be only fair, although sales of Doug- 
las fir are approximately offsetting arrivals, 
according to a radiogram from Julean Arnold, 
commercial attache, to the Lumber Division, 
Department of Commerce. 
ment of Commerce. 

Douglas fir arrivals for October are esti- 
mated by the Shanghai trade at 18,000,000 
board feet and during the first half of No- 
vember at 16,000,000 board feet. Present 
stocks are estimated at about 60,000,000 board 
feet. 

Indications are that there will be heavy ar- 
rivals of Douglas fir during December, due to 
lower prices rather than increased demand. 
Retail prices are weaker at $25.85 a thousand 
feet ex-yard basis, while good specifications 
and sure pay are from $25.07 to $25.46. C.1.F. 
prices are lower and sales are weaker, with 
dealers taken care of for the next two or three 
months. 

Small quantities of lumber are moving into 
the interior, but not in sufficient volume to 
affect Shanghai stocks. The encouraging signs 
of a return to peaceful conditions have not 
yet been reflected in the lumber trade. 


BRussians Get Exclusive Market Rights 


An agreement signed Nov. 20 between Arcos 
(Ltd.) for Russian sellers, and the Central 
Softwood Buying Corporation, London, gives 
the latter exclusive market rights in Great 
Britain and Ireland, through usual broker or 
agent channels, of the total deliveries of 
softwood lumber from Russia to the United 
Kingdom during the 1931 navigation season. 
This fact is disclosed in a joint statement by 
Saul G. Bron, Russian trade representative 
in England, and Montague Meyer, chairman of 
the BPnglish corporation, published in the 
London Timber Trades Journal and cabled to 
the Lumber Division by Donald Renshaw, act- 
ing commercial attache, London. The London 
periodical states that the prices involved are 
satisfactory to both sides and are based on 
the present position of the lumber market and 
its further development, and that the British 
corporation will purchase a substantial quan- 
tity of 1930 Russian softwood stocks. 

The Nov. 1 issue of the Timber Trades 
Journal stated that the United Kingdom will 
import 1,188,000,000 board feet of Russian soft- 
wood next year, based upon the new agree- 
ment, and estimated that stocks of 237,000,000 
board feet will be carried over at the end of 
this year. 


Canadian October Exports Lower Than 1929 


Canadian lumber exports in October ad- 
vanced in both quantity and value over Sep- 
tember, but were less than for a year ago, 
according to a telegram from Commercial 
Attache Lynn W. Meekins, Ottawa. 

British Columbia sawmills are reported to 
be operating at 50 percent capacity and shingle 
mills at 40 percent, with logging operations 
only 25 percent of normal. Logging on Van- 
couver Island is reported slightly better than 
elsewhere in British Columbia. 

The Ontario lumber trade expects that 
planned woods operations at about one-half 
of normal and existing stocks will meet the 
spring demand. 

The Christmas tree export trade from the 
Fredericton district of New Brunswick for the 
1930 season started with initial shipments to 
the United States points during the week 
ended Nov. 15, according to Vice Consul Fred- 
erick C. Johnson. The quantity of trees ex- 
ported this year will be about the same as 
for 1929 and previous years; with the qual- 
ity up to standard despite unusually dry 
weather conditions during the summer and 


fall. 
Egyptian Market Slack 

The Egyptian lumber market is slack, al- 
though demand for American woods has con- 
tinued normal, states Commercial Attache 
Charles F. Dickerson, jr., Cairo. Importers 
are generally over-stocked and European ar- 
rivals will probably fall off considerably dur- 


ing the next six months. Most buying rep- 
resentatives in Europe are returning home. 
Pitch pine and red gum demand has been 
normal although no arrivals of these woods 
were registered in September. Prices on 
American woods remain firm. 
Prices of European woods also remain firm. 


North Atlantic Rates 


Below are (nominal) ocean rates from North 
Atlantic ports on lumber and logs in cents per 
100 pounds, unless otherwise specified: 
(Heavy oak planks, 2 inches 

thick or over, weighing 5 

pounds a board foot or over, 

contract to show specifica- 


eS das « om ole a 25 cents 
Heavy lumber........... 25 cents 
Heavy logs—2 tons or 
eee 25 cents 
Liverpool BAe TOE. cc ccccn 35 cents 
London Light logs—2 tons or 
Manchester Oh eVAds ocd cncan’ 35 cents 


Glasgow ~ Heavy and light logs, over 2 
Avonmouth tons in weight, rates accord- 





Bristol ing to weight of logs. 

Cardiff Squares 3-inch and over in 
thickness or 4 feet 6 inches 
and over in length, and 
Squares and wooden billets 
in bags and bundles, take the 
heavy or light lumber rates 
per classification. 

Flooring, hardwood, not 
LEE “<4 00's cecceee 35 cents 
Heavy lumber logs...37% cents 

—— — {iene lumber logs..... 47% cents 

Newcastice Flooring hardwood....40 cents 

Aberdeen, Heavy lumber logs...... 45 cents 

Irish Ports Light lumber logs....... 55 cents 

Logs 
Heavy 
Heavy Light and 
Lbr. Lbr. Light 

Antwerp, Rotterdam, 

Amsterdam, Havre, 

Bordeaux, Ham- 

burg, Bremen...... 35c 45¢ 35¢ 
Christiania - Oslo, 

Copenhagen, Goth- 

ES ey eras 55c 65c 60c 
OP ne 45c 55¢ — 
GEER, ereceeccie 57%ec 67%e 62%ec 

Heavy Light 
Lbr. Lbr. 
Per Per 

2240 lbs. 2240 lbs. 

Marseilles, Genoa, Naples. .$11.50 $14.00 

Alexandria, Piraeus, Con- 

WURMEINONEE § ocevscerervars 17.00 23.00 

Per Per 
1,000 1,000 

ft.B.M ft. B. M. 

Darcdionn, Caeis > oc o<ccs ces $25.00 $25.00 

WHONE 6ictacrewsiwowe ee 28.00 28.00 

Buneos Aires, Montevideo... 20.00 20.00 

Per Per 

Standard Standard 

ee $42.00 $40.00 

Bee: DO 5 cc oabestcves 44.40 42.40 

ee BAO cowatertecass 46.80 44.80 

a ee ee eee 49.20 47.20 

Lourenco Marques......... 51.60 49.60 





THE MOST expensive lumber on the market 
today, says the U. S. Forest Service, is the 
wood of the yew tree. Archery experts agree 
with Robin Hood of Sherwood Forest and with 
the English bowmen who defeated the armored 
chivalry of France at Crecy and Poitiers over 
600 years ago, that the yew furnishes the most 
ideal material for bows. Basing estimates on 


the cost of a stave 2 by 2 inches thick and 6 
feet long at $10, the value per thousand board 
feet would be $5,000, or fifty times the price of 
California’s choicest sugar pine lumber. 


Hundreds of New Lumber hom f 


are listed in the Septem- 
ber Edition of the Red 
Book—now available. 
This book may be had on 
trial for 30 days—With- 
out Cost or Ob- 
ligation — by 
any responsible 
concern. Red 
Book credit rat- 
ings and re- 
ports are almost 
universally rec- 
ognized as the 
most reliable. 
Ask for Pam- 
phiet No. 49-8 
and details of 
FREE trial 
offer. 

The Collection 
Department has had long 
experience in_ collecting 
lumber accounts, and the 
cost is reasonable. 


LUMBERMEN’S CREDIT ASSOCIATION 


Executive Offices, 608 South Dearborn St., Chicago, Ill, 
East. Headquarters, 35 S. William St., New York City 



























WARREN AXE & TOOL CO. 


WARREN, PA. 


Panama-Pacre GRAND PRIZE 


tiona! Exposition 


ALSO ALASKA-YUKON PACIFIC EXPOSITION 


AND OROP FORGINGS. Daily fac- 
AXES-LOGGING TOOLS tory capacity 3500 Axes & Tools 








Established 1847 


C.B. Richard & Co. 


29 Broadway, NEW YORK 
Ocean Freight snd discount drat 
Brokers for rn Gaperts 


Special department handling export lumber shipments 
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WILLIAM A. GILCHRIST, for many years 
one of Chicago’s most noted lumbermen, and 
of the third generation of successful pioneers 
in the industry, died at his home, 1430 Lake 
Shore Drive, Chicago, Thursday, Dec. 18, 
after a long illness. He was 54 years old and 
was active in business to the last despite his 
uncertain health. Mr. Gilchrist was a mem- 
per of a family which has made lumber his- 
tory. His grandfather, Albert Gilchrist, was 
a New Hampshire lumberman who in 1850 
was one of the earliest to make the change 


to the pineries of Michigan, operating a plant’ 


at Marine City, Mich. Frank W. Gilchrist, 
father of William A., became one of the lead- 
ing lumber manufacturers of that State, 
building a large plant at Alpena which car- 
ried on for more than half a century. In 
1870 Frank W. Gilchrist organized the Gil- 
christ Transportation Co.; the second largest 
owner of shipping on the Great Lakes, at 


one time operating over 70 vessels, all 
freighters, carrying lumber, ore, grain and 
coal. He also became associated with the 


Rust-Owen Lumber Co., Drummond, Wis., 
and the Rust Land & Lumber Co., which be- 
came heavily interested in southern timber. 
He was organizer and head of the Three 
States Lumber Co., of Memphis, and inter- 
ested in the W. B. Smith Lumber Co., of 
Cairo, Ill, in all of which concerns W. A. 
Gilchrist later took an active part as well 
as in the Gilchrist-Fordney Lumber Co., at 
Laurel, Miss. Mr. Gilchrist’s mother was 


THE LATE W. A. GILCHRIST 


Mary Rust, daughter of Aloney Rust, another 
pioneer lumberman of the Saginaw Valley. 

William A, Gilchrist was born at Alpena, 
Mich., and was graduated from the University 
of Michigan in 1897. He went to New York 
after graduation and lived there for a num- 
ber of years. There he married Miss Emily 
Flamm, of New York, and in 1913 they moved 
to Chicago. He became interested in numer- 
ous business enterprises outside of lumber- 
ing maintaining offices at 122 Michigan Ave- 
nue, where he had one of the finest lumber 
libraries to be found anywhere. While not 
actively engaged in the lumber business dur- 
ing his later years he retained a deep in- 
terest in it. He was a profound student of 
world commerce, and a devoted reader of 
authoritative works on any of the industrial, 
commercial and financial lines in which he 
was interested. His library was thoroughly 
catalogued and indexed for easy reference, 
and in the course of years Mr. Gilchrist be- 
came a valuable and frequently consulted 
authority, always ready to aid the seeker for 
information. He followed the markets 
closely, studied production and consumption 
curves and was probably as well posted on 
current conditions in the lumber trade as any 
man, though of late years not actively pro- 
ducing or selling. 

As an association worker Mr. Gilchrist had 
an outstanding record. He was a member of 
the executive board of the old United States 
Hardwood Manufacturers’ Association and re- 
tained that office with its successors. He was 
also member of the board of directors and of 
the executive committee of the National 
Lumber Manufacturers Association for a 


number of years, and is credited with being 
the first to advocate an extensive advertising 
and trade promotion campai 
ganization. 
tions. 


by that or- 
He was a man of strong convic- 
When he believed in a thing he be- 


lieved in it with all his heart and had the 
courage to stand for his convictions. A 
kindly, courteous man, he had a most attrac- 
tive personality and it was always a delight 
to visit his office and talk with him. He was 
a student of nature and loved the out-of- 
doors, especially the woods, and was fond 
of yachting. He is survived by a widow, one 
brother, Ralph E. Gilchrist, of Detroit, and 
a sister, Mrs. Grace G. Fletcher, of Alpena, 
Mich. Funeral services were held on Satur- 
day in Rosehill Chapel, with private inter- 
ment. Rev. Duncan Browne, of St. James 
Episcopal Church officiated. 


HARRY D. KNOOP, aged 52, president of 
the Otto Knoop Lumber & Realty Co., New 
Orleans, La., succumbed to a two weeks’ heart 
attack at midnight Sunday, Dec. 14. The de- 
ceased was well Known in lumber and general 
business circles, having spent his entire life in 
New Orleans. He succeeded his father, the 
late Otto Knoop, as the head of the retail 
lumber company bearing that name. In addi- 
tion to his retail lumber interests, the de- 
ceased was vice president of the National 
Retail Lumber Dealers’ Association, treasurer 
of the Louisiana Retail Lumber and Building 
Material Dealers’ Association, and vice-presi- 
dent of the Dryades Building & Loan Associa- 
tion. He was for a short time secretary of 
the New Orleans Lumbermen’s Club. He is 
survived by two brothers, George E. Knoop, of 
New Orleans, and Theodore M. Knoop, of 
Brooklyn, N. Y. 


KARL F. HASS, formerly in the lumber 
business with his stepfather, Reed S. Edger- 
ton, at Seattle, Wash., died at his home in 
that city Dec. 15. He had been ill for some 
months but was thought to be almost com- 
pletely recovered when a sudden heart attack 
caused his death. Mr. Hass had been an at- 
torney for the last several years, and was 
prominent in American Legion affairs. He 
was a member of the Seattle and State Bar 
Associations, and belonged to Alpha Sigma 
Phi and the Olympic Golf & Country Club. He 
was 40 years of age. Surviving are his widow 
Mrs. Florence Hass and an eight-year-old son, 
Robert, his mother Mrs. Reed §S. Edgerton, 
and his step-father. 


HARRY G. McCLEARY, who had been con- 
nected with the wholesale lumber trade of 
Philadelphia, Pa., for a number of years, died 
in that city on Dec. 17 as the result of an 
injury sustained at his home several weeks 
ago. He struck his head upon a beam in the 
cellar, which caused the formation of an 
abcess. He was born in Buffalo, where he was 
for years employed by the Betts Lumber Co. 
The funeral was at the home of his brother, 
L. R. McCleary, in that city. 


JAMES R. HODNETT, former undersheriff 
of Allegany County, New York, and also promi- 
nent in the lumber business, died on Dec. 15 at 
his home in Belmont, N. Y. He was connected 
with the sheriff’s office for twenty-five years 
and was a political leader in that section. 
Surviving are his widow, two sons, William 
R., of Detroit, and Edward L., of Bolivar, and 
one daughter, Mrs. DeAlton Holliday, of 
Friendship. 


HAMILTON D. KENT, 71 years old, a re- 
tired lumberman and politician of Doniphan 
County, Kansas, of which he was sheriff two 
consecutive terms, died Dec. 15 at the home 
of a niece near St. Joseph, Mo. Mr. Kent re- 
tired from business ten years ago at Troy, 


FERDINAND ROSS, lumber operator and 
dealer, died Dec. 16 at his home in Putnam, 
Conn., at the age of 71. Mr. Ross had been 
suffering from heart. trouble and he was found 
dead in bed by his wife. 





JOHN ATWELL, president of the Northwest 
Missouri Lumber Co., Kansas City, Mo., and 
former president of the Southwestern Lum- 
bermen’s Association, died at his home in 
Chillicothe, Mo., on Dec. 18. 


WILLIAM H. BRENNAN, pioneer lumber- 
man of Montana, aged 73, passed away at his 
home, Deer Lodge, Mont., Nov. 21, death re- 
sulting from a general breakdown and pneu- 
monia. 


Trouble and Litigation 


GREENSBORO, N. C., Dec. 22.—R. M. 
Adams, of Hamlet, N. C., a partner of the de- 
funct lumber firm of Adams & Graham (Inc.), 
of Hamlet, filed a petition in voluntary bank- 
ruptcy here last week in United States Dis- 
trict Court. Indebtedness totaling $56,234.83, 
and assets of $5,540 were listed, 














We Can 
SHIP 


Straight Cars— Mixed Cars or L.C, L. 
of the following woods: — 


ASH-BASSWOOD 
BIRCH-SOF 1 £LM 

HARD MAPLE -OAK-SPRUCE 
WISCONSIN HEMLOCK 

“Sure Fit” MAPLE AND 
BIRCH FLOORING 

WHITE CEDAR PRODUCTS 


Foster- Latimer 
Mais Lumber Co. 


Try 
Us 











We'll satisfy you, too, because we specialize 


in Northern Veneers and Plywood. 
We also invite orders for Northern Pine, Spruce, 
Fleeting Hemlock, Cedar Posts and Poles, Lath, Shingles, and 
fee 


“Peerless Brand” Rock Maple, Beech and Birch flooring. 
Order in straight or mixed cars. 


THE NORTHWESTERN COOPERAGE 
& LUMBER COMPANY 
GLADSTONE, MICHIGAN 
Chicago Office: N. J Clears Lumber Co., 1331 Monadnock Block 
Minneapolis Office: G. W Critten, 516 Lumber Exchange 




















“Superior Brand”’ 
DIMENSION LUMBER 


AND 
HARD MAPLE FLOORING 


Brown Dimension Co. 
(Subsidiary of Bay De Noquet Co.) 
Main Office: 


MANISTIQUE, MICH. 











VON PLATEN -FOX COMPANY 
Iron Mountain, Michigan 


17 
Manufacturers of 17 different species 
of Northern Hardwoods 
1 
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Bird Houses 
Boys Can Build 


Providing homes for birds adds interest to the 
homes of people, helps to reduce the insect popu- 
lation, gives pleasant recreation for boys, teaches 
them skill with tools in the working of wood 
and performs a valuable social and economic 
community service. All this is promoted by the 
use of the book, “Bird Houses Boys Can Build, 
which contains plans and instructions for buil 
ing scores of varieties of bird houses. Bound i 
heavy paper, 60 pages. Price delivered, 65 


cents. 
American Lumberman, 431 So. Dearborn St., Chicago 
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Babcock Lumber Co. 


PITTSBURGH, PA. 


Manufacturers and Wholesalers of 


“kmatr=” Hardwoods 


Kentucky and 
West Virginia 
White and Pondosa Pine 
West Coast Products 
N. C. Pine and Yellow Pine 
Spruce and Hemlock 


BRANCH OFFICES 

New York City, 415 Lexington Ave. 

South Bend, Ind., 511 Pythian Bldg. 
Providence, R. 1., 115 Adelaide Ave. 
Philadelphia, Pa., 1629 Land Title Bldg. 

Detroit, Mich., 2-219 General Motors Bldg. 
Johnstown, Pa., Title & Trust Bidg. 
Seattle, Wash., 5525 White Bldg. 

Cincinnati, Ohio, 711 Traction Bldg 
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CYPRESS 


We annually produce 40,000,000 feet of 
Louisiana Red Cypress 
Lumber, Lath 
and Shingles 


Also Tupelo Lumber, and have Complete 





Dibert, Stark & Brown Cypress Co. Lid. 
Manufacturers DONNER, LOUISIANA 














: North Carolina Pine and. 
i West Virginia Hardwood 














) . CASING, 

i gy Fen yt hey BASE AND 

H Capacity, 250,000 feet MOULDINGS 

= Mixed Cars Our Specialty. 

WILLSON BROTHERS LUMBER Co. 
1530-35 Oliver Bidg., PITTSBURGH, PA. 











Manufacturers 


Short Leaf Pine and Hardwoods 














Yellow Pine 


Timbers, Lumber 
Lath and Shingles 


For our high grade dressed stock — 
“Ask the Wholesaler”’ 


' The Alger-Sullivan Lumber Co. 


CENTURY, FLORIDA 




















Lumber and Its Uses 


By R. S. KELLOGG 


'In this book the author has dealt in 
interesting and instructive fashion 
with wood structure, physical pro- 
%, grades, sizes. lumber and 
measurements, shipping weights, 
structura) timbers, seasoning, pres- 
ervation, finishes, paving, floor- 
ing, fire resistance, prices, as well 
as the uses of lumber; and in final 
chapters he discusses manufactur- 
ing, forest products, the timber 
, permanent advantages of 

and sources of information 

about timber. This is the work most 
often My ap iw and used by lum- 
bermen in all branches of the trade. 


American Lumberman 
431 So. Dearborn St. 
Chicago, Iil. 
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News Notes from Am} é! 


Portland, Ore. 


Dec. 20.—That conditions are not so bad as 
generally supposed was the encouraging mes- 
sage brought here to the lumber industry by 
Arthur E. Lane, president National-American 
Wholesale Lumber Association, when he spoke 
as guest of honor at a lumbermen’s luncheon 
given at the Portland Hotel Thursday, Decem- 
ber 18. Mr. Lane, whose headquarters are in 
New York, stopped over here for a day on a 
tour of the Pacific Coast. With him was Roy 
Dailey, of Seattle, manager of the North Coast 
branch of the association. 

Prices are showing a somewhat firmer ten- 
dency. The export business gave signs of a 
little greater activity. Mills are closing down 
now for the holidays and production will be 
at the minimum for several weeks. Practically 
all logging camps in the Columbia River dis- 
trict are down, and most of them will not re- 
sume operations until the middle of February. 
But there are enough logs on hand to meet 
a reasonable demand in the meantime. 

The Van de Vanter sawmill, which has been 
moved to Goldendale, Wash., from an old 
site about eighteen miles west of there, will 
soon be ready for machinery. It is reported 
that the company has already entered into a 
contract for its output of 4,000,000 feet for 
the coming year. 


Tacoma, Wash. 


Dec. 20.—Logging camps in all parts of 
the Tacoma district are closing down for the 
Christmas holidays, and logging operations 
will be practically at a standstill by the first 
of next week. Many of the mills will shut 
down for Christmas week. 

Lumber shipments from Tacoma to the At- 
lantic coast will probably be heavier in De- 
cember than for any previous month of the 
current year, as lumber shippers are work- 
ing to get their product aboard eastbound 
vessels before the advance in rates goes into 
effect Jan. 1. Several cargoes of 2,000,000 and 
3,000,000 feet have been shipped over the local 
docks this month for north Atlantic ports. 

Cargo shipments of box shook from Tacoma 
during November totalled 2,143 tons, of which 
all but 745 tons went to foreign countries. 
Australia took 529 tons, and the west coast 
of South America, 939 tons. Pulp shipments 
for the month totalled 6,395 tons, of which 
6,113 tons went to the Atlantic coast. 

Phil Garland, newly elected president of 
the Tacoma Lumbermen’s Club, presided over 
his first meeting yesterday. In a short talk 
to the club members he thanked them for the 
honor they had done him, and asked the 
support of the entire membership in carry- 
ing out the program for the coming year. 
He announced the appointment of several 
committees, as_ follows: Taxation: Paul 
Johns, chairman; Frost Snyder and John E. 
Manley. Wood Promotion: W. Yale Henry, 
chairman; Paul Johns, Ernest Dolge and S.S. 
Waterman. Legislative: Paul Johns, chair- 
man; H. S. Griggs and C. S. Chapman. Con- 
vention: Corydon Wagner, chairman; C. J. 
French, K. I. Richards, Harry Matthews, L. 
P. Hill, G. E. Karlen, A. K. Martin and W. C. 
Deering. The banquet committee was dis- 
charged with the thanks of the club. Alfred 
Hart, of the Hart-Wood Lumbér Co., was in- 
troduced as a new member. A. K. Martin re- 
ported for the membership committee ap- 
pointed at the last meeting. Considerable 
discussion followed the report. There was a 
discussion of some details of the coming con- 
vention of the Western Retail Lumber Deal- 
er’s Association. 

Maj. Everett G. Griggs, who recently re- 
turned from Washington, D. C., where he 
attended the annual convention of the 
Chamber of Commerce of the United States, 
has made several addresses before local civic 
organizations, urging support of the national 
organization and outlining the work done 
during the last year. He also attended the 
meeting of the board of trustees at Atlanta, 
and the session of the western division held 
at Portland, Ore. 

A banquet celebrating the completion of 
the new hemlock: mill for the Buckley Lum- 
ber Co. was held at Buckley last Monday eve- 


ning, and was attended by several Tacoma 
lumber manufacturers. The mill will start 
operating next week. It has a capacity of 
80,000 feet in an 8-hour shift. 

Announcement of the resignation of W. L, 
Rawn as manager of the export department 
of the Wheeler, Osgood Co., and the appoint- 
ment of Henry Relf to the post, was made 
yesterday by officials of the company. George 
J. Osgood, president and general manager of 
the firm, has left on an extended trip to the 
East and middle West, during which he wil] 
make a complete survey of the domestic 
trade. Several minor changes in the com- 
pany’s staff are under consideration, but the 
details have not been announced. 


Seattle, Wash. 


Dec. 20.—According to Albert S. Nichols, 
manager of the Seattle office of the United 
States Intercoastal Lumber Conference, De- 
cember intercoastal space is all taken. It 
appears that January space will be filled. 
There are a number of shippers seeking Feb- 
ruary space, and Mr. Nichols believes space 
will be pretty generally filled between now 
and the dull summer months, in spite of the 
50 cent rate increase for February. The rate 
after February can only be _ conjectured. 
However, an important meeting of the con- 


ference and representatives of other shippers. 


will be held, in a middlewestern city still to 
be selected, at which conflicts between the 
various lines are expected to be reconciled. 
Considerable discussion is heard among lum- 
bermen as to what constitutes a reasonable 
rate to the east coast. One shipping man 
declared an $11 rate offered a small profit 
to the steamship lines, but that a higher rate 
was needed. One shipper declared that lum- 
ber can be bought for $10.50 off list 30, al- 
though most of the mills are asking $10 off 
for Atlantic coast shipments booked for Jan- 
uary. This shipper declared the mills have 
taken suffictent business at $10.50 off 
to last through January. Shipments are de- 
clared to consist mostly of dimension and 
small timbers, upon which there is a greater 
chance of profit, due to the lower cost of 
manufacture. 

Export trade continues very dull. One ex- 
porter stated that Japan is offering $18 for 
big squares c. i. f., with few takers. One 
Japanese order for 500,000 feet, 14 by 14 inch 
pieces, 24 to 40 foot long, f. a. s., was placed 
for $12.50, which is declared to be an un- 
profitable sales price. Another exporter said 
that South America, Australia and Mexico 
are out of the market. Inquiries from Hono- 
lulu are normal. 

A movement to organize California whole- 
salers is of interest here, as it may mean 
stabilized prices if successful. California 
prices all are soft. Construction volume in 
California is much below normal, and pro- 
portionately lower than in the Pacific North- 
west. 

Rail wholesalers are in doubt as to what 
the new year will bring. One said he couldn’t 
see any January business in sight to speak 
of, but he hopes for some buying in Feb- 
ruary, because of the fact that eastern stocks 
are low and some lumber will be needed. 
Another said more orders were coming from 
east of Chicago, than from west of it. 

Shingles, which last month suddenly took 
on a stronger tone, are again in small de- 
mand. A trade letter sent out by the sales 
respresentative of several shingle mills de- 
clares that prospects for spring business are 
good, and that shingle prices are now defi- 
nitely at rock bottom. The letter predicts 
an advance in price around the first of the 
year or shortly after. There is now in effect 
considerable curtailment which will be 
greater until Feb. 1. Production this week 
was about 35 percent. 

The small volume of logs moving hardly 
indicates the market level. One buyer said 
good cedar logs are getting scarce, but with 
shingles at rock bottom this shortage is not 
a matter of immediate concern. A large op- 
erator asserted that all shingle mills are 
getting ready for a shutdown. 

E. L. (Ted) Connor, sales manager Hunting- 
Merritt Lumber Co., Vancouver, B. C., stopped 








her 
teer 
rep! 
bra 
Tex 
ver 
con 
193 
por 
the 


wit 


mao = of @® Ht 


an = 4 &e 








December 27, 1930 AMERICAN LUMBERMAN 





30 og 


—— 





y| erica s Lumber Centers 





here on his way back to the mill after a fif- 
teen weeks’ trip among dealers and company’s 


and Pittsburgh. An Interstate Commerce 
Commission examiner has recommended the 


ms representatives in Colorado, New Mexico, Ne- reduction. The present rate is in general 85 
of praska, Kansas, Missouri, Oklahoma and _ cents a hundred. 

Texas. He reports finding retailers’ stocks One matter over which manufacturers here 
‘« very low, though most dealers anticipate a are hopeful is that negotiations between In- 
nt considerable improvement in business during land Empire and California producers look 
t~ 1931. Mr. Connor feels there is a better op- toward better understandings over grades 
le portunity to sell good red cedar shingles than and uses of their respective stocks. There 
re there has been for some time. is considerable difference in the size and 
of W. L. Miles, a local wholesale lumberman texture of timber, and between the processes 
Le with interests in retail lumber yards in Mon- 4nd methods of manufacture in the two dis- 
1] tana and Wyoming, is recovering from a_ tricts, and it has been a long, hard job to 
ic surgical operation and expects to leave the 4just those factors that make competition 
1- hospital in time to have Christmas dinner at >etween the two groups so keen as to be de- 
Le home. structive in many instances. 

The E. A. Foster Lumber Co. has leased Operations of the Cascade Lumber Co. saw- 

from the Bissell Lumber Co. the dry kilns and Mill at Yakima, Wash., were closed Dec. 13 

woodworking factory that has been operatea @"4_ will not be resumed until February, 

recently by Tyee Lumber & Manufacturing “4:,H. Huebner, manager, announced. Logging 

Co. Mr. Foster says the plant will devote activities in the Teanaway district, near Ya- 
s, most of its capacity to cross arms. The Tyee kima, have been completed, and a spur track 
. company has moved into the Williams Fir _ ee to bs bag rs rong 
= ef! reek an e Tanum Creek. perations w 
rt Finish Co. plant, which it purchased some begin there probably next May or April, offi- 
1. time ago. cials said. Teanaway logging has been in 
)= * progress for fourteen years. 
e Aberdeen-Hoquiam, Wash. The McGoldrick Lumber Co. is repairing its 
w . sawmill while it is being operated. One of 
e mA bean ad. Gedine talaorr Eades Phe on the two headrigs is idle now, while the other 
the E. K. Bishop and American Mill plants ows feeding the gang, which had already been 
‘ for shipment to Camden, N. J., to be used in repaired. When the fret rig is Gnished, the 
=, construction of the largest passenger vessel ae ag probably be shut down for over- 
0 every constructed in an American yard. The a : 
Grays “Harbor spruce will be used to seal y4h°MlOES Sawn Yor tals ouaaeae but thers 
L. the refrigerator and storage space for food will be considerable activity i "the weeds 
x and other perishables. The Northwest wood hi : Sean ae al y Pong e ° 
e was picked on account of its durability, lack : py Nog in * gl 2 ee Sa 
n of odor and taste. < a o he ta f St ille. Mont 
t A contract has been awarded to the Grays nok uae — Valls por temp hy - 2 = 
p Harbor Construction Co. by the Federal Gov- qoig f Mi l A , ot Page Se h 
< ernment for dredging the Hoquiam river in " Palle Lumbe, ormerly associated wit! 
4 the vicinity of the E. K. Wood Lumber Co.’s = — —_ ace 2 Co., at Missoula. i 
f mill, Hoquiam. Specifications for the job dent pe mag | ry sg wits or on 
5 eall for the removal of 6,000 yards of river pony are gs t4ab ae umber Co. mill 
; silt over a channel distance of 1,000 feet. po > é th — r Roles oe —. 
f The cut-up department, remanufacturing : oes = Ri pr” = he i ~ “ 
i plant and dry kilns of the Consolidated Ply- %* Prague ver, Ore. He had formerly 
i wood & Lumber Co. were completely de- a with the A. C. White Lumber Co., at 
- stroyed by fire this week, with a loss of over, Idaho, also with the Sandpoint Lum- 
about $40,000. ber & Pole Co., at Troy, Mont. 








B. B. Averill, of the Aberdeen Lumber & 
Shingle Co., has returned from an extended 
trip through the eastern States and Florida. 
He was accompanied by Mrs. Averill. 


Spokane, Wash. 


Dec. 20.—Pondosa shop lumber, which for 
the last year has not moved, even at ridicu- 
lously low prices, has now come into such 
demand that many mills have cleaned up 
their surplus stocks and have unfilled orders 
left. There have been two increases of $1 
each in shop, and business has been done on 
the new price basis. The second raise is but 
now going into the cards, and there seems 
no doubt that it wi'l hold. In fact, some 
of the manufacturers were so surprised at the 
consistent demand that they sold a little short 
and have had to buy, even above the new 
market level. Pondosa selects have come into 
a little better demand. As it has been Pon- 
dosa demand that suffered most last year, the 
increased call for this species is encouraging. 

November was one of the poorest months 
that Inland Empire lumbermen have ever ex- 
perienced. December is showing up but little 
better. Production has been reduced to the 
low point for the year, with practically all 
mills down that usually close for repair pe- 
riods or during bad weather. 

The Pondosa Pine Sales Managers’ Associa- 
tion, at an all-day meeting at the Davenport 
Hotel, Dec. 18, attended by thirty-five mem- 
bers from the four Northwest States, dis- 
cussed adjustment of freight rates to the 
middle West, and other problems. E. C. Wert, 
of the Long Lake Lumber Co., Spokane, who 
presided, explained that the volume of lum- 
ber shipped into Central Freight Association 
territory would be increased if a 2 to 5 cents 
per 100 pounds reduction on lumber from the 
Inland Empire were granted by the Inter- 
State Commerce Commission. The Central 
Freight Association territory is from the 
Indiana-Illinois line to approximately Buffalo 


New York, N. Y. 


Dec. 22.—Stocks in the hands of retailers 
are smaller than for many years. Whole- 
salers believe that the slowing down of 
business in December was due to the fact 
that dealers wanted to have their stocks as 
low as possible, and report numerous _in- 
quiries and quite a few orders for delivery 
early in 1931. Wholesalers feel that cer- 
tainly by now the trade realizes that Doug- 
las fir prices will not go lower, and that re- 
tailers will make sure to stock up for the 
spring season in time. Inquiries for fir have 
been especially numerous of late. Southern 
and North Carolina pines are very quiet. 
Pondosa and Idaho pine stocks are badly 
broken and prices are very firm. 

The big event of last week was the Nylta 
Club’s Christmas frolic in the Astor Hotel, 
where more than six hundred lumbermen 
made merry Saturday night. The banquet 
hall was made to resemble the deck of a 
liner and the good ship Nylta was supposedly 
Havana bound. There were souvenirs for all 
passengers, and during the cruise a ‘big show 
was staged. Conrad N. Pitcher, president the 
New York Lumber Trade Association, was 
master of ceremonies as chairman of the en- 
tertainment committee. 

W. H. Chapman, of East Moriches, Long 
Island, who has sold his business to the 
Southampton Lumber Corporation, effective 
Jan. 1, will continue with the amalgamated 
firm, as will his son, Charles Chapman. S&S. 
Lewis Ham is general manager. N. N. Tif- 
fany is president; D. J. Gilmartin, vice presi- 
dent; N. C. Osborne, secretary-treasurer. 

The Gypsum Association, recently organ- 
ized in Chicago, has opened a New York office 
at 11 West Forty-second street, with J. Kent 
Smith as district manager. 

Harold Bent, B. C. Goote and William Mc- 
Cloy, of the Pacific Atlantic Lumber Corpora- 
tion, are on a trip to Pacific coast mills. Mr. 





E. L. BRUCE Co. 


MEMPHIS, TENNESSEE 


Largest manufacturers of Hardwood 
Flooring in the world 


Headquarters for: 


LUMBER > 


Southern Hardwoods and Pine 


in straight cars 
and mixed cars 





HARDWOOD 


DIMENSION 


GUM BEECH OAK 
—one piece or glued-up, 
rough, surfaced or 
moulded to pattern. 


FLOORING 


*CELLized Oak Floor Planks, 
*CELLized Wood Floor Blocks, 
also regular T & G, *CELLized 

or untreated. 


Mills at: Prescott and Little Rock, 
Ark.; Cairo, Ill.; Oak Grove, La.; Reed 
City, Mich.; Bruce and Laurel, Miss. 

















Lutcher & Moore 
Cypress Lumber Co. 


LUTCHER, LA. 
Manufacturers of 


Cypress and Tupelo 


WE SPECIALIZE IN TUPELO 
FLOORING, TRIM and MOULDING 











GOLDSBORO y 
N. C. PINE 


Our “ Jiffy Service”, rail and water, will 
keep you supplied with all items in 


YARD STOCK SHED STOCK 
Let us prove it on your next order. 








JOHNSON & WIMSATT 
WASHINGTON, D. C. d 


O TIMBER ESTIMATORS O 


JAMES W. SEWALL 


Consulting Forestry 
JAMES W.SEWALL PHILLIPS & BENNER 


Old Town, Ruttan Block 
Maine Port Arthur, Ontario 














LUMBERMEN! 


Write now for our catalog telling 
about our books that'll 


HELP YOU MAKE MONEY 


AMERICAN 431 S. Dearborn St. 
LUMBERMAN Chicago, Ill. 
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Sugar Pine 
California White Pine (72% 
Arizona Soft Pine 
White Fir 


LOUIS WUICHET, Inc. 
Shop—Selects—Common 











i} Dimension—Lath—Shiplap 
Pattern—Flask 
WRITE 
712 Railway Exchange Bldg, Chicago 
eee 








California Sugar 
and White Pine 
California Redwood 


WENDLING - NATHAN CO. 
Established 1914 
Lumbermen’s Blidg., 110 Market St., 
SAN FRANCISCO, CALIF. 














C4 PACIFIC COAST Co 








PM A 
SPECIALIST! 


But I don’t con- 
struct “buildings” 


Our specialty is furnishing 
OLD GROWTH 
Yellow Fir Common 


1’ and 2’ dried rough and 
surfaced after dry 





~ oe. “er Dn 


STRAIGHT CARS 


Soft Old Growth 
Yellow Fir Uppers 


MIXED CARS 
“Everything from Soup to Nuts”’ in 


pss Lae Growth Yellow Fir Common 


KILN DRIED HEMLOCK 


Common and Uppers 


Ask this Specialist for his List 
aibalptedie taakert 


M.A.Wyman Lumber Co. 
908-9 White Bldg. Seattle, Wash. 




















BOOKS—BOOKS$—800K$—Here’s theplace 
to get them. Write now for catalog. 
American Lumberman, 431 S. Dearborn St., Chicago 











Bent is in charge of the Boston office, and 
Goote is Philadelphia representative. Mr. 
McCloy is a member of the metropolitan sales 
force. 

Tom Crenshaw, New York manager for the 
Exchange Sawmills Sales Co., has returned 
from a trip to the firm’s headquarters in 
Kansas City, and to the mills in Louisiana. 

R. H. Quick, of the Richey, Halstead & 
Quick Lumber Co., Cincinnati, Ohio, has re- 
turned home after an eastern trip. 

Another recent visitor from Cincinnati was 
Harry Hartke, president Acme Lumber & 
Veneer Co. 


Baltimore, Md. 


Dec. 22.—Charles Campbell and Walter S. 
Martin, connected with the R. B. Homer 
Lumber Co., wholesaler of southern pine and 
other woods, returned last Saturday from an 
extended automobile tour through the pine 
production region of North Carolina. They 
stopped at a number of the mills and learned 
that there has been, and continues to be, a 
marked reduction in the output of lumber. 
The result is that the stocks available now 
are at a low level, with the assortments not 
always large enough to afford a ready selec- 
tion. The stocks on the wharves here are 
lower than they have been in years, so that 
it would take only a small expansion in the 
demand to cause a general stiffening in the 


list. 
Boston, Mass. 


Dec. 23.—Demand for West Coast softwoods 
is now quite noticeably slowed down, and 
there has been a distinct steadying of prices. 
Wholesalers are now generally asking c. i. f. 
for any ordinary Douglas fir schedule $9.50 
less than lists on page 11%, Atlantic differ- 
entials. There is an oversupply of fir boards 
in the hands of several eastern distributors 
and they are urgently seeking orders around 
the following c. i. f. basis: No. 1, $20@21; 
No. 2, $17.50@18; No. 3, $15.50@16. 

Vincent J. Hoye, a former employe of the 
Bay State Lumber Co., Roxbury, which re- 
cently assigned to Frank H. Godfrey, of the 
Godfrey Lumber Co., Boston wholesaler, has 
with Mr. Godfrey’s consent organized the Bay 
State Lumber Co. (Inc.), capitalized at $20,000, 
to take over the business. 

The I. Grossman & Sons Lumber Co., 
Quincy, has bought the retail yard of the 
Hammond Lumber Co., Malden. 

Clifton F. Leatherbee, of the Leatherbee- 
McDonough Co., wholesaler, has returned 
from a trip of two weeks among southern 
mill connections. Mr. Leatherbee is ‘“con- 
servatively optimistic.” He found that ex- 
tensive curtailment had reduced mill stocks, 
and placed producers in a stronger position 
to insist on fair values. 

Wendell M. Weston, of the W. M. Weston 
Co., dean of the wholesale hardwood trade 
here, is now in the middle West looking over 
the hardwood situation. 

Ernest Ross of the Fraser Companies 
(Ltd.), has been visiting Boston wholesalers, 
studying market prospects for eastern lum- 
ber items. Mr. Ross states there will be a 
sharp reduction in the 1930-31 cut of soft- 
wood logs in the Maritime Provinces of 
Canada. 


Minneapolis, Minn. 


Dec. 23.—Logging is lapsing into its cus- 
tomary seasonal quietude in the north woods, 
many of the workers havihg left camp for 
the holidays. 

Demand for northern pine is chiefly con- 
fined to small mixed orders for rush ship- 
ment. Prices are holding firm, and there are 
few if any special offerings. Mill stocks are 
larger than last year’s and in fairly good 
assortment. 

Considering the season, northern white 
cedar men have been doing a fair volume of 
business. Demand for guard rail posts is 
almost absent. Practically the only material 
moving is dimension stock. 

Millwork men say that modernizing cam- 
paigns are having a beneficial effect on their 
business. 

Retail dealers for the most part are con- 
tinuing inventories. A good volume of sales 
is predicted for spring, with business espe- 
cially brisk in the country areas. 

There will be at least one logging drive 
on the Littlefork River in Minnesota next 
spring. William Lundstrom has a crew of 
loggers busy near the Nett Lake Indian 
Reservation, cutting cedar posts and poles. 


—. 


Laurel, Miss. 


Dec. 22.—Most pine orders last week were 
for prompt shipment, and were of very satis. 
factory volume for this time of year. Mills 
are also booking considerable business for 
shipment during the first week in January, 
It seems that buyers realize that lumber ig 
probably lower now than it will be later. 
Sales managers believe that prices after the 
first of the year will be considerably 
stronger. Export volume has been main- 
tained fairly well. 

Demand for and prices of hardwood held 
up during December, and good business is 
expected early next year. 

Frank W. Gilchrist, with Mrs. Gilchrist ang 
their children, left Saturday noon for Cleve. 
land, Ohio, to spend the Christmas holidays 
with Mrs. Frank R. Gilchrist, Mr. Gilchirst’s 


mother. 
St. Louis, Mo. 


Dec. 22.—George C. Smith, director of the 
Industrial Bureau of St. Louis, told members 
of the Citizens’ Committee for the Relief of 
Unemployment Tuesday that as a matter of 
economy and expediency the immediate build- 
ing of necessary additions and improvements 
in St. Louis is most logical and desirable. 

Rebuilding of “blighted areas” in cities is 
urged as a measure to revive construction 
by Lawrence E. Mahan, vice president of the 
Mortgage Bankers’ Association and vice 
president of the Franklin-American Co., a 
prominent financial institution here. He said: 
“In such areas, large scale residential or 
commercial construction on plans. well 
thought out and economically realized con- 
stitute perhaps the most important single 
possibility in the building of American cities 
today.” 

The Hoo-Hoo Club of St. Louis entertained 
a large group of orphans from various local 
institutions at their annual Christmas Party, 
at the American Hotel Annex, Dec. 20. The 
orphans responded with some very fine en- 
tertainment. The committee that had the 
affair in hand consisted of Chairman Frank 
J. More, C. M. Huttig, J. E. Schwarz, L. B. 
Oeth, A. D. Franklin, R. E. Lasater and C., H. 
Call. 

The Gamble Construction Co., of St. Louis, 
was awarded the general contract for the 
$5,000,000 St. Louis Mart Building, which will 
cover the entire block bounded by Twelfth 
Boulevard, Thirteenth, Spruce and Poplar 
Streets. Work will start at once. 

Mauran, Russell & Crowell have been se- 
lected as architects for the new Federal 
Building to be erected at Twelfth and Market 
Streets here. The contract will be entered 
into as soon as title to the site is secured by 
the Government. This is to be a large and 
costly building occupying about a block. 


Norfolk, Va. 


Dec. 22.—North Carolina pine mills find 
business rather slow. Most mills are pre- 
paring to close down Dec. 23 or 24, and will 
stay down either until after Jan. 1 or for 
an indefinite period. There are many large 
inquiries being circulated, but it is doubt- 
ful whether orders will be placed until the 
last few days in this month or early in Janu- 
ary. Buyers are going to find that prices 
have hit bottom, and there is no disposi- 
tion on the part of mills to sell much ahead. 
Buyers who want quick shipments of orders, 
as nearly all of them do, find it more or less 
difficult to get it. A number of popular 
items are far from plentiful. The entire 
South has been visited by heavy rains, snow, 
sleet and extremely cold weather. Produc- 
tion and shipments have been materially cur- 
tailed. 

There has been a fair demand for edge 4/4 
B&better, but shipments are not wanted 
until] after Jan. 1. The price is firm. Little 
export stock is being sold. B&better 4/4 
stock widths have not been very active. 
Wholesalers in the North and East find col- 
lections rather slow. No. 3 4/4 pine has been 
quiet. Some inquiries have been received for 
Bé&better 5/ and 6/4 stock widths, but orders 
are slow in developing. Prices of better 


grades are likely to hold firm, for mills are 
not bothered with much unsold surplus. 

One or two small cargoes of 4/ and 5/4 
edge box, kiln dried rough, were sold during 
the week at $21 and $22, f. a. s. dock New 
York, which means a pretty fair net mill re- 
turn to mills able to ship by water. Box 
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makers are not inclined to buy, for most of 
them will soon close down for ten days or 
more. However, there is no disposition on 
their part to turn down “bargains.” The 
yards are buying a little 10- and 12-inch Nos. 
1 and 2 box, rough and dressed, but do not 
show interest in any other items. There is 
some demand for dressed and resawn stock. 
Box bark strips, 4/4 rough, have been mov- 
ing a little better, as has 4/4 pine dunnage. 
Sales of flooring, thin ceiling etc. have been 
very light. Planing mills now operating will 
shut down Dec. 23 or 24, some for an indefi- 
nite period. Kiln dried and air dried 6- and 
g-inch roofers have been moving a little bet- 
ter, with prices firm, as unsettled weather is 
delaying shipment considerably and greatly 
reducing production. Demand for dressed 
framing in mixed lots has picked up. 


Macon, Ga. 


Dec. 22.—Rains, followed by sleet, snow 
and low temperatures, last week forced down 
the few roofer mills that were trying to 
operate. There has been no production in 
this territory for more than a week, nor 
is there likely to be any until after New 
Year’s. There is practically no demand for 
roofers, and their price is so low;that few 
manufacturers are _ interested. Numerous 
building projects are being launched in 
southern territory, and roofer manufacturers 
believe that more business will come their 
way. 

Long-leaf manufacturers in southern 
Georgia have found business unusually quiet. 
Notwithstanding the falling off in orders, 
mill stocks have not been accumulating, for 
production has been materially curtailed. 

There has been practically no activity at 
the, hardwood mills recently, and most of 
them will remain idle until after Jan. 1. 
Some business has come into sight already 
for the coming year, and manufacturers 
firmly believe that there will ‘be a marked 
improvement in demand. Stocks at mills are 
down to the lowest point in years. Sleet, 
snow, rain and unusually low temperatures 
during most of last week halted all logging 
operations. 


Warren, Ark. 


Dec. 22.—Arkansas soft pine mills reported 
a fair volume of orders booked last week, 
though 50 percent of them are for loading 
after Christmas. Two large Arkansas mills, 
formerly able to operate on regular schedules, 
lost one to two days this week at their planing 
mills, because of scarcity of orders. Ship- 
ments this month to date were 20 per cent 
larger than in the same period last year, and 
will likely average a little ahead of last year 
for the entire month. 

Some mills have been eager to move surplus 
common stock and book orders to carry them 
over the holiday shutdown, and have made 
some low prices on 1l-inch No. 3 and surplus 
dimension. Buyers have been quick to make 
counter offers, which for the most part have 
been passed up by the mills, though some 
sales have been reported of No. 3 boards and 
shiplap at $9 to $10, mill basis, with 6-inch 
No. 3 center matched bringing $1 less. The 
mills are disposed to ask for 50 cents to $1 
more on orders for shipment after Christmas, 
and have turned down considerable business 
offered under current prices by salesmen. No. 
1, 2x12-inch dimension in some lengths is 
scarce, though the mills have a fair stock of 
No. 2, except in 10- and 20-foot. Dimension 
stocks are in good supply, except possibly 10- 
and 20-foot No. 1, and 2x4-inch 10-, 18- and 
20-foot No. 2. Several mills report being over- 
sold on 6-inch No. 2 and are not accepting 
orders priced less than $15 to $15.50, mill 
basis. These mills report having limited dry 
stocks in both 8- and 10-inch No. 2 boards 
and shiplap; they are passing up orders at 
less than $15 to $15.50, mill basis and expect 
Prices to be $1 higher within the next thirty 
days. No. 1 boards, 1x6- and 12-inch, are also 
in limited supply. 

No. 1 and C edge grain 4-inch flooring is in 
very limited supply, while stocks of 4-inch 
B&better edge grain are under normal. Some 
mills have shipped considerable 4-inch rough 
edge grain strips, which ordinarily are run 
to flooring. There is a very limited supply of 
6/4 jamb; some mills are holding up ship- 
ments of mixed-car orders awaiting the ac- 
cumulation of a few hundred pieces of this 
item. As a whole, however, mill stocks of 


upper grade items are unusually well assorted, 
though recent sales of 4-inch B&better and 


No. 1 flat grain flooring have materially re- 
duced available stocks of these items. 

There are no small mills operating in this 
immediate locality, the first time in many 
years they have all been down. 


Kansas City, Mo. 


Dec. 22.—The taking of inventories con- 
tinues at some yards. Most line yards com- 
pleted their inventories last week The ma- 
jority of retailers have declared their inten- 
tion of holding stocks just about as they are 
until after the first of the year. Industrial 
buying has not reached noteworthy volume 
yet, but has been improving. Railroads have 
been buying: a little Douglas fir for ship- 
ment after the first of the year. 

The building program here has already 
surpassed by $625,975 the total of last year. 
Last week there was issued a permit for 
a 32-story bank building, to cost about 
$2,850,000. 


Birmingham, Ala. 


Dec. 22.—Alabama mills are closing down 
for two weeks to four months. Most opera- 
tors state frankly that they can not con- 
tinue with present net earnings. 

Building estimates are being asked for in 
greater number than in any previous month 
this year. Repairs have fallen off in Decem- 
ber, but it is estimated that repairing and 
modernizing work during 1931 will amount 
to as high as $1,000,000. There is also a 
great deal of public construction projected. 
At present, retailers are marking time. The 
export market is slow. Railroads are buy- 
ing, but at starvation prices. Mills cutting 
railroad and car stocks find increasing diffi- 
culty in meeting specifications, and appar- 
ently the lower the price the harder the 
grading. Requisitions from railroads are of 
limited volume. 

Stocks in retail yards here are in better 
shape than at any time within the last six 
months, for retailers have been offered many 
inducements to take stock for December de- 
livery. Retail prices remain fairly firm. Mill 
prices have declined a little from the Dec. 15 
base; they have been so low that further cuts 
do not arouse much comment. The larger 
mills, which maintained prices for many 
months in face of reductions by others, are 
now quoting as low prices as any. One 
large manufacturer, whose No. 3 common 
flooring used to bring a premium, has met 
shortleaf prices and reduced this item to 
$7.50 mill, which would be high range, with 
a probable low of $6. No. 3 common 1x6- 
inch center matched is $7.50@8. No. 3 drop 
siding also sells at $7.50. No. 2 common 
items were listed out at $11 for 1x4-inch, 
$11.50@12.50 for 1x6-inch S2S&CM, and 
$14@16 for siding, $8.50 for 1x8-inch shiplap 
and $9 for 1x10- and 1x12-inch S48. No. 1 
and C items sold at $26 for 1x6-inch siding 
and flooring, with few mills asking up to 
$28. No. 1 and C, 1x6- and 8-inch sold at 
$22@23, with $28 as high. Dropping grades 
brought fair prices compared with No. 2, or 
about $4 to $5 extra. 

O. A. Griffin, who has operated one to five 
sinall sawmills for the last twenty years in 
the Bessemer district, has closed down the 
last of these and will stay out of the market 
for the present. R. C. Jones, of McCalla, 
closed down his sawmill this week, and will 
not start operations again until next spring. 





Form Chemical Corporation 


MEMPHIS, TENN., Dec. 22.—Announcement 
is made from the offices of the E. L. Bruce Co., 
in this city, of the organization of the Bruce 
Chemical Corporation, a division of the E. L. 
Bruce Co., to control the manufacture and sale 
of those products which are chemical in nature. 

Products now ready for distribution through 
the new organization are (1) T. T. (Tri- 
Treat)—a group of preservatives which are 
fundamentally similar, with each adapted to a 
particular class of lumber products; (2) 
Terminix—a highly successful insecticide used 
in the treatment of termite-infested homes and 
buildings; (3) Everbond—an ever-plastic ce- 
ment used chiefly in floor-laying; (4) Bruce 
Asphalt Coatings and Cements; (5) Bruce 
Floor Finish—a penetrating material economi- 
cally and effectively used for wood flooring. 
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Quality Timber From 
Famous Klamath District 


Note the size of the logs shown above and you'll 
readily understand why we offer buyers such 
high quality, soft-textured lumber. We can guar- 
antee you a dependable source of supply for 
years to come and supply anything you need in 


SELECTS AND COMMON 
S4S OR ROUGH 
SHOP and BOX 


Get our quotations now. 


Crater Lake 
Lumber Co. 


SPRAGUE RIVER, ORE. 
Huntington Taylor 


GENERAL MANAGER 











PARAS AKANE 
aS) CHIEF 
SS CHINOOK 


-.) Is Planning 
* “Big Doings” 
“\ for 1931 












customers, 


Second, he pledges quick deliveries on all ord- 
ers during the coming months. 


Third, the likeness of Chief Chinook will appear 
on - our products as a guarantee of the finest 
quality 


Pondosa Pine 
LUMBER, MOULDINGS, 
WINDOW and DOOR FRAMES 


’ CHINOOK LUMBER & 
MANUFACTURING CO. 


SPOKANE, WASH. 
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Vest Pocket Ready Reckoner * 


A useful vest pocket manual including a lum- 
ber calculator for standard sizes, rules, 
estimated weights of lumber and miscellaneous 
useful lumber tabulations. Prepaid, 50 cents. 


American Lumberman 


431 So. Dearborn St., CHICAGO, ILL. 
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Sisal-reenforced 


waterproof building paper 


10,000 dealers now pushing Sisalkraft 
—‘“the building paper of a thousand 
uses.” Unlimited sales outlets; 85% 
sales repeats. So strong you can hardly 
tear it—eliminates the faults of ordinary 
paper, yet costs no more in the job. We 
help you sell it. Write for details of our 
result-getting sales promotion plan, and 
free samples. 


THE SISALKRAFT CO. 
205 W. Wacker Drive(Canal Sta.) Chicago 


SISALKRAFT 


“More than a building paper” 


AL 12-27 Gray 


























Office head Specialized 
rters for the office buildings, 
ber Indus- designed and 
try, all Trans- = built expressly 
portation lines, to serve the 
and Govern- Is of busi- 
ment agencies ness, commer- 
of the Pacific PB cial and indus- 
Northwest. ; trial concerns. 





At the heart of the business district of the me- 
tropolis of the Northwest, this is the ideal 
office location for wholesale, manufacturing, 


exporting and importing firms. 
Metropolitan Building Company 
1201 Fourth Avenue 
Seattle 


























LANGE “ECONOMY” 





With motor, $70.00 


PUT ME TO WORK! 


I will make money for yow on small 
glass edging jobs such as _ repairing 
broken windshields, sedan door lights 
or glass furniture tops, glass shelves, 
ete. Anyone can turn out good work , 
with my help. I cost little—take up 
small space on bench or table—and give 
real service. Ask more about me by 
writing Lange TODAY. 





Henry G. Lange Machine Works 
166 North May St., Chicago 


Please send me complete information 
about Lange Glass Edgers and Lange 
Tools and Supplies. 
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YARD, MILL AND OFFICE. 


Newsy Notes of Persons and Places 





E. R. O’Donnell, of the Robert K. Eaton 
Lumber Co., Chicago, is celebrating the arrival 
of a daughter, Monday of last week, and ad- 
vises that both mother and child are doing well. 


Herbert Staats, sales representative in Kan- 
sas City, Mo., for the W. P. Brown & Sons 
Lumber Co. (Inc.), arrived in Chicago Mon- 
day morning to spend two or three days visiting 
with J. H. P. Smith, the company’s Chicago 
representative. 


J. R. Keller, of Peoria, Ill., district repre- 
sentative of the Wausau Southern Lumber Co., 
was in Chicago Monday on his way to visit his 
folks at Chohola, Pa., and while in the city 
took advantage of the opportunity to call on a 
few of his friends in the local lumber trade. 


DeVere Dierks, of the Dierks Lumber & Coal 
Co., Kansas City, Mo., was in Chicago on Fri- 
day and Saturday of last week, on his way back 
home from a trip to the East, and conferred 
with L. O. O’Daniel, manager of the company’s 
Chicago office. Paul Elliott, who formerly was 
with the firm’s local office, returned Monday to 
take the place of Mr. O’Daniel’s assistant, Miss 
Florence Pritikin, who left Saturday to get 
married. 


C. L. Foretich, of Warren, Ark., sales man- 
ager of the Bradley Lumber Co. of Arkansas, 
was in Chicago last Saturday, and called at lo- 
cal lumber companies’ offices. He also visited 
the AMERICAN LUMBERMAN offices. Mr. Fore- 
tich was quite cheerful, and was firm in the 
belief that 1931 will see a resumption of trade 
in a volume more nearly normal; he regards 
statistics as so much “static” when those statis- 
tics compare present sales volume with the sales 
of other, more favorable, years. 


R. W. Monger, of Elkhart, Ind., president of 
the Elkhart Hardwood Lumber Co., and of the 
Monger-Gampher Lumber Co., was in Chicago 
Monday to call on friends in the local lumber 
trade, and was brought by Kurt Stoehr, of the 
Oconto Co., to the weekly luncheon meeting of 
the Chicago Wholesale Lumber Association. 
While admitting that, in common with many 
other lumbermen, his business during the last 
year has not been of the best, Mr. Monger 
sounded a note of optimism concerning what the 
new year will bring. 





A Lumberman Too, Some Day? 


A different kind of announcement was re- 
ceived Tuesday by the AMERICAN LUMBERMAN 
from H. T. Lucas, head of the Lucas Lumber 
Co., wholesale and commission lumberman of 
Chicago. When the writer unfolded a pair of 
“baby shoes” he read that Mr. and Mrs. Lucas 
are the parents of a nine-pound boy, born Dec. 
20. The young man’s name is Harry Thomas 
Lucas, jr. 


Will Cut Hardwood Dimension 


Cuartotrte, Micu., Dec. 22.—The L. L. John- 
son Lumber Co., a hardwood mill cutting lower 
Michigan maple and other woods, and owned 
by L. L. Johnson and his son Darrel E. John- 
son as partners, has purchased the building, 
motor trucks, and part of the machinery and 
equipment owned by the former Fenn Manu- 
facturing Co. here. The machinery includes a 
band mill, for the Fenn company manufactured 
scythe snaths, post-hole augers, and boys’ sleds 
up to the time it sold this business to an In- 
diana firm. 

With the acquisition of the band mill the 
Johnson company will go into the dimension 
hardwood business, continuing to specialize in 
southern Michigan hardwoods. The elder Mr. 
Johnson has been in the lumber business for 











twenty-five years, and bought the mill here jn 
1922. Two years ago he took his son into part- 
nership with him. D. E. Johnson makes his 
home in Charlotte, while his father resides in 
Albion, a nearby city. 





Golf Funds for Unemployed 


A definite start toward providing for a dona- 
tion of $200 or more to Governor Emerson’s 
unemployment relief fund by the Lumbermen’s 
Golf Association of Chicago was made Monday 
noon by the members of the Chicago Wholesale 
Lumber Association who also are members of 
the golf association. As practically all mem- 
bers of the wholesale association also are 
members of the golf association, a resolution 
was offered by John Hansen, of the John 
Hansen Lumber Co, 
and adopted by the 
wholesalers, recom- 
mending that the golf 
association contribute 
out of its $900 treasury 
“$200 or more, as the 
directors may see fit” to 





E. A. THORNTON, 
Reports Fine Response 
to Unemployment Fund 

by Chicago Whole- 

salers 





the needs of Chicago's 
unemployed. The reso- 
lution was unanimously 
and __— enthusiastically 
carried, all the lumber- 
men feeling that the 
money could do more 
good if used in this way 
than if kept in the treasury. 

E. A. Thornton, of the E. A. Thornton Lum- 
ber Co., who has been caring for the task of 
collecting from the wholesale lumbermen their 
individual and firm donations to the unemploy- 
ment fund, announced that $2,500 has been col- 
lected in this way, a result achieved by means 
of two gifts of $1,000 each. Mr. Thornton 
hastened to make it clear that this money is 
“not charity, but the response to the call of an 
emergency facing these people through no fault 
of their own.” It was he who told of the golf 
funds available. 

It was a jovial group of lumbermen at the 
meeting, maybe because of the Christmas sea- 
son and maybe because the business horizon 
looks a bit less stormy. For there were indi- 
cations that the coming year will bring a bet- 
ter volume of business to the lumber trade— 
indications in the reports of these wholesalers 
in their round table discussions. The discussion 
Monday was led by L. J. Pomeroy, who a few 
months ago “graduated” from the lumber busi- 
ness when he liquidated the Landeck-Pomeroy 
Lumber Co. but who of course maintains his 
interest in the lumber industry. He was ap- 
pointed to the task for the day by the presi- 
dent, A. L. Copeland, sales manager of the C. 
H. Worcester Co. 


Doughboy Lumbermen Organize 


New York, Dec. 22.—During the World 
War two regiments, the 10th and 20th Engi- 
neers, Forest, were recruited largely from lum- 
bermen in the various lumber producing sec- 
tions of the United States and Alaska, and per- 
formed valuable services possible only to lum- 
berjacks. When the A. E. F. returned and 


were demobilized these men scattered once more 
to the far corners of the country. 
Now they are trying to come together again, 
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this time for a peace-time organization that has 
no dugout timbers to cut and no trees to fell. 
Sc-en former members of the two regiments 
met in a hotel here last Wednesday and made 
plans for the first meeting of the new associa- 
tion, which will be held during the annual con- 
vention of the Northeastern Retail Lumber- 
men’s Association Jan. 27-29, at the Pennsyl- 
vania Hotel. Headquarters will be established 
in a room to be designated at the convention 
information desk. It is hoped that all former 
members of the 10th and 20th Engineers, even 
if they are not in the lumber industry now, will 
drop in and register, 

In the meantime these veterans are asked to 
write to D. R. Meredith (he was with Hq. Co., 
20th Engineers), 205 East 42nd Street, New 
York, or to F. S. McNally (formerly of Co. E, 
10th Engineers), 5728 Grand Central Terminal, 
New York. The other five men who met with 
them were: E. C. Wemple, 4th Bn., 20th Engi- 
neers; Stephen F. Hogan, 44th Co., 20th Engi- 
neers; J. W. Tillotson, 7th Bn., 20th Engi- 
neers; L. A. Hold, Hq. Co., 20th Engineers; 
and G. A. Swanson, 7th Bn., 20th Engineers. 


Moves te evetion 


PHILADELPHIA, Pa., Dec. 22.—The Brown- 
Bates Co. has announced that on and after 
Dec. 29 its offices will be located in room 914, 
Market Street National Bank Building, at the 
corner of Market and Juniper streets. Its tele- 
phone numbers will be Rittenhouse 2491-2492. 





Lumberman’s Sons Fly to School 


TAMPA, Fia., Dec. 22.—Thirty miles is a 
long way to come to school every morning, but 
it is just a pleasant fifteen-minute hop for the 
flying Elsberry boys of Wimauma, sons of the 
president of the Elsberry Lumber Co. Bob and 
Haywood, twins aged 18, are attending business 
college in Tampa, making the return trip each 
day in their Great Lakes sport plane. 

About a year ago the boys enrolled in the 
McMullen aviation school in Tampa, and after 
completion of their course, Mr. Elsberry pur- 
chased a plane for them and constructed a 
forty-acre landing field at their home in Wi- 
mauma. Bob has a limited commercial license 
and Haywood has a private license. 

The boys have taken their father on several 
business trips by plane, as far north as North 
Carolina. 


Visits Friends in the East 


Huntington Taylor, of Sprague River, Ore., 
general manager of the Crater Lake Lumber 
Co., was in Chicago Thursday of last week, on 
his way back home from a month’s business 
trip in the East, and stopped in at the offices of 
the AMERICAN LUMBERMAN twhile he was in 
this city. Mr. Taylor has been an active factor 
in the American lumber trade for more than a 
quarter of a century, and he has an extensive 
acquaintance. This trip gave him an oppor- 
tunity to visit with many of his friends here and 
in the East, and the westerner has an abundant 
fund of information that makes him always a 
welcome visitor. 

Mr. Taylor is convinced that the industry is 
on the eve of better business, that sales and 
prices now are at the irreduceable minimum, 
and that it will not be long before lumbermen 
will be getting larger orders for quick ship- 
ment. The firm price policy of the western 


mills, he asserted, has been a real benefit to the 
trade. 





AT THE OFFICE of the Paine Lumber & Coal 
Co., Beaver Crossing, Neb., may be seen a sec- 
tion of an oak sill cut from a timber 20 feet 
long. It once was part of a house in Pawnee 
County owned by the first governor of Ne- 
braska, Gov. Butler. The piece on exhibition 
is 8x8 inches, 2 feet long. It is in a perfect 
State of preservation, despite the fact that it 
served in the house seventy years. The piece 
1s to be placed later in the museum of the State 
Historical Society at Lincoln. 


Notes From British Markets 


Lonpon, Enc., Dec. 1—Of the $37,000,000 
paid for timber which Britain has imported 
this year, over $5,000,000 was paid for builders’ 
woodwork. A large portion of this latter sum 
is represented by wooden doors, and it is under- 
stood that there is keen competition among the 
American, Canadian, Swedish and Russian 
manufacturers to gather in the cream of Brit- 
ain’s imported door trade. In this connection, 
an importer has stated that the Pacific coast 
producer is particularly well favored, for the 
Columbian pine door has advantage over the 
Swedish door in the matter of prices, and a 
similar advantage over the Russian product on 
points of quality. 

The steady request for red oak remains the 
most important factor in the present hardwood 
demand, with some request also for magnolia 
and gum. In general, the position of American 
hardwoods shows the maintenance of some 
slight improvement, and although the demand is 
still not large, it is admitted that prices are 
now at their lowest level and consequently 
buyers are able to purchase without fear of any 
further depreciation in values. 

The demand for pitchpine has suffered from 
a lack of large average sizes, but some bright- 
ening in this market may be expected with the 
recent arrivals of large timbers. 

During the last few weeks, say the cooperage 
people, trade has shown some improvement, and 
it is expected that this advance will at least 
be maintained. In slack cooperage, the past 
month is reported to have shown better results 
than for the previous half year, though trade 
is still on the quiet side. 

Complaints of “bad trade” of course, are al- 
ways with us, but it is generally conceded that 
the timber trade has suffered less from the 
present depression than the majority of other 
industries. 





Smooth End Trimming 


(By J. H. Miner) 

There are many methods of trimming lum- 
ber smooth so that it may readily be end 
marked. Any satisfactory method requires that 
the saw teeth be side-filed, parallel to one an- 
other. The accompanying line drawings show 
(1) the regular saw set; (2) the same tooth 
side-filed so as to leave a parallel-sided point. 
When side-filing is done accurately, it is the 
simplest and best preparation for trimming for 
end marking. 

















The sides of the saw 
should be dressed slightly 
every second time the 

| ¢ A teeth are sharpened. A 
smooth - cutting tooth 
dulls on the side as much 

hy as on the point. The 
side filing should be in 
the direction that the 

t g saw runs. C shows one 
side only set; this is for 

A the end saw, which 

should have a little lead, 

as shown by the dotted line A. This is very 
satisfactory, provided the saw is changed twice 

a day. The hammer set, even with a uniform 

or automatic set, will be found not uniform, 

though better than the regular set. 

Do very little side dressing in the first oper- 
ation, making sure that all the points are 
touched. This method has the advantage of 
leaving a little excess set, so that there may 
be several side dressings and sharpenings be- 
fore it is necessary to re-set the saw. There 
is nothing gained by too much parallel on the 
sides of the teeth. If the side dressing is done 
with care, the saw will cut smooth, though 
points of some teeth may show hardly 1/32- 
inch touch on the side. 

An ordinary 8- or 10-inch file, with a tin 
clip under it near the tooth, makes a guod side 
file. It is handy and, if used with care, with 
it the teeth will be made more uniform than 
with the regular side file. 





CHICAGO 





sPECIALISTS 
Sou Can Rely Upon 


Anything you need in Yard 
or Shed Stock can be ship- 
ped promptly from large re- 
serve stocks. Order the 
items you need in mixed car. 


Special attention given to 
LCL orders and shipments. 


Ask for Quotations Now. 


Gregertsen Brothers Co. 
332 So. Michigan Ave., CHICAGO 
Yards and Planing Mills, CAIRO, ILL. 





For Big Values in 
HARDWOOD LUMBER 


Send your orders to 


Maisey & Dion 


Owned and Operated by 
CISAR BROTHERS 


2357 South Loomis St., CHICAGO 
Telephone. CANal 1830, 1831, 0118 





WHITE STAR LUMBER COMPANY 


811 Roanoke Bldg., CHICAGO 
Phone Randolph 1069 
Manufacturers and Wholesale Dealers in Maple, Birch 
and Oak Flooring, Redwood, old growth Yellow Fir, 
Red Cedar, Northern and Western Hemlock, Pondosa 
and California Pine, Yellow Pine, White Cedar Posts. 
Exclusive agents for Redwood Manufacturers Co., and 
“Soo Brand’’ Maple and Birch Flooring. 





antiin Dried . ENGLEMANN SPRUCE 


W d t eptional quality ks in 
Sagulasnn linniea, Edin Untenn andl anne Plas, 


We represent Nicola Pine Mills,Ltd., Merritt, B. C. 
PAUL MILLER CO. 
LUMBER 
General Offices: 308 W. Washington St., CHICAGO 








PIKE - DIAL LUMBER CO. 
AND 
WESTERN WOOD PRODUCTS CO. 


High Grade Western Yard and Factory Stocks 
DOUGLAS FIR — SITKA SPRUCE 
From Our Chicago Yard or Direct From Mill. 
Phone. CANAL 0049 2251 So. Loomis St., CHICAGO 





BOOKS FOR LUMBERMEN— 
We have ’em right in stock. Write for catalog NOW! 
American Lumberman, 431 S. Dearborn St., Chicago 








COUNTERFEIT CHECKS 


are frequent except where our 


imitation isn’t 


ible. 
Sample if you 
ask for it. 


CHICAGO 
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Put in a 

Foley Saw Filing 
Service, and you will have plenty of lumber 
buyers coming in to have their saws sharpened. 
It will make new customers for you and bring 
old ones in oftener. 


FOLEY ix 
SAW FILER 







This 
ONE 
Machine 
Files 
All Hand 
Saws, Band 
Saws and 
Circular Saws 
Saw users like Foley-filed saws because they 
cut better, faster, cleaner, truer and stay sharp 
longer. You will like them, too. This new 


saw efficiency gives greater sawing production. 
Write for complete information. 


Foley Manufacturing Co. 


41 Foley Bidg., 11 Main St. N. E. 








MINNEAPOLIS, MINN. 








A New Book 


=r ese 


HOLT’S RAPID 
ESTIMATOR 


A REAL price-list covering houses be- 
cause of its size, its convenient indexing 
of the great mass of information which 
places at your finger tips and, of great- 
est importance, the ease and simplicity 
of keeping it up-to-date with constantly 
fluctuating prices and changing methods 
of construction, 


Every effort has been exerted to make 
this little book measure up to YOUR 





L of what is needed, every imag- 
inable precaution has been taken to in- 
sure the highest degree of accuracy in 


copying these tabulations from its par- 
ent book, “Automatic Building Costs,” 
so that these “cost-rates” will be just 
es accurate as those in that book proved 
to be in the two years it has been in use 
in every state in the U. 8S. A. and in 
Canada. 


While this book is only a small part of 
the “ABC System of Estimating,” it con- 
tains the most-used tables and gives 
simple rules for deriving other informa- 
tion contained in the enlarged works so 
that practically any house can be figured 
anytime and anywhere. 


This book will enable you to build up a 
reputation of being the “Building-Costs” 
expert in your community. Bound in 
semi-flexible red leather. 128 pages, 
2%"x5%", vest pocket size. 


$3.00 Postpaid 


AMERICAN LUMBERMAN 
431 So. Dearborn St. CHICAGO, ILL 




















Business Changes 


ALABAMA. Alabama City—W. F. Sims has 
purchased all stock in the Alabama City Lumber 
& Supply Co. and will continue the business under 
that firm name. 

ARKANSAS. Conway—Mrs. V. H. Wagner and 
associates have sold their interests in the Conway 
Lumber Co. to 8, A. Holt. 

Fayetteville—W. G. Barron Post Co. changing 
name to W. G. Barron Lumber Co. 

GEORGIA. Smithville—Charles King, of Cuth- 
burt, Ga., has sold the local plant of the King 
Lumber Co. to J. M. and R. I. Varner, who will 
operate under name of Smithville Lumber Co. 
Planing mill will reopen for business Jan. 2. 

ILLINOIS, Ashmore—Charles Kirchner’ suc- 
ceeded in lumber business by partnership consist- 
ing of himself and Roy Gill. 

Chicago—M, D. Reeder, wholesale and commis- 
sion lumber, moving office to LaGrange, III. 

Strasburg—J. C. Pfeiffer & Co. succeeded by 
Martin Pfeiffer Lumber Co. 

LOUISIANA. Arcadia—Harrison & Brunston 
Lumber Co. moving to Hazelhurst, Miss. 

MASSACHUSETTS. Malden—Hammond Lumber 
Co., retail yard, acquired by L. Grossman & Sons 
Lumber Co., of Quincy. 

MINNESOTA. Menahga—J. R. Delaney sold to 
Lampert Lumber Co., of Minneapolis. 

NEW YORK. Brooklyn—Brooklyn Consolidated 
Lumber Corporation; Louis, Joseph and Harry 
Brook have sold and assigned holdings to J. Her- 
bert Bate Co., of New York City. 

East Moriches—William H. Chapman & Son sold 
to Southampton Lumber Co. 

NORTH DAKOTA. Cummings and Sstirum— 
Thompson Yards (Inc.) closing retail yards. 

OKLAHOMA.’ Bristow—Pickering Lumber Co. 
and Spurrier Lumber Co. have sold their yards to 
local interests, 


SOUTH DAKOTA. Interior—James F. Sigrist 
(or Interior Lumber Yard) succeeded by P. J. 
Rock Lumber Co, 

TEXAS. Sour Lake—Fred L. Doucette sold lum- 
ber business to Rex Supply Co. 


Incorporations 


COLORADO, Denver—Jewett-O’Kelley Lumber 
Co., incorporated; capital, $25,000. J. H. Jewett, 
et al. 

Denver—Midwest Lumber Co., incorporated; cap- 
ital, $50,000; C. W. Richardson, et al, 

ILLINOIS, Beecher—Wilke & Rehn Co., incor- 
porated; succeeds partnership. 


INDIANA. Anderson—Atherton Lumber Co., in- 
corporated; 400 shares, prf., $100 par, and 6,000 
shares common, $10 each. William W. Atherton, 
et al. 


MASSACHUSETTS. Boston—Bay State Lumber 
Co., incorporated; capital, $20,000; Vincent J. 
Hoye, president and treasurer. 

MISSOURI. Bois D’Are—Burson Lumber Co., 
incorporated; capital, $10,000. 

Newburg—Newburg Lumber Co., incorporated. 

NEW JERSPY. Cedar Grove—Williams Con- 
struction Supply & Coal Co., incorporated; retail 
building materials, coal and lumber. 

NEW YORK. Brooklyn—Bay Ridge Lumber & 
Millwork Co., incorporated; capital, $20,000. 

Valley Stream—Maclode Lumber Co., incorpo- 
rated; capital, 20,000; Louis Proyect, Woodbridge, 

Y.; logs, lumber, shingles. 

WASHINGTON. Port Stanley—Port 
Lumber Co., incorporated; capital, $10,500. 

Tacoma—Brookdale Lumber Co., incorporated; 
capital, $5,000. 


New Ventures 


ARKANSAS. Buckner—W. T. Riggins Lumber 
Co. has started to manufacture lumber and dimen- 
sion stock. 

CALIFORNIA. San Diego—International Lum- 
ber & Supply Co. starting a retail building mate- 
rial and lumber business. 

FLORIDA. Tampa—Florida Lumber & Salvage 
Co. starting a retail lumber business. 

GEORGIA, Richland—R. D. Moore opening re- 
tail lumber yard. 

ILLINOIS. Galesburg—W. M. Barry Lumber Co. 
establishing a retail lumber yard. 

Shawneetown—J. H. Curry opening a retail lum- 
ber yard. 

KANSAS. Hugoton—Acme Lumber Co. of Tulsa, 
Okla., opening local yard. 

Kansas City—E. A. Stunz Lumber Co. opening 
new yard at 1420 N. 13th St. 

KENTUCKY, Benton—Bryan Henson has started 
a@ sawmill. 

Mayfield—King Specialty & Mfg. Co. opening 
wood specialty business. 

MICHIGAN. Buddington—City Lumber Co. has 
started a retail lumber business. 

MISSOURI. Kansas City—Thomas 8. Dennis has 
started a commission lumber and flooring busi- 
ness; address 5730 The Paseo. 


Stanley 





NEW YORK. Corbett—-Runnells Lumber (Co, 
headquarters, Walton, starting sawmill here, 

New York—Branch Lumber Co, starting a retajj 
yard. 

OREGON, Klamath Falls—Big River Lumber 
Co. opening retail yard. 

PENNSYLVANIA. Harrisburg—Peoples Lumber 
& Supply Co. opening retail yard. 

Lehighton—Penn State Lumber Co, opening re- 
tail yard. 


TEXAS, Vidor—W. L. Blanchard Lumber (Co, 
opening local yard. 
WASHINGTON. Arlington—Arlington Builders’ 


Supply Co. opening retail yard; George A. Reid, 
prop. 

White Salmon—O. E, Thomas starting a sgaw- 
mill and planing mill. 


Casualties 


KENTUCKY, Glasgow— Carpenter & Bayless, 
loss by fire in ax handle plant, $20,000. 


MASSACHUSETTS. East Lee—Lumber yard and 
box factory of D. D. Hopkins Co. and home of 
Mr. Hopkins destroyed by fire with total loss esti- 
mated at $100,000; not insured. 


MISSISSIPPI. Meadville—Lumber mill of E. H. 
Butler destroyed by fire; loss, $20,000; partly coy- 
ered. 

NEW YORK. Albany—Cameron Lumber Co., 
loss by fire reported at $40,000. 


OHIO. Cleveland—Ohio Lumber Co., loss by 
fire in planing mill, $2,500. 


PENNSYLVANIA, Dover—Howard E. Quickel, 
loss by fire, $50,000. 


TEXAS. Celeste—Lyon-Gray Lumber Co., loss 
by fire, $15,000. 
, Robert Lée—Newton Lumber Co., loss by fire, 
7,000. 


New Mills and Equipment 


NEW YORK. Potsdam—The new mill of the 
Elliott Hardwood Co. will be ready for operation 
early in 1931. Will employ about 75 men in the 
mill and 125 in the woods. Mill capacity, 25,000 
feet daily. Timber will be cut in vicinity of 
Grandshue and hauled to the main highway on 
sleds, thence to the mill by motor truck. Ma- 
chinery purchased, all motor driven. The Elliott 
Hardwood Co. was formed from the firms of C. H. 
Elliott & Son and the Sisson-White Co. 





Patents Recently Issued 


The following patents of interest to lumbermen 
recently were issued from the United States Patent 
Office. Copies thereof may be*obtained from R. E. 
Burnham, patent and trade-mark attorney, 1343 
H Street, N. W., Washington, D. C., at the rate 
of 20 cents each. State number of patent and 
name of inventor when ordering. 


1,767,327. Portable tie-boring machine. Jorge 
Triana, Bogota, Colombia. assignor to Track Spe- 
cialties Co., New York, N. Y. 

1,767,390. Gang saw. Charles F. Moses, She- 
boygan, Wis., assignor of 51/100 to Gardner Lum- 
ber Co. 

1,763,497. Woodworking machine, 
Aubertin, Valby, Denmark. 


1,763,500. Saw. Charles A. Bowen, Portsmouth, 
hio. 


Vilhelm T. 


1,763,760. Saw set. Freeman E. Collier, Min- 
neapolis, Minn., assignor to Foley Saw Tool Co., 
same place. 

1,763,928. Cutter-head quick release. Wallace 
D. Johnson, Beloit, Wis., assignor to Yates-Amer- 
ican Machine Co., same place. 


1,764,111. WBlectrically driven saw. Edward F. 
Manthey, Fennville, Mich. 
1,764,135. Choker-hook for logging industry. 


Donald H. Young, Berkeley, Calif., assignor to 
American Manganese Steel Co., Chicago. 

1,764,183. Guide for bandsaws. Glenn 4G. 
Rhinevault, Saginaw, Mich., assignor to W. B. 
Mershon Co., same place. 

1,764,242. Woodworking device. 
Lake City, Iowa. 

1,764,331. Matched hardwood flooring. 
Moratz, Bloomington, Ill. 
(1,764,397. Lumber loading roll. 
Everett, Wash. 


1,764,412, Ghingle. Charles J. Melby, Everett, 
Wash. 


Arthur Brown, 
Paul O. 


Emil Feldin, 


1,764,464. Machine for pending panels. Charles 
B. Norris, Grand Rapids, Mich., assigner to Has- 
kelite Manufacturing Corporation. 


1,764,507. Bench vise. Gus O. Danielson, Clarkia, 
aho. 


1,764,634. Saw guard. Frederick C. Kummer, 
Wauwatosa, Wis., assignor to Kerner Incinerator 
Co., same place. 

1,764,817. Log turner. 
Willamina, Ore. 

1,764,951. Attachment for saws. George Hare, 
St. Petersburg, Fila. 

1,764,965. Straight line overhead cut-off saw. 
Sern Madsen, Clinton, Iowa, assignor to Curtis 
Companies, same place, 


William H. Winters, 








Decen 


| 


Fol 


1x3” 
B&Bt 


No. 
1x3” 
B&B 
No. 
No. 


1x4” 


1x4” 


——— sss) oy 


— 


ans am he ee oo 








1930 





Co., 


"etai] 
mber 


mber 


; re- 
Co, 


ders’ 
Reid, 


3a W- 


and 
> of 
esti- 


cov. 
Co., 
by 


kel, 


fire, 


the 
ton 
the 
000 

of 

on 
Ma- 
lott 


en 
ent 


343 
ate 
nd 


rge 
pe- 


1e- 
m- 


in- 
0., 


ce 
r- 























December 27, 1930 AMERICAN LUMBERMAN 59 
I h k’ L b Pr 
Following are f. o. b. mill sales prices as reported from Kansas City, Mo., for the week ended Dec. 20: 

Flooring Finish, All 10-20’ Boards, S18 or 828 No. 1 Dimension, No. 2 Shortleaf Partition 
1x3” E.G.— B&better Surfaced: No. 1 (all 10-20’): S1S1E Dimension 8181E 1x4”— 
Bape, 100. «OR EE, ety eae 40.25 MOF. Scares 29.54 Short- Long- | 2x 4”, 10’...... 15.49 | B&Btr ........ 33.45 
No, 1, 4 ~ ah aes ioe? oc. s 2S Se ee ee 34.09 leaf leaf Wists. Yd oe ee 30.00 
No. 2, 6-20’.... 33.25 1x5 and 10”. 46.23 1x12” ....... 43.94 | 2x 4”, 10’..19.68 20.25 gee 16.96 asicall 

“Ww — en hageek © ° , , Tro 
1x3” F.G. : 5/4x10 & 12”. 68.08 No. 2 (all 10 to 20’): 12’..19.72 20.00 18O80’ .:...S<0 17.97 p Siding 
B&Btr, 10-20’... 33.45 6/4 & 8/ mn wae 16’. .20.81 23.00 | 2x 6”, 10’...... 14.95 | x6”. 10-20'— 
No. 1, 10-20’... 30.17 0&12” 15 x OL ha : 18&20’. .22.42 28.00 ee 14.88 posite pars 
No. 2, 6-20’.... 19.38 1x10” .....+- 15.18 | 9x 6”, 10’..14.00 18.75 ee , 14.04 EB cee esses 
Casing and Base 1x12” 17.65 , No. 1 30.83 
1x4” E.G.— iin... 5 | See weer am 12’..17.00 18.47 188400" |... 14.89 GO SF evcocevserce ° 
B&Btr, 10-20’... 66.46 7 No. 3 (all 6-20’): 16’..16.19 19.92 | 2x 8”, 12’...... ot yy oe Baer srtes 20.89 
’ 4 and 6” . 46.12 f : 

No. 1, 6-20’.... 50.75 OF osdere rts 45.60 eee 9.92 18&20’..17.51 22.00 16’...... 15.26 Longleaf Timbers 
No. 2, 6-20’.... 26.00 5 and 10” ... 49.82 1x10” ....... 10.28 | 2x 8”, 10’. .18.00 30020")... 15.00 
1x4” F.G.— Fencing, $18, 10-20’ SSH nkosi 10.29 1, Se ass ag caves —_ No. 1 Sq. E&S : 
B&Btr, 10-20’... 33.74] no 4 ghipla 16’..18.73 22.53 | 1 oenees , S48, 20’ an 
No. 1, 10-20’.... 29.04] aygr 29.02 iin 18620’. .18.84 24.50 | 2x12", 16°...... 20.00 under: 
No. 2, 10-20’... 19.85 OE as ale § 29.04 | No. 2 (10-20’): 2x10”, 12’..24.81 26.50 18&20’...... 23.00 "* eee 25.35 

Ceiling No. 2—  o.s.ca ee on 15.27 16’. .25.28 31.00 No. 3 Dimension IO et aie oe 34.50 
%x4", 10-20’— ns de Lege 1x10” ....... 15.50 ISRR0 kiss SRM ee... oe: it ee te 45.50 
SD dsvveens a ge ge : No. 3 (all 6-20") 3x12”, 13’. .29.18 88.00 | 2x6" .......... 9.95 
OS Ree 22.00 Same ion SS) 9.40 GOP, Seta ca 9.79 16’. .31.00 45.00 | 2x8” .......... 12.75 Plaster Lath 
SO.. & gmnetia ot 14.86 Ie. Si ckenee 11.96 CD edi 11.40 18&20’. .31.25 ST -pucnkeoss 13.25 | No. 1, %”, 4’... 2.48 














NORTH CAROLINA PINE 


Following are typical average f. o. b. Nor- 
folk prices made during the period Nov. 1 to 
30, inclusive, as reported by the North Caro- 
lina Pine Association: 


Rough 
Edge 4/4— 
SE lb. n.d'e we eulehe eecws as8 8 Calton $42.15 
I <a coiatadoa hr exi: ecbte verona ls WT iacan ania. 0 ap a eae 26.60 
Manis ae baknth iret an eaiak-wdreds dmaiece 19.95 
ae a ae a Pe eee 16.75 
No.1 No. 2 
Bé&better No.1 box box 
OO ere a ee 5 $44. sows eee 
7 aoe ania aman e 43.0 amine —y fei 
aa” ~«thhoeeawe 43.00 32.75 22.85 19.05 
ew” sceeeteneeil 43.3 = — — 
Ae ows eee sees 45.05 35.45 23.05 19.00 
Sn ig ine ete sored 47.90 36.85 22.95 19.20 
gl RS eae 61.65 44.40 26.50 19.90 
Edge, B&better— 
SE 4nos Gabld 4 edn kh ceckdadh os deneeewene s 
| eer rnones es er ‘a5 
DDE” seduce dkeécssdedwe 46 des Seeks cc 62.35 
Se 26 6a dab wa dbnd 6 cade vo Senleliceias 49.55 
Bark Strips— 
ew Pe ee ee ee eee $28.25 
Sip bkewe veN ewes weuvehsscenss ete 10.80 
> eee 2%” 3” 
Flooring— Wide Wider 
Bebetter Os badd ee ake $39.00 $38.00 
No. 1 common, i. piiawe 35.00 33.25 
No. 2 common, }##”...... eae 23.90 
2%” 3%” 
: B&better, 8” .ccciccces 38.55 36-35 
&better, bark strip partition.......... 30.50 
Box bark STE, MPO cS omceecuccees ett 
No. 2 Air 
Roofers dressed dried* 
in 6” } danke denen eeede eee $22.90 $14.05 
a 0 Cent ie oe tied eae ¢ eect 21.95 14.45 
in ip TUSPO CCC CCC Oe See eeces 23.25 15.15 
GEER AAOES AD AER A i 2 26.95 16.05 


*F. o. b. Macon, Ga. 


WISCONSIN HEMLOCK 


Following are f. o. b. Wausau, Wi + 
1 Hemlock Boards, S1S— oo 





No. 1 . 

“40 8’ 10,12&14’ 16’ 
zm A gt bandesvebseas $24.50 $25.50 $26.50 
ie ee 28.00 29.00 30.50 
hop ee 29.00 30.00 31.50 
| ee 31.50 32.50 34.00 


on 
Oo 


2. 33.50 35.00 
For shiplap or flooring, add 5 
Prices on No. 1 boards. ” Breas Ss 


No. 1 Hemlock aon ee er om 


ee 


2x 4” $29°00 $29.00 $294 4 
aoe i 00 $291 00 30.00 
= 6” eee 37.00 28.00 28.00 28.00 y+ 
= 8” 28.00 29.00 29.00 29.00 30.00 
ae. 28.00 31.00 32.00 32.00 31.00 
x12” ... 28.00 32.00 32.00 32.00 32.00 
For No. 2 dimension, deduct $2.50 from 


price of No. 1, 





INLAND EMPIRE PINES 
[Report of Last Week Repeated] 


Portland, Ore., Dec. 17.— Following f. o. b. 
mill prices on actual sales were reported to 
the Western Pine Manufacturers’ Association 
by members during the three days ended 
Wednesday, Dec. 17. Reports of prices shown 
on 82S include sales of stock worked other 
than S2S on which the prices have been re- 
duced to an S2S basis by using the working 
charges shown in the Western Pine Manufac- 
turers’ Association lumber price list of July 
15, 1926. Prices of selects and random length 
larch and fir include sales of specified length 
stock with the prices reduced to the random 
length basis by using the sorting charges 
from the same list. Averages include both 
direct and wholesale sales. Where prices 
shown are net to wholesaler they have been 
increased by 5 percent of the estimated mill 
price. RL means random length. AL means 
all lengths, regardless of whether random or 
specified lengths are called for. Quotations 
follow: 

Pondosa Pine 
INCH SELECTS AND CoMMON, S2S— 
6” 8” 10” 12” 

C selects RL..... $43.56 $45.32 $55.43 $77.04 

D selects RL..... 29.11 28.14 38.51 60.19 

No. 1 common AL 32.37 31.00 40.00 44.00 

No. 2 common AL 25.44 23.51 23.20 28.36 

No. 3 common AL 17.01 17.13 16.53 17.25 
SHop, S2S, 5/4 anp 6/4— 

No. 1, $28.00; No. 2, $16.50; No. 3, $11.50 
Se.ects, S2S, 5/4 anp 6/4, 4” AND WIDER— 


C select RL...$60.00 D select RL...$40.29 
WE, CI Fis a vicdcdtchoveesivescess $27.00 
No. 4 Common, 82S, RW, RL........... 9.71 


Idaho White Pine 
INcH SELECTS AND Common, S2S— 
6” 8” 10” 33° 


CE. BE 0 oa: . 0 0es $108.00 
D selects RL.... 40.46 41. 84 45. 35 80.50 
No. 1 common AL 39.50 ..... chee 72.00 
No. 2 common AL 30.34 30.05 30.24 38.71 
No. 3 common AL 19.02 20.52 20.02 24.03 


Se.ects, S2S, 5/4 anp 6/4, 4” AND WIDER— 


ee Nee ee ee eee a ee $67.50 

No. 4 Common, S2S, RW, RL........... 12.50 
Larch and Fir 

No. 1 dimension, 2x 6” 16’......cscees - «$12.27 

No. 1 dimension, 2x10” 16’.........e.00 15.50 

Vert. gr. flooring C&btr. 4” RL.......... 38.50 

Drop siding or rustic, C&better, 6” RL.. 22.50 





ARKANSAS SOFT PINE 


Following are average sales prices, these 
f. o. b. mill figures being based on shortleaf 
weights, obtained by Arkansas soft pine mills 
during the two weeks ended Dec. 6 and 13: 


Flooring 

1x3” 1x4” 
Edge grain—Bé&better........ $62.75 $59.50 
Flat grain—Bé&better ........ 34.50 32.50 
ae BPP ae: is Sexe 29.00 
i en ete Sea 20.50 

Partition and Siding 
Drop siding, B&better, 1x6” .......... $34.75 

Pinish and Moldings 
Bipatter; TSR on cksi csc cdeevscer $51.50 
Cape ane base; 1508? 2. cidrecissacces 57.00 
Discount on moldings, 1%” and under.. 45% 
1%” and over... 40% 

Boards and Shiplap 
Boards and shiplap, No. 1, 1x8”........ $28.00 
Boards, No. 2, 1x12”, ete ST Tanck sates 21.00 
Shiplap, No. 2, ty paste AE ERRS « 15.25 

sdinianant 
Pee.. S, Bee Oy TS: OO: Oe tals iva ccd ldawe of $17.25 
OE Ae eS "ee 18.50 
ee ee ee cs na seh ees so he 28.50 
No. 2, 2x 4”, a ee ere 15.50 
eg Se OP. Bras vesiescetsanrien 19.75 
Lath 

Sh, Se RE nc wabnee b+ 044s banneiied $2.40 





ENGELMANN SPRUCE 


Prices f. 0. b. Cheago on air dried Engel- 
mann white spruce boards, D&M, shiplap, drop 
siding and ceiling 


Inch— 4” 6” 8” | ee ot 
ae ty 6-16’.$42.00 $46.00 $46.00 $67.00 $82.00 
wee * 6-16’. 41.00 62.00 77.00 


1, 6-16’.. 40.00 
No. 2, 8-16’.. 40.50 38.50 38.50 
No. 33.00 


» 8- + Fr 50 ls 
No. 4, 4-20’.. 27.00 29.50 29.50 


5&6/4, 6-16’— ago 4,6&8” 10” 12” 
Dé&btr aaa + | $68.00 $71.98 iy: 
No. lehir:: PU 00 75.00 
eaten: ae $0.00 83:00 73.00 
For 5/&6/4 in No. 2, 4-inch, add $6; 6-inch 
add $9; 8- ee on $6; ‘Lo- inch, add $8; 12-inch, 
add $6; .N 3, -, 8- mim 10- inch, aaa $7.50; 
i2-ineh, ada $8; te 4, 
§Furnished when dk: 
*Contains 40 to 50 Pot cent Dé&better. 


wre 


Dé&better, No. 1 and 


better and No. 1, add for 16-foot, $5; for other 

jonas including 18- and 20-foot, $2. In No. 

add for 18- and 20- foot, $2; other lengths, 3 
%-inch, od ‘lengths, 3- to 

foot, but not over 20 percent shorter oe 


10-foot: 
D&btr., 4-inch..$28.00 1, 4- {nch.......$18. 90 
* $7.45; No. 


6-inch.. 31.00 6-in Bess. 
aay =? and pine, 4-foot; No. 1 
, 











ae 


j 
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DOUGLAS FIR 


[Special telegram to AMERICAN LUMBERMAN] 


Portland, Ore., Dec. 22.—F. o. b. mill prices 
on actual sales of fir, Dec. 19, 20 and 22, direct 
only, straight and mixed cars, reported by 
West Coast mills to the Davis Statistical Bu- 
reau, were as follows: 


Vertical Grain Flooring 


B B&btr. ¢ D 
SP $34.00 $31.50 $20.50 oun 
nt es ¥.e0bss oees 31.50 neds 
a a ite ad 33.00 

Plat Grain Plooring 
men sseeceve 16.75 16.25 
at ¢¢swate an 21.50 20.00 
Mixed Grain Plooring 
ae ee ecae 12.25 
Ceiling 
castes 18.00 13.75 
i. dteonete we 19.75 12.50 
Drop Siding, 1x6” 
Se os daeae en 21.00 19.00 ie 
eRe ae 21.00 20.00 on 
Mr) tenesnews eee aes éve< 12.25 
Pinish, Kiln Dried and Surfaced 

1x6” 1x8” 1x12” 

B&better ....$33.00 $35.50 $47.25 
Common Boards and Shiplap 

1x6” 1x8” 1x10” 1x12” 
ES ee $12.50 $13.00 $13.50 $15.50 
me D seeccat 7.50 6.75 8.75 11.00 
eS weae ees 5.00 5.00 5.00 etee 

Dimension 


12’ 14’ 16’ 18’ 20’ 22&24’ 26-32’ 


4” $12.75 $13 BP OGL TO OGD sess. snes 
6” 11.75 12.00 13.25 13.25 13.50 $16.75 $17.25 
8” 12.50 12.50 13.25 13.50 13.50 16.25 17.00 
”" 13.25 13.50 14.00 14.50 14.25 16.75 17.50 
12” 13.50 13.50 14.75 14.75 15.00 17.00 18.50 
2x4”, 8’, $13.00; 10’, $12.75; 2x6”, 10’, $10.50 
Random— 2x4” 2x6” 2x8” 2x10” 2x12” 
No. 2 $6.25 $6.00 $7.00 $12.00 $10.50 
BO aces Ute 5.50 ‘eae py is 
No. 1 Common Timbers 
3x3 to 4x12” to 20’, surfaced.......... $16.25 
Be to 13213" toe 40’, FOUBM....cccccccce 13.50 
5x5 to 12x12” to 40’, surfaced.......... 16.25 
Pir Lath 
Re PR ee oo eee $2.75 
B&better, Flat Grain Car Siding, 9 or 1 
DT. hgcddike beddn at ase OU aiam oases omic $20.25 
DE? ¢etertesnn ti waehs o.4 bee awakes odes 26.00 





RED CEDAR SHINGLES 


Seattle, Wash., Dec. 20.—Eastern prices per 
thousand (shingles packed by the square are 
approximately 5 cents over straight car prices) 
f. o. b. mills are as follows: 


Pirst Grades, Standard Stock, Straight Cars 


ee $1.45@ 2.35 
ON ER PCI O Re 1.55@ 2.20 
TOE hs ahi ace diana gh ied 2.15 3.25 
Burekas, slash grain............. 2.35 2.95 
nee Pe iain se pate ot 3.15 e+ 


i. in és we eeeeeniae 7.00 
Dimension, 5/2, 16” 2.25 


Pirst Grades, Standard Stock, Mixed Cars 


Mixed with Mixed with 
cedar lumber fir lumber 
2.35 $1.55@2 


Extra stars, 6/2....... $1.50 \ .35 
Miztra CIOMrS ...cccccce 1.60 @ 2.20 1.65@2.30 
Pte: wédaeseah 2.25@3.25  2.30@3.26 
Dr? i. bosews cteacs 2.75 @3.00 
POCEOOUIORS on cccccccts 3.25 @4.25 3.55@ 4.25 
Royals, 24”, A grade.. 7.75 
Dimension, 5/2, 16”....2.40@2.60 2.50 
Pirst Grades, Rite-Grade Inspected Stock 
Ts a a es eu $1.55@ 1.60 
Extra clears: 
75% premium clears............. 2.40 @3.00 
50% premium clears............. 1.95 @ 2.35 
XXXKX Je a 2.30@3.25 
Eurekas (75% vertical grain)...... 3.00 
Py | ca» ehscdcsee obese bac «ees 3.25@4.25 
Dd. pba bdde 666 ede edeedectee 7.60 
Second Grades, Standard Stock, Straight Cars 
Ss MOOR OEE cs cctcesceddexe $1.05 @1.25 
Common etars, 6/3... ..ccsccvceces -90@1.50 
ED | neg aa walls cee alia 1.30@2.00 
nt i Sie in. 5 ae Ui dd bes a é J 
eR FO a eee re 2.05 @2.50 


Second Grades, Standard Stock, Mixed Cars 
Mixed with Mixed with 
cedar lumber fir lumber 

Common stars, 6/2....$1.00@1.25 $0.90@1.25 

Common stars, 6/2.... 1.10@1.50 1.560@1.55 

mon clears ....... 1.45@2.00 1.35@2.00 

No. 2 perfections...... 2.25@2.50 2.50 





CALIFORNIA PINES 


The following average wholesale prices 
f. o. b. mills, those on commons covering 
l-inch stock only, were reported by the Cali- 
fornia White & Sugar Pine Manufacturers’ As- 
sociation during November. 


California White Pine 
No. 1&2-clr. Csel. Dsel. No. 3 clr. 


eabee sweet $59.00 $55.50 $37.00 $27.50 
|, See re 57.55 65.35 36.85 41.85 
Ok «adware asiite 55.85 46.25 30.05 41.55 
BPG. eccanasces 65.40 55.85 37.55 49.75 
ornia e 
aes 89.90 78.05 57.05 37.15 
mee seas sa eure 83.25 70.35 52.50 51.85 
GE tecbdee ane 83.20 59.80 40.55 51.40 
7 Sra 93.65 76.10 60.40 63.85 
White Pine Shop Mixed Pines 
iach common. 012-15 Common— ‘ te 
oO. . xa.w. e y) 
No. 2, 6/4 xa.w. 17.30 6” ....$23.95 $15.85 
Panel, C&better ” iccce Be 16.35 
a” SEW. sacs 63.20 10” .... 23.55 16.35 
Pine Shop 12” .... 25.65 15.50 
Inch common...$26.80 Box— 
No. 1, 5/4 xa.w. 35.15 Ok « Rescuneueus 21.50 
No. 2, 6/4 xa.w. 22.05 a vee ~ ve La 
White Fir ev. ng, x6”— 
C&btr, all sizes. $52.35 een oo S818 
No. 8&better, j  — VUeeseereceees . 
DET 020% 19.90 Lath— 
No. 2&btr. dimen., sapere 2.45 
BR.W.ccee 11.30 i SSS ee 1.55 
Cc me” «neeeesees 90 
Pencil stock....$25.10 No. 1 dim., 
Au n SBOE co cencn 17.80 
i pines— $46.50 _ li ear 16.35 
BR. Weeeveess 
5/4 Xa.w........ 48.45 Douglas Fir 
en Ms owe aan 37.95 Cé&better ...... $36.90 
OF6 Diicee coves 56.55 Dimension ..... 18.75 





WESTERN RED CEDAR 


Seattle, Wash., Dec. 20.—Prices for red 
cedar siding in mixed cars, new bundling, 8 to 
18 foot, f.o.b. mill, are: 


Bevel Siding, 12-inch 


Clear sad Nd “BRB” 
epee $30.00 $27.00 $20.00 
PD: dw amaeteeuee 31.00 28.00 23.00 
PE. «xsnbeoaras 33.00 29.00 24.00 

Clear Bungalow Siding 
%-ineh %-inch 
DE. useissdves senivececeoee $33.00 
Ee osecece Se 43 
12-inch piece eeksnnees - 65.00 oneee 
Finish, B&better 

$28, S4S 
or Rough 
DOME \Kedesdecewsboadessouvesseanueunt 60.00 
Dt. bax wanewaees i andi Oe ian Seta «++ . 65.00 
1x12” Set ehaecnbebedhs cééubenedea -» 75.00 
DE tust<cekewews ctesebdcntessoee8es - 85.00 
SE -coe neu tieth «inh sos vee ciewn aan -+ 90.00 

RE EP laa cieninnn awe 95.0 
Se tveeedi ery abandeeneeee ° - 100.00 
ET ote hd inna wks oeee we casuee «+ 105.00 

Clear Ceiling or Flooring, One Side V or B 
S50", 8 WP BP cccevecs Ev b+ ckbendeewes - -$45.00 
Be > © Gk cle cetWhevercerosce cooee Cae 
Discounts on Mouldings 

Made from 1x3” and under.......... 2022 250% 
Made from other sizes.......... ES iy. 40% 


For 50,000 feet or more, additional dis- 
count ‘ 


Clear Lattice, 848, 4 to 1¢ 


100 lin. ft. 
Br lnccwcccseves CObSed ede cesevrseeetees $0.30 
DT - cccccccdeserccesetereceos eccccee coe 240 
PUR. .0ahocepensleveatteeectcecvecetsaes - 50 





WEST COAST SPRUCE 


[Special telegram to AMERICAN LumBEeRMAN] 


Portland, Ore., Dec. -23.—The following are 
prices for mixed carlots prevailing today: 


Finish— Factory stock— 
Bae -Areced $55@63 4/4 ...$25.00@27.00 
1x4—10” ... +++ 30.00@35.00 

-.- 36.00@35.00 
-- 30.00@35.00 


%x6”, Flat gr. 26.00 Lath ... 3.00 
Green box 16.00@18.00 


Vert. gr. 28.50 





WEST COAST LOGS 


Everett, Wash., Dec. 20.—Log quotations: 
Fir: No. 1, $24; No. 2, $17; No. 3, $11. Few 
sales are being made, and most of them at 
below list. 

Cedar: Rafts of shingle logs only, $12; lum- 
ber logs, $24. 

Hemlock: No. 2, $12.50@13; No. 3, $10.50@11. 

Spruce: No. 1, $25; No. 2, $18; No. 3, $12. 





NORTHERN HARDWOODS 


Following are prices of northern hardwoods 
f. o. b. Wausau, Wis.: 


AsH— 
FAS Sel. No.1 No.2 No.3 
4/4 ...$ 65.00 $ 55.00 $ 48.00 $ 37.00 $ 22.00 
5/4 ... 75.00 65.00 60.00 41.00 22.09 
6/4 ... 90.00 75.00 60.00 41.00 22.99 
8/4 ... 100.00 85.00 70.00 45.00 22.09 
BircH— 
4/4 ... 87.00 67.00 42.00 28.00 21.09 
5/4 ... 90.00 70.00 48.00 35.00 21.09 
6/4 ... *93.00 *73.00 56.00 37.00 91 00 
8/4 ... 97.00 77.00 68.00 44.00 93 00 
10/4 ... 107.00 97.00 88.00 659.00 
12/4 ... 112.00 102.00 93.00 59.00 
16/4 ... 157.00 142.00 128.00 oreen 
OFS cca - -taee 58.00 32.00 23.00 
3/4 ... 76.00 61.00 36.00 23.00 


*Straight cars of selects (may be mixed 
thicknesses in one car), 4/4, $65; 5/4, $67; 6/4 
$70; 8/4, $74. . 


Standard stock, select and better, 4/ and 5/4 
contains: Widths, 45 percent 8-inch and wider, 
including 10 to 15 per cent 10-inch and wider. 
Lengths, about 45 percent 14- to 16-foot. For 
each additional 10 percent of 8-inch and wider 
add $2.50; for each additional 10 percent of 
14- to 16-foot, add $2. 

Price of No. 2 and better, 1x4 inch and 
wider, 4- and 6-foot lengths, $32. 

For select red, add $15. 

Rough birch, 6- to 16-foot, 1x4 inch, two 
face clear, $72; one and two face clear, $57; 
1x5-inch, two face clear, $87; one and two face 
clear, $67. 


Sorr Marptze— 


4/4... 65.00 655.00 42.00 26.00 20.00 
5/4 ... 70.00 60.00 48.00 33.00 21.00 
6/4 ... 82.00 72.00 60.00 35.00 21.00 
ose sii Bt 77.00 67.00 39.00 21.00 
Sort ELmM— 
FAS No. 1&Sel No.2 No.3 
4/4 60.00 40.00 25.00 22.00 
5/4 70.00 50.00 28.00 24.00 
6/4 75.00 55.00 28.00 23.00 
8/4 .. 80.00 60.00 36.00 23.00 
10/4 ... 90.00 70.00 40.00 + eeu 
12/4 ... 100.00 80.00 45.00 . 
Rock EtmM— 
FAS Sel. No.1 No.2 No.3 
4/4 80.00 aw sa 55.00 27.00 19.00 
5/4 85.00 60.00 30.00 20.00 
6/4 90.00 65.00 30.00 *20.00 
8/4 95.00 75.00 38.00 *25.00 
10/4 ... 105.00 eeoee © 8.5.00 §=—s 8.00 sal 
12/4 ... 115.00 Pe 95.00 57.00 *30.00 
*Bridge plank, add $4 to No. 3 price. 
Basswoop— 
4/4 ... 170.00 60.00 44.00 26.00 20.00 
BFE 6c. Taue 62.00 50.00 28.00 23.00 
6/4 75.00 65.00 54.00 32.00 23.00 
8/4 83.00 73.00 58.00 34.00 24.00 
10/4 90.00 80.00 65.00 45.00 ooean 
12/4 100.00 90.00 75.00 55.00 é 


Keystock, 4/4, $72; or on grades, FAS, $82; 
No. 1, $62; 5/4, $78; or on grades; FAS, $88; 
No. 1, $68. 

One and two face clear, 6- to 16-foot, 1x4- 
inch or 1x4-5-inch, $65; 1x5-inch, $70. 


RED OAKk— 


4/4 ... 90.00 70.00 55.00 35.00 16.00 
5/4 ... 95.00 75.00 65.00 40.00 20.00 
6/4 ... 110.00 90.00 75.00 45.00 20.00 
8/4 ... 115.00 95.00 80.00 50.00 21.00 
HarRD MAPLE— 
4/4 70.00 60.00 47.00 36.00 15.00 
5/4 85.00 65.00 50.00 38.00... 19.00 
6/4 90.00 70.00 55.00 36.00 19.00 
8/4 95.00 75.00 65.00 37.00 19.00 
10/4 115.0 95.00 80.00 50.00 oan 
12/4 ... 130.00 110.00 95.00 52.00 
16/4 ... 175.00 155.00 135.00 acai 
Harp MAPLE RouGH FLOORING STOCK— 
No.1 No.2 No. 3A 
$15.00 $35.00 $25.00 
OOS Scene cd odones stars 45.0 * . 
5/4 Lawes tatesbueed vets 48.00 38.00 28.00 
0 ee ee sodas 38.00 28.00 
‘Z Shes No. 2 and better 
I Oe ae en PY eee TY TT $38.00 
DP c +. ct Dade of oe w RET omnes 6ose ae Re 47.00 
FAS Sel. No. 1 No.2 No.3 


6/4 ....$70.00 $60.00 $50.00 $35.00 $22.00 

Regular stock contains 50 percent or more 
14- and 16-foot, and the following percentages 
of 10-inch and wider: 4/, 10 percent; 5/, 6/ 
and 8/4, 20 percent; 10/ to 16/4, 30 percent. 


Additions for special widths of No. 1 and 
better in all hardwoods, standard lengths, are: 
8-inch and wider, $12; 10-inch and wider, $30; 
12-inch and wider, $35. 
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SALES PRICES OF SOUTHERN HARDWOODS 


Following were sales prices of southern hardwoods received during the week ended Dec. 16, Chicago basis: 








4/4 5/4 6/4 8/4 4/4 5/4 6/4 8/4 
FicureED Rep GuM— MIXED OAaK— 
Qtd. FAS...106.75@116.25 2... . escent eee eeeee eee teneeeneees Sd. wormy. 30.00@ 35.00 ............ > Sa Mee | oun eemes 
Pin. \, 3S) |. Sere eC) eo. ee ee ee) See ee ee rd ee ee ee PoPpLAR— 
Rep GUM— Pin. Box bds. 
Qtd. FAS.. 78.00@ 90.50 86.75@ 96.50 86.75 80.00@ 86.75 13-17” >. Serer Cis ow Ene ee eRe ewévc tba 
No. 1&sel. 47.75@ 49.50 .....ceeeeee 59.75 59.00@ 63.75 ee a Sg ecb eee 
Pin. FAS.. 75.00@ 85.75 80.00 91.00 86.75 Saps&sel.. 51.50@ 52.50 51.00@ 67.00 51.00@ 53.50 51.00@ 53.50 
No. 1é&sel. 44.50@ 52.00 .......+---- 59.25@ 59.75 63.50 No. 1 com. 40.75@ 42.25 39.00@ 42.00 ............ 45.25@ 57.00 
No. 2 Se ee Fe eer e” Se acs oe ae. sew wba eau ows PEO, ABs, 5. ee I Ce, Gi caw tmecces covtouwnceeae 
Sap GUM— WEG, = eee a a Ea Ah aS cx ced pckkos consdcdwacel 
a ee! U8! Beer eee ee ee ee AsH— 
No. 1&sel. 38.50@ 40.75 ............ 40.25 38.25@ 44.75 WAS occu: Ree a Bre Pe, oO En 2 Ee 
Pin. FAS... 43.25 47.00@ 48.25 se eeeeeeeee caeeecereres Sie. SURNin sR re ee he cca ee 
No. 2 . £4.36@ 35.00 26.50 — == avcccvcresen cvvessesress Sorr MarpLE— 
BLACK GUM— FAS ...... iy eT er. Sas cal 
Qtd. FAS... ....--.s-ees 49.50 sh Bie CN RR ee act eee en aan cht ate ia ed 
Se ar ey . See. 1 8 + (Seeneneedeme— open Buscu— 
TUPELO— DOR secica OR 5?) ace Pa ee ee fe aR ern eee 
Pin. FAS... 38.25 @ 43.00 eeceeeeeeresee se eeeeeeeeee ee ee eeeeeeee No. 1&sel lean, “ay ns le a. ase oe a ee ee a 39.00 ER 
“i a | re eT ee ee er ae Sides Dietins 
WHITE OAK— No. 1&sel wee. | oS gaat tact — die Repth debe. + holes oat e eee 
Qtd. FAS..115.00@132.25 128.50@130.75 137.75 153.25 Cormoerweee— 
in © cog Ee. 1S. omeeeWadsebic  ) asegdigs stata eee san.< eee 
Pin. FAS... 79.50@ 91.25 92.25@101.00 95.75@106.00 ............ Box bds, 
No. 1&sel. 46.50@ 67.25 65.00@ 75.50 80.00 80. vated 87.75 Pe ear ee eo ee ee a ie hE ee  cigrilaaaen 
No. 1 com. 43.00@ 48.00 53.75@ 59.00 ........c000 covceveceves VaR io dead ce eheh dock awe e es ¥ee! <pactenrns ee 
No. 2 « ee ee EEL 8 wm cern cc tere | Serer des ties No. Ses Fe a ete he wa kia 0 0260 bees. ebhde ne eebel 
No. 3, fig. 23.00@ 26.50 30.75@ 32.75 ......ceeeee  seeeeeeceees TO. BD osc cs PRU eae a so wale owes le aie ib we 
Rep OaAK— WILLow— 
ae FAS.. 82.75 ae | ot Sb wdeccdbud endesaten nes em, BO. 3. Be a ek ch cet ameve kee. ena en rede an eee 
No. 1é&sel. aces cs saw a wle eel) See cane Cadek hh Se eRer ewer ce MAGNOLIA— 
No. Se 0 li itsti(‘“‘“(#$ 6B OOSSGCOECSS SR §  Crentcoeevse BSERSSED eR O00 FAS 61.50 
s: 59.75 71.75 75.75 8 ape NOR 93 ue o? cine © # oe... ma ~~) S869 E2204 0828 . - 0096656076466 . Beene ese ese 
7 Fas. o0.00e 54.00 ta 46.00@ 62.00 65. ce 78.75 No. 1&sel... 37.00@ SEE ott ca ek keh. peepee dee cena. bab emesesene 
We, SOO costeveswuus Sw 8 i‘(‘#U S \mwwceetitw » Sgniegets COMO 3 0.9 96 Gee I, esac s Se is ie be sa 5 Se eae kh. ohlen Oe ree 
CHESTNUT— 
OAK FLOORING APPALACHIAN HARDWOODS -sras......... 15@ 80 90@ 95 100@105 
No. 1 com..... 45@ 50 54@ 59 60 @65 
Following are carlot quotations, Chicago Cincinnati, Ohio, Dee, 22.—Average whole- on bd om 22@ 23 22@ 23 22@ 238 
basis, on oak Scoring: | n ‘ » | Sale prices, carloads, Cincinnati base, on Ap- 0 °3 com... 30@ 33 84@ 37 38@ 40 
ist ata. wht.. . $196.00 a $22.00 KN palachian “soft texture’ hardwoods: No. 1 & btr. sd. naw tne eee 
ist qtd. red 9.00 74.00 68.00 63.00 | Puain WuITs OakK— . wormy ...-. @ @ 
Gata ai: 88 GE HES a Shon silts euatdane "Fangs & Bo 2 
n td. rr : . as. ° i |) rere 0 95 $110@115 $120@125 ane oO. 
1st pln. wht.... 83.00 63.00 60.00 48.00 No. 1 comésel. et 53 $ a39 68 $ 8 80 ois & wdr...140 16 
lst pln. red..... 71.00 63.00 658.00 652.00 No. 2 com..... 34@ 36 aS wae Gi bea 0@100 105@115 120@130 
2nd pln. wht.... 58.00 53.00 42.00 41.00 No. 3 con..... 24 26 26 28 26 28 Samed & sel.. 70 90 105 
2nd pin. red.... 657.00 53.00 43.00 41.00 Sd. wormy.... 483@ 45 57@ 62 63@ 68 SS Bae 55 655@ 60 60@ 65 
ft Serrr 38.00 37.00 28.00 27.00 ; SS a 37 40 42 45 45 48 
Mh vcenese 38.00 37.00 28.00 27.00 | PLAIN RED Oak— PCED. 600004 26@ 29 29@ 32 30@ 34 
eee 24.00 24.00 ¥ on Fert eee -a2sviexcans H+ ys + 4 = oe es MAPLE— 
x x No. 1 comé&sel. 45@ 4 5 See 7 82 85@ 90 93@ 95 
ne atd. wa Ry PET eT Tee ey syed t+ No. 2 com..... 34@ 36 36@ 38 38@ 40 No. 1 com. &sel. . 808 55 8 70 ne 1 
2nd atd. Meo ee 70.50 No. 3 com..... 24@ 26 27@ 30 28@ 30 No. 2 com.,. 40 43 43 46 45 1 
ES as Su a ar aes ap ele 74.50 71.50 
eS Se eee ea 68.50 68.50 
a ie. bnkstiusecaseesecas yr Ha} Thi W |,’ M k 
eS Sener eee i 
Pe eS ee er ee 74.50 71.50 t t 
$C: Se oe ne IS eCeK S arKe eports 
EP sp wis 2:0 ka oe> 580s 06605 37.50 35.50 oa . P 
TE hi niin ocacdsnvenkesinehauat 20.50 19.50 For Editorial Review of Current Market Conditions See Page 29 


New York delivered prices may be obtained 
by adding to the above: For }4-inch stock, $3; 
for %-inch, $1.50; for %4-inch, 





MAPLE FLOORING 


Sales by Michigan and Wisconsin flooring 
mills of northern hard maple flooring as re- 
Ported to the Maple Flooring Manufacturers’ 
Association, averaged as follows f. o. b. cars 
flooring mill basis during the week ended 


Dec. 20 
First Third 
| le, oe ae i) a "rs 


Second 
$66.90 





END DRIED WHITE MAPLE 


Prices on end dried white maple, f. o. b. 
mills, lower Michigan: 
‘PAS No. eity: 


ee coccccee --- $115.00 90 
iy Ae ey ane 120.00 95.00 
EUS ¥ otis enpiescinie pels nace SiC 125.00 100.00 
SOE Ledgiecevesoneds Cupane 130.00 Ley 00 
oo Ee ie oe 150.00 5.00 
MVS -ahedentacdasane>¥ane 160.00 136 00 





BLACK WALNUT 


Cincinnati, Ohio, Dec. 23.—Prices on Ameri- 
| yi by games f. o. b, Cincinnati: 





” i ‘ 
$265) 5/5 ghee tet 4/4 $285; 6/4, $245; 6/4, 


OF ape 4/4, $150; 5/4, $155; 6/4, $160; 8/4, 


No. 1: 4/4, $80; 5/4, $95; 6/4, $110; 8/4, $125. 
No, 2: 4/4, $35; 5/4, $40; 6/4, $45; 8/4, $50. 


NORTHERN PINE 


BUFFALO, N. Y., Dec. 22.—Trade in north- 
ern pine is pretty much suspended. Prices 
are holding about steady and no large 
amount of lumber is being offered by the 
mills. The expectation is that lumber prices 
will hold firm, because of the curtailment 
of the cut, and the outlook for increasing 
buying soon. 


EASTERN SPRUCE 


BOSTON, MASS., Dec. 23.—The eastern 
spruce market is unusually quiet. Frames 
are very dull, but only one large dimension 
mill is now sawing on this side the Canadian 
line. Base quotation remains $39. Request 
for random lengths is very low, notwith- 
standing the conciliatory attitude of sellers 
and the very light logging operations planned 
for the winter. Scantling is offered at 
$27@28, but at $27 there is apt to be an 
undue proportion of short lengths. Current 
sales of boards are few and unimportant, 
and quotations are being shaded. 


HARDWOODS 


BALTIMORE, MD., Dec. 22.—Potential buyers 
of hardwoods are perhaps even more disposed 
to delay. Stocks of hardwoods have become 
ever smaller than they were, most of the large 
mills being shut down and the smaller ones 
running at reduced capacity. The progres- 
sive narrowing of assortments under the in- 
fluence of the curtailed production is be- 
coming more and more apparent. Variations 


in quotations are still wide, but a feeling pre- 
vails that a gradual improvement in the 
situation is taking place. 


CHICAGO, Dec. 22.—The furniture trade is 
taking most of the small amount of hard- 
woods now being sold, with a little spotty 
demand from the industrial plants. A few 
local distributers are reporting orders with 
future datings, but there is hesitancy about 
accepting much or any business at the pres- 
ent price levels. One order with such dat- 
ing carried with it a price advance of $1, 
which is generally conceded to be a favorable 
indication; it was poplar core stock for radio. 


BUFFALO, N. Y., Dec. 22.—The hardwood 
yards report the market quiet. Orders are 
small. Dealers all find their customers carry- 
ing small stocks, and look for these to be 
replenished before long. 


CINCINNATI, OHIO, Dec. 22.—Small lots of 
gum and lower grades of oak, chestnut and 
poplar are moving this week. Wholesalers 
are receiving inquiries from furniture fac- 
tories, railroads and some automotive plants, 
but these are regarded as feelers. Prices 
continue more or less demoralized, buyers 
being in control. Export trade is dull, very 
few inquiries being made. 


DOUGLAS FIR 


BALTIMORE, MD., Dec. 22.—Calls_ for 
Douglas fir are limited to immediate require- 
ments. Activities requiring lumber have 
undergone a definite contraction. Holding 
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clean, light color. 


qualities. 


We also continue 


G. S. Patterson, P. O. Box 96, Oconomowoc, Wis. 





CRAIG MOUNTAIN 





Just the Lumber to 
Please Your Customers 


Fine, soft-textured stock, light weight and 


Easy for the carpenter to saw and nail, light 
for him to handle. Unsurpassed for painting 


All in all, Craig Mountain Pondosa Pine 
is the perfect building lumber. 
finish, casing, base, mouldings, bevel siding. 


to manufacture 
known Craig Mountain shop and factory lumber 


CRAIG MOUNTAIN LUMBER CO. 
WINCHESTER, IDAHO 


SALES REPRESENTATIVES: 


Alex W. Stewart, 931 Lumber Exch. Bidg., Minneapolis, Minn. 


Order it in 


the widely 


W. J. Schiller, 4347 Benton Bivd., Kansas City, Mo. 




















back with orders has resulted in such a 
reduction of stocks here that replacements 
are almost unavoidable. The quotations are 
little, if at all, changed. 





CHICAGO, Dec. 22.—Orders for present 
shipment are quite scattered, but there are 
reports that line-yards are laying in some 
stocks of Douglas fir for future business. 
Industrial purchasers are confining present 
orders to small ones to fill immediate needs 
and are demanding hurry-up shipment, but 
there are efforts to sound out the price poli- 
cies of fir distributers concerning orders of 
future dating. 





KANSAS CITY, MO., Dec. 23.—Demand for 
Douglas fir is fair, particularly for shipment 
to retail yards after the first of the year. 
There is some industrial buying also. In- 
quiry is improving almost daily. 


NEW YORK, Dec. 22.—While business is 
anything but brisk, wholesalers are receiving 


many inquiries, and quite a few orders for 
delivery early in the new year. Price lists 
are very firm. Stocks in retailers’ hands are 


light. 
CYPRESS 


BALTIMORE, MD., Dec. 22.—Trade in 
cypress has narrowed but interest in offer- 
ings is relatively quite active. The yards 
deem it expedient to keep stocks of the 
various grades, as inquiries continue to come 
in at a gratifying rate. The mills are hold- 
ing down on output, and their assortments 
are not of such proportions as to bring on 
serious pressure. Manufacturers refuse to 
make material concessions on the high grade 
Gulf supplies. Cypress is in some demand 
from woodworking establishments, and finds 
favor among builders of the better type of 
houses. Low grades hold their own in com- 
petition with other woods. 





CINCINNATI, OHIO, Dec. 22.—Business in 
cypress is very quiet, with sales confined to 


ts 


small lots, mostly in mixed carlots of a 
variety of items. Retailers’ stocks are badly 
broken, but little activity is expected until 
after inventory. 


HEMLOCK 


BOSTON, MASS., Dec. 23.—Lumber opera. 
tors in northern New Pngland are planning 
an exceptionally light cut of hemlock. Stocks 
in first hands are very light. Demand jg 
very quiet and prices are unprofitably low. 
Random boards are offered at $27, and clippeq 
at $1 more. Western hemlock is dull but 
prices are being fairly well maintained, dye 
to curtailment by Coast producers, stiffening 
cargo rates and the moderate offerings of 
transits. Wholesalers are now quoting c. i, ¢. 
— $10 off page 11%, Atlantic differen. 
tials. 


NEW YORK, Dec. 22.—Hemlock prices are 
very firm, with light stocks in the hands of 
retailers. Wholesale stocks of western lum- 
ber are nothing like so voluminous as they 
have been in recent years at this time. 


WESTERN PINES 


CHICAGO, Dec. 22.—Buying activity of 
the line-yards seems to be the outstanding 
feature of the market in western pines, and 
generally is considered a most promising in- 
dication that these astute lumbermen should 
choose this time to buy their lumber at what 
they consider the lowest prices that will be 
available. Even with this, however, the de- 
mand still is low, and distributers say they 
believe there would be no more sales if the 
prices were lower, so maintain the firm price 
policy. 


NEW YORK, Dec. 22.—Pondosa selects are 
holding recent advances, and popular items 
of Idaho pine are also very firm in price, as 
mill stocks are badly broken. Wholesalers 
are having trouble in filling even small orders 
for some items. 


BUFFALO, N. Y., Dec. 22.—The trade in 
the western pines is about at a standstill. 
Stocks of both wholesalers and retailers are 
small, but they are averse to adding much to 
them until prospects for business show im- 
provement. 


KANSAS CITY, MO., Dec. 23.—Aside from 
some orders from railroads, there is an al- 
most total lack of demand for western pines. 
Inquiry, too, has virtually ceased until after 
inventory. Industrial buying is expected to 
be quite heavy after the first of the year. 


SOUTHERN PINE 


CHICAGO, Dec. 22.—Practically no change 
in the situation as regards southern pine was 
reported this week, with demand still low 
and prices on the same levels as in recent 
weeks. There is some added inquiry, from 
most of the buying field, however, and dis- 
tributers believe that the first half of the 
new year will see a decided upturn in sales 
volume and in prices. 


BOSTON, MASS., Dec. 23.—Retailers are not 
now buying southern pine if they can possi- 
bly procrastinate. Yard stocks are very light, 
and often badly broken. Ordinary §8-inch 
air dried roofers are $24@24.50. Bé&better 
partition can be had at $39@42.75. Low range 
for shortleaf and high range for longleaf 
flooring, 1x4-inch: B&better rift, $70@78; C 
rift, $52@63; B&better flat, $41@47. 


NEW YORK, Dec. 22.—Wholesalers’ stocks 
are pretty well cleaned out, and retailers 
have only light assortments. Competition 
for business continues keen. 


CINCINNATI, OHIO, Dec. 22.—There is lit- 
tle buying, yet many yards are taking stock 
for immediate sale. Pine mills are stiffening 
just a bit in their prices on common building 
lumber, and it is fairly active. No transit 
cars are reported here. Inventories here are 
reported to be very low, and better buying 
is expected after Jan. 15. 


SHINGLES AND. LATH 


NEW YORK, Dec. 22.—Sales of shingles, 
though light, probably have exceeded in- 
coming shipments during the last few 


months, and further inroads into existing 
stocks are expected before mill shipments 
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pegin to pick up. Wholesale stocks of east- 
ern spruce lath are also dwindling, and 
prices are very firm. 


KANSAS CITY, MO., Dec. 22.—Demand for 
poth shingles and lath is slack. Yards report 
their stocks in fair shape. 


BOXBOARDS 


BOSTON, MASS., Dec. 23.—Boxboard busi- 
ness is quiet, but some important producers 
and distributors are anticipating an upward 
swing during the first quarter of the new 
year. Consumers of box lumber have let 
stocks run down. Prices are still extremely 
low. Round edge white pine inch boxboards 
are to be had around $22@24.50 for ordinary 
log run lots. 


CLAPBOARDS 


BOSTON, MASS., Dec. 23.—Wholesalers are 
certainly finding very few orders for clap- 
poards. Yard stocks are exceptionally light. 
Offerings of eastern spruce and native white 
pine clapboards are light, and quotations are 
about steady. Sellers of West Coast clap- 
poards are urgent and some bargains are 
offered, particularly in red cedar. 





Reduce Costs With Air Dogs 


A striking story of the reduction of sawmill 
costs, as experienced by over seventy softwood 
and hardwood manufacturers, is told in the new 
catalog of the Brophy Automatic Air Dog Cor- 
poration, of Hattiesburg, Miss. This catalog, 
besides listing these satisfied users, some of 
them of 6 blocks, as a challenge to full investi- 
gation, quotes letters from a number of them, 
in which they told of the advantages they found 
in the use of Brophy dogs. The catalog itself 
is a handsome one—half of almost every page 
being occupied by a photograph, printed on a 
green tinted background, while the typographi- 
cal arrangement is attractive—and it presents 
its story clearly and briefly. A copy may be 
had by sending a request to the corporation. It 
has just completed an installation at the mills 
of the E. L. Bruce Co., Bruce, Miss., and Oak 
Grove, Miss., the third Bruce mill to use 
Brophy dogs. Another recent installation was 
that made in the hardwood mill of the Lamar 
Lumber Co., of Bogalusa, La., which decided 
on Brophy equipment after a careful investiga- 
tion of the relative merits of all the makes it 
was offered. 





Has Unique Advantaqges 


Continual raising and lowering of the tem- 
perature, and continual increasing and decreas- 
ing of humidity, constitute a system of drying 
lumber that has been carefully planned to se- 
cure certain desirable results, and that is pe- 
culiar to one make of kiln. When the tem- 
perature in such kiln is alternately raised and 
lowered heating and cooling of the wood stock 
produce rapid evaporation of moisture. Re- 
duction of the humidity permits moisture to be 
carried away rapidly, while increase of the 
humidity prevents casehardening. An _ even 
air circulation ‘results from this constant rais- 
ing and lowering of the temperature, and in- 
creasing and decreasing of the humidity, with- 
out the aid of machinery. Because of the con- 
stant responsiveness of the system to the con- 
dition of the contents of the kiln, temperature 
may be raised and humidity increased to points 
at which it would not be safe to continue them, 
and alternately lowered, within wide limits, but 
they are not continued at these points long 
enough to hurt quality—only long enough to 
secure high efficiency in drying. The one make 
of kiln embodying these advantages employs 
the Moistat system of control and is made by 
the National Dry Kiln Co., of Indianapolis, 
Ind. The company is protected in the use of 
the Moistat system by patent, embodying eight 
claims, the validity of which has been upheld 
by the United States district court of New Jer- 
sey and by the United States circuit court of 
appeals in Philadelphia. The Moistat system 
secures peculiar advantages from continual rais- 
ing and lowering of temperature and humidity. 
and is installed only by the National company. 
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Two Fully Equipped 
Saw Mills, 

Dry Kilns, 

Planing Mills, 
Cut-Up Plant and 
Box Factory. 


KLAMATH Soft Pine 


(Trade Name California White Pine) 


Annual Capacity 100,000,000 Ft. 


KESTERSON 


LUMBER COMPANY 


KLAMATH FALLS, ORE. 





Mill at Klamath Falls, Ore. 


Mill. at Dorris, Calif. 


Manufacturing 
All items for 
YARD, 
FACTORY and 
INDUSTRIAL 
Requirements 
—_ 


Secure the Best 
From Klamath. 












Established 1917 





Trade-Mark Department 


conducted by 


National Trade-Mark Company 


Washington Loan & Trust Building, 
Washington, D. C. 


We have arranged with the National Trade- 
mark Co., Washington Loan & Trust Building, 
Washington, D. C., to conduct this department 
for our readers. Trade-marks below have recently 
been passed for publication by the United States 
Patent Office and are in line for early registration 
unless opposition is dled. For further information 
address National Trade-mark Co. 

As an additional service to its readers, this jour- 
nal gladly offers to them an advance search free 
of charge on any mark they may contemplate 
adopting or registering. You may communicate 
with the editor of this department. or send your 
inquiry direct to the National Trade-mark Co., 
stating that you are a reader of this journal. 

GoLp Kec Bonn, and representation of a seal, 
Ser. No. 287,155.—Northwestern Bottle Co., St. 
Louis, Mo. For kegs and barrels made of wood. 

Representation of a circle with a band run- 
ning through it, Ser. No. 291,697.—Roddis Lum- 


ber & Veneer Co., Marshfield, Wis. 
doors. 

THERMOTITE, Ser. No. 243,658.—Walter C. 
Miss, International Falls, Minn. For collapsible 
buildings. 

BEAVER TAIL, Ser. No. 300,846.—Albert Wins- 
low Co., Boston, Mass. For oars and paddles. 


PaLtco Repwoop, Ser. No. 299.012.—The Pa- 
cific Lumber Co. of Illinois, Chicago, Ill. For 
lumber and millwork. 


OLSON, and representation of a house, Ser. 
No. 298,456.—Olson Roofing Co., Newark, N. J. 
For asphalt, asbestos, wood and asbestos shin- 
gles, asphalt felt etc. 


The trade-mark consists of a V shaped groove 
in the tenon of a door. Ser. No. 296,559.—The 
Wheeler, Osgood Co., Tacoma, Wash. For doors 
of all types. 


LIGNASAN, Ser. No. 302,674.—E. I. du Pont 
de Nemours & Co., Wilmington, Del. For dis- 
infectant used for preserving wood and con- 
troliing the fungous growths of lumber which 
ae commonly known as stains, particularly blue 
stain. 

“Am CRE Co,” No. 302,365.—American Creo- 
soting Co., Louisville, Ky. For railroad cross- 
ties, poles, piles, bridge timber, and ties, switch 
ties, and lumber treated with wood preservative. 


For wooden 
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How to Figure Costs for Advertising | 
’ In Classified Department : 


For three consecutive weeks..... 75 cents a line ! 
For four consecutive weeks...... 90 cents a line 
For thirteen consecutive weeks..... $2.70 a line 
For twenty-six consecutive weeks. .$5.40 a line 
For fifty-two consecutive weeks. ..$10.80 a line 





Seven words of ordinary length make 
one line. 

Count in the signature. 
counts as two lines. 

No display except the heading is 
permitted. 

Extra white space figured at line 
rate. 

One inch space advertisement is 
equal to fourteen lines. 


Heading 


Remittances to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Copy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 











WANTED 


Employees 


WANTED WHITE PINE SALES MANAGER 


With thorough knowledge of Inland Empire’ and 
California woods. Personally acquainted with trade 
in Central States. Must be able to furnish A-1 
refs. as to ability, integrity, etc. Submit full de- 
tails regarding your experience state age and 
salary wanted. Address “B. 63,” care American 
Lumberman. 

















WANTED MANAGER 


For retail lumber company in Buffalo, N. Y. Must 
be able to invest at least $10,000 to $15,000 and 
take complete charge. Prefer one familiar with 
trade in that district. References required. 
Address “G. 50,” care American Lumberman. 


WANTED 


By sash and door plant located in Illinois a young 
man who can make details and bill work into 
factory from plans and specifications. 

Address “M. 54."" care American Lumberman. 








MANAGER FOR ONE YARD TOWN 
In Missouri on main highway. Give all particulars 
in first letter. 
Address “H. 63,” care American Lumberman. 





WANTED 


Young man typist with several years’ experience 
handling lumber orders, billing and _ invoicing 
hardwood and hemlock at large saw mill plant. 
Salary, $125.00 per month. 

Address ““M. 52,” care American Lumberman. 


RETAIL YARD MANAGER AND SALESMAN 
Also second man for yard in Oshkosh, Wisconsin. 
Must have A No. 1 references. Write ““M. 59,”’ care 
American Lumberman. 








Salesmen 


SALESMAN WANTED 


Man to sell overhead Garage Doors in and around 
Chicago on straight commission basis. Must be 
man with large clientele now selling Lumber or 
Millwork to contractors in above territory. Man 
may sell our line as side line. 

Address ‘L. 59.” care American Lumberman. 








MOTOR TRUCKS ARE IN DEMAND 
IN THE LUMBER INDUSTRY 
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WANTED 











Salesmen 


WANTED SALESMEN 


One of the largest Wholesalers of Eastern Cana- 
dian Softwoods, having specialized for years in 
industrial requirements, wants thoroughly experi- 
enced representatives intimately acquainted with 
industrial users of Crating, Boxing, and similar 
products in Detroit, Cleveland, Buffalo, Rochester 
and Syracuse or Utica, preferably, one in each 
locality. Will consider commission representatives 
or small wholesalers. We to finance all accounts. 
Must have ability to sell, as this not a price list 
or circular proposition but would be a splendid 
connection for proper parties to whom we will give 
full cooperation. 
Address “M. 57," care American Lumberman. 








WANTED 
Commission Salesman with established trade in 
Shooks Northern New Jersey and Metropolitan 
market. Remuneration, liberal division of net 
profits. 
Address “G. 60,” care American Lumberman. 





WEST COAST MILL GROUP 


Wants commission salesmen for fir, cedar, hemlock; 
exclusive territory. 
Address “M. 53,”" care American Lumberman. 





ADVERTISE FOR WHAT YOU WANT 





Employment 


POSITION DESIRED WITH MERCHANT 


In medium or small town in central or northern 
Michigan doing a general business in lumber, 
builders supplies, hardware, implements, appliances, 
etc. Fifteen years experience. References. 
Address ‘“‘K. 54,” care American Lumberman. 


EXPERT ESTIMATOR 


Desires connection with opportunity to sell. 
Address “K. 50,” care American Lumberman. 











OPEN FOR ENGAGEMENT 


Experienced logger, operator and executive; re- 
sponsible. 
Address “H. 58,” care American Lumberman. 


LINE YARD COLLECTOR 


Thoroughly experienced and capable to collect ac- 
counts, city or country territory, wish to make 
connection with a reliable Line Yard. Reference 
furnished. Address “L. 66’ care American Lum- 
berman. 








WANTED POSITION 


Capable, reliable and thoroughly experienced lum- 
berman. Wholesale office assistant, selling on the 
road or managing retail yard. 

Address “L. 50,” care American Lumberman. 





EXPERIENCED YARD MANAGER 


Degires position where an interest may be pur- 
chased later and eventually taking complete owner- 
ship. Young man, experienced. Middle west states 
preferred. 

Address “‘M. 56,” care American Lumberman., 


WANTED JOB OF BAND SAW FILING 
Can get results. Twenty-five years’ experience in 
large mills. A-1 reference. 

D. S. DERRING, 726 Prince St., Bristol, Va. 


BUYER OR INSPECTOR 


Married but can travel; 31 years’ experience. Can 
furnish references as to character and ability. 
P. O. BOX 2472, DeSoto Sta., Memphis, Tenn. 








Employment | 


EXPERIENCED SALESMAN 


Desires position selling insulating material. Pagt 

experience wholesale lumber office assistant, gel]. 

ing on the road and seven years’ retail yard, 
Address “LL, 53,” care American Lumberman, 


WANTED 


Position as manager or assistant by young, ener- 
getic and efficient lumberman, having successfully 
managed large operations in pine and hardwood 
both South and West. Small salary and working 
interest preferred. Available after January 10th. 
Address “L, 58,” care American Lumberman, 


RETAIL MANAGER—AUDITOR—BUYER 


Retail lumberman with 15 years experience in lum- 
ber, supplies and fuel desires position where ad- 
vancement and salary will be assured when worth 
is proven. 

Address “L, 62,” care American Lumberman, 


VERY DESIRABLE MAN 


Twenty-four years’ technical-practical saw-mill, 
mill-work, retail lumber, building material experi- 
ence would like to change. Expert accountant— 
general office man. Efficient listing and pricing 
all materials from plans. Advocate of tested 
modern methods. If interested please address 
“K. 58,” care American Lumberman. 

















WANTED POSITION 


An all around saw filer of long experience on band 
and high speed log circular saws; open for posi- 
tion at once. Will guarantee satisfaction in any 
kind of timber. No proposition too large. Can 
furnish best of reference. 

Address “F. 61,” care American Lumberman 


WANTED 


Former member of Field Staff of the Natl. Lumber 
Mfrs. Assn. desires traveling position in promo- 
tional work. Will consider position with district 
retail association. Can give required references, 
Address ‘““G. 55," care American Lumberman, 


WANTS SUPPLIED 


Large number of wants supplied each week through 
the classified section. We do it for others, why 
not for you? AMERICAN LUMBERMAN, 431 §&. 
Dearborn St., Chicago. 











Lumber and Shingles 


WANTED—BOX AND CRATING LUMBER 
Low grade, Dry. 1”, 1%” and 1%” Butternut, 
Cherry, Cypress, Elm, Gum, Pine, Poplar, Redwood. 
Describe what you have as to quantity, quality, 
kind, thickness, widths, length, lowest price 
F. O. B., Buffalo, N. Y. G. ELIAS & BROS., INC, 


WANT TO HEAR FROM MILLS 


Who are in position to furnish maple furniture di- 
mension, both K/D finished and glued up and 
roush K/D and A/D. All rough 1x1x48 and up 
Beech, Birch and Maple, A/D. 

Address “‘K. 61,” care American Lumberman. 


ATTENTION WEST COAST LUMBERMEN 


Would like to hear from West Coast lumberman 
in position to ship via Panama Canal; have at- 
tractive proposition. 

Address “‘K. 56,” care American Lumberman. 


WANTED EXCLUSIVE LISTING 


For Chgo. territory Lor. stocks of one No. and one 
So. Hdwd,. mill. State comm. allowed on different 
kinds and grades. 

Address “L. 54,” care American Lumberman. 

















SALESMAN 


Desires connection with a good reliable sash and 
door house. Have had six years’ experience man- 
aging retail yard. 

Address “L. 52,” care American Lumberman. 





WHOLESALE LUMBER SALESMAN 


Has fifteen years’ experience selling to industrial 

and retail trade, also experienced as office assist- 

ant, desires connection with a good live wholesaler, 
Address “L. 51,” care American Imberman. 





WANTS SUPPLIED 
Large number of wants supplied each week through 
the classified section. We do it for others, why 
not for your AMERICAN LUMBERMAN, 431 8. 
Dearborn 8t., Chicago. 





WTD. 1ST GR. PL. R. OAK FLG. 
Address ‘“‘M. 51,”" care American Lumberman. 
WANTED 


Strictly No. 1 White Oak logs 16” and up, free 
from worms. OVERMAN & RABER, Sturgis, Mich. 


Second Hand Machinery 


WANTED USED MACHINERY 
1 cross-cut shear cap. 14”; 1 rip & cross-cut sharp- 
ener; 1 open-down piling clamp. 
Address “L. 61,” care American Lumberman. 











A CLASSIFIED AD WILL MOVE SLOW STOCK 
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AMERICAN LUMBERMAN 


























FOR SALE 








FOR SALE 








FOR SALE_ | 








Business Opportunities 


FOR SALE 


Entire Finkbine Lumber Manufacturing Plants at 
poth D’Lo and Wiggins, Mississippi. The former 
a 200,000’ capacity, electrically driven, Allis- 
Chalmers Saw Mill. Good operating condition. 
The latter a 100,000’ capacity belt driven, Allis- 
Chalmers Mill 

Also planing mill machinery at both plants, con- 
sisting of Yates and American machines of latest 


type. 





‘Address “M. 50," care American Lumberman. 





YOUR AD HERE WILL SELL ANY ITEM 
CLASSIFIED ADS PRODUCE 





WANTED 
Financial assistance by experienced Walnut man 
to produce 250,000 feet of Walnut lumber. Good 
band saw mill, absolute security, bonus and inter- 
est. Address “WALNUT,” care American Lumber- 
man. 





FOR SALE AT SACRIFICE PRICE 


400 million feet New Mexico white pine and fir 
timber modern double band mill, planer, railroad, 
equipment and improvements. 

Address ““M. 58,” care American Lumberman. 





Lumber and Shingles 


10,000 FT. 6/4 HACKBERRY DRY 


200,000 ft. 6/4, 8/4, 10/4 Elm, Dry. 

40,000 ft, 6/4, 8/4 Hard Maple, Dry. 

50,000 ft. 6/4, 8/4, 10/4 Soft Maple, Dry. 

50,000 ft. 4/4, 6/4, 8/4 Mixed Oak, Dry. 

12,000 ft. 6/4, 8/4 White Ash, Dry. 
CHAS. E. NEEL, Union City, Ind. 








TIE ORDERS WANTED 
Cross-ties, government grades No. 1 to 5. 
Ties, cut to order, prompt service. 
McKENNA TIE COMPANY, Red Bud, IIl. 


WE CAN SHIP 


8/4 white pine any width and length on short 
notice; also other thicknesses. 
Address “G. 53,” care American Lumberman. 


Switch 








YOUR AD HERE WILL SELL ANY ITEM 





ASH SQUARES FOR SALE 


Four cars 1%x1% Dry White Ash Squares 18 to 72 
inches. Make attractive price. Prepared to furnish 
any sizes in oak, gum, ash, and hickory. 

J. BRODE LBR, CO., Grenada, Miss. 


$10,000 WORTH HDWD. LUMBER & FUEL 
To consumers. HILL, BOX 165, Adrian, Mich. 


Retail Lumber Yards 


FOR SALE—LUMBER YARD 


In good live town, central eastern Iowa, doing good 

business. Stock, sheds, equipment and rea! estate. 

Full information upon request to those interested, 
Address ‘‘M, 55,’”’ care American Lumberman. 


FOR SALE RETAIL LUMBER YARD 


Near Milwaukee, Wis., in excellent farming and 
resort section. Good annual sales, Has always 
made fine return on investment. 

Address “‘W. 8,” care American Lumberman. 

















A CLASSIFIED ADVERTISEMENT BRINGS 
BUYER AND SELLER TOGETHER 





FOR SALE 


Central Ill. yard, St. Louis territory, good busi- 
ness. Stock, sheds, equipment and real estate, 


sA5.000. Can add hardware and coal. No compe- 
on. 
Address “H. 50,” care American Lumberman. 





FOR SALE 
Retail lumber yard doing approximately $350,000.00 
business annually. Located in northern Ohio in 


—— of approximately 250,000. Very attractive 
rice, 


Address “L. 55," care American Lumberman. 








Retail Lumber Yards 


WILL SELL OUTRIGHT OR PART INTEREST 


Modern yard and mill, established 30 years, in 
fast growing section of large Pennsylvania city. 
Property, with R. R. siding owned—sales (good 
percentage industrial), $300,000 annually—incor- 
porated, Pennsylvania charter. 
Future outlook very good—county expending over 
50 million dollars in public improvements within 
three-mile radius of plant. 
Owner would like to effect sale by January Ist. 
Further details upon request, 

Address “‘H. 60,” care American Lumberman. 








ON ACCOUNT OF FAILING HEALTH 


Of Mr. Clarke (and no other reason) we are offer- 
ing our yard for sale. One of the best yards in 
central Illinois, and up-to-date equipment, location 
best in city, making low operating costs. A money 
maker; parties interested call in person. Cham- 
paign, is the ideal city of the middle west, and 
home of University of Illinois; 15,000 student en- 
rollment. 

CLARKE-THOMPSON LBR, CO., Champaign, III. 





BEST LOCATED LUMBER YARD 


In beautiful San Diego, California, 
growth is shown ‘by census 1910, 
74,683; 1930, 147,897. This yard did $200,000 busi- 
ness in 1929. No price war here. Other business 
interests compel owner to leave city. Approxi- 
mately $22,000 will handle. Will lease real estate 
or sell on terms to responsible party. Price of 
stock and equipment based on appraisal either 
cost or market. 

Address “L. 57,” care American Lumberman. 


39,578; 1920, 





ADVERTISE THAT USED MACHINE NOW 


Pac. Coast Timber Lands 


FOR PINE AND FIR TIMBER LANDS 


— FAVELL-UTLEY, REALTY CO., Lakeview, 
re. 











HAVE YOU SOMETHING TO SELL? 


Advertise in the Wanted and For Sale Department 
when you want to sell something in the lumber in- 
dustry. AMERICAN LUMBERMAN, 431 S. Dear- 
born St., Chicago, Ill. 


Hardwood Timber 


FOR SALE 
150,000,000 feet virgin Appalachian hardwood tim- 
ber. 
Address “F. 60," care American Lumberman. 











APPALACHIAN HARDWOOD LOGS FOR SALE 

Red Oak, White Oak, Poplar, Basswood, Ash, 

White Walnut, Hard Maple, Hickory, Locust. 
ELMER LUMBER CO., Ironton, Ohio. 


Second Hand Machinery 


SAW MILL: LOCOMOTIVE & LOADERS 


Our Memphis, Tenn., operation—a model plant— 
complete in every detail and in excellent cendition. 
Filer & Stowell machinery; also carts, lumber 
trucks, lumber sticks and cypress foundation tim- 








‘bers. Also two Clyde rapid log loaders with quar- 


ter swing booms. 
McLEAN HARDWOOD LBR. CO., 
“Mallory Branch,’ Memphis, Tenn, 





A CLASSIFIED ADVERTISEMENT BRINGS 
BUYER AND SELLER TOGETHER 


where the | 


Second Hand Machinery 


1 FRANCIS IRON VEN. PRESS No. 23 


8’ 6”x2’ 6” Base, $200. 

1—No. 70 Woods 30” Planer Adj. Chip Brkr. & feed 

roll. Auto. lower and raise device, $300, 

1—Comb. Rip and Cut off, $40. 

1—Variety Trim Saw, $40. 

1—Smith Two Spindle Shaper, $200. 

1—Fay & Egan Jig Saw, $75. 

i—H. B. Smith Chisel Mortiser, $75. 

1—H. B. Smith Sticker, $125. 

1—Am. Sash Tennoner, $190. 

1—Router for stairs, $80. 

1—Emery wheel stand, $20. 

1—Holmes Foot lever Cut off, $100. 

1—Auto. Mat turning lathe, $375. 

1—36” Band Saw, 

1—No. 70 B. F. Sturtevant Shaving Fan 25” round 
intake and discharge 18”x12” face pulley, $265. 

1—Stilwell Bierce & Smith Vaile Co. deep well 
steam pump (Dayton) 7%” dia. x 30” stroke, 

60 


$160. 
1—9” 17 ga. 1%” tooth New Band Saw 36’ 8” long. 
Never used. $110. 
McPHEE & McGINNITY CO., Denver, Colorado 








ACT NOW-—RIGHT PRICE 


Woods No. 404—15” Planer & Matcher. 
Woods No, 107B—12” Moulder, 5 Heads. 
Woods No. 133M—Electric Moulder. 
Guaranteed good as new. 
Address “‘H. 64,’ care American Lumberman. 





FOR SALE 


Complete circular s*w mill equipment with shot- 

gun steam feed, steam nigger, and steam loader, 

also— 

1—Whitney 2 spindle motor driven shaper. 

1—Frequency changer with remote control switches 
for above. 

1—36-inch band saw. 

These machines have been used only three months. 

1—Saranac driver for corrguated fasteners—motor 
driven (new). 


Address “L. 56,” car. American Lumberman. 





Logging Ry. Equipment 





FOR SALE 
90-ton 21x28” Baldwin Consolidation, type 2-8-0 
locomotive, Walschaert valve gear, 200-lbs. 
steam. 


60-ton 19x24” Baldwin Mogul, 
tive, 180 Ibs. steam. 

40-ton 13x22” Baldwin Prairie type 2-6-2 locomo- 
tive, 180 lbs. steam. 

25-ton Browning 8-wheel 


type 2x6x0 locomo- 


locomotive crane, 60’ 


boom. 
BIRMINGHAM RAIL & LOCOMOTIVE COMPANY 
Box 391, Birmingham, Alabama. 





1 47-TON HEISLER BUILT 1920 


1—42 ton Shay Locomotive built 1923 

1—50 ton Mogul 2-6-0, built 1920 

50—40 ft., 80,000 capacity Flat Cars 

2—McGifford Log Loaders 

2—Clyde Slide Log Loaders 

Will consider exchange for other equipment. 
HARRY P. BOURKE, 

Escanaba, Mich, 





FOR SALE 
1—20x30 Corliss Engine. Heavy Duty. 
1—22x30 Side Crank Engine. 
1—No. 3 Left-hand 40” Wickes Gang Saw. 
1—No. 65 Covel Gang Saw Grinder. 
1—42-ton Shay Locomotive. 
2—70-ton Shay Locomotives. 
1—American Log Loader, Type C. 
2,700 feet %” Log Chain 
2—Locomotive Electric Headlights, Pyle National. 
FORT SMITH LUMBER CoO., Plainview, Ark. 


ONE 17-TON AND ONE 27-TON HEISLER 








FOR SALE 


Band mill, Smith, Myers & Schnier, 7 ft. carriage, 
steam nigger, log puller, over-head turner, joiner 
edger and trimmer. Mereen-Johnson slab resaw, 
short lumber edger, conveyor chains, shaftings and 
pulleys. Will sell in part. 

Address “H. 61,” care American Lumberman. 


FOR SALE COMPLETE BELTING 


For single band & resaw mill. Some new. 
Address “L. 60,” care American Lumberman. 





Lo tive: 40 log cars with chains; 300 tons 
35-lb. re-laying rails. 
BONITA LUMBER COMPANY, INC., 
Bonita, Louisiana 


LUMBERING EQUIPMENT 


1 Lane Portable Saw Mill with 52” Disston Saw 
and Herculese Power. 
1 8 Wheel Lindsey Log Truck. 
1 4 Wheel Lindsey Log Truck. 
2 Lindsey Skidders. 
AMERICAN PIPE 2S so enernes co. 
Media a 
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BUSINESS CARDS OF WOOD 


Make your business card an ad for the lum- 
ber you sell. We specialize in business ca 
and Christmas cards of real wood. Every 
lumberman should take advantage of this idea. 
Write for samples and prices. 


: FOR SALE Frederick Kemp 


Waltham Mass. 





























| Electric Machinery : 
Builders’ Commercial Agency The 





"4 3 PH. 6 CY. MOTOR BARGAINS ESTABLISHED 1890 
14—5 HP, 1800 RPM, 220/440 V. G. E. KT 936. » 
5—7% HP, 1800 RPM, 220/440 V. Gen. Elec. 1350 Builders’ Bldg., 228 N. LaSalle St., CHICAGO 
7—10 HP, 1800 RPM, 220/440 V. G. E. & Whse. Ar trac trade 
6—15 HP, 1800 RPM, 220/440 V. Gen. Elec. Cook County and Con Conte Dealers a m 
4—20 HP, 1800 RPM, 220/440 V. Robbins Myers. 
5—25 HP, 1800 RPM, 220/440 V. Gen. Elec. Telephone Randolph 4893 Collection and Mechanics Liens 





Many other sizes and speeds. Write for list. STEAM FEED 
Vv. M. NUSSBAUM & CO., Fort Wayne, Ind. 
Loose Leaf Tally Books 


TALLY SHEETS WITH 








Locomotives and Cars Costs little more than belt or 





















WATER FROG? Lams friction type feeds, but it makes 
+ Semple Sheets, Price List and Cata- " » 
) FOR SALE ug of Other Supplies will a tremendous difference in the 
! One (1) 28-ton Lima Shay geared locomotive, re- be sent on request. 4 
) built. TOMAHAWK STEEL & IRON WORKS, FRANK R. BUCK & CO. cut of the mill. 
a 2133 Kenilworth Ave., | CHICAGO, ILL. 
Sree! Rail It's worth investigating. 
eel INalls LOG STAMPS ie a 
TRADE CHECKS, STENCILS Write for catalog A. 
Fe ge gs Tag ont gle igo te a BURNING BRANDS, ETC. 
—— I og Switches, one, second-hand feahenstbven, SEND FOR CATALOGUE 


SOULE 


ROBINSON & ORR, 248 4th Ave., Pittsburgh, Pa. MEYER & WENTHE 


31 NORTH CLARK ST. CHICAGO 


























Miscellaneous —— || STEAM FEED WORKS | 
BOOKS FOR LUMBERMEN— MERIDIAN 
iS eS See oe See We have ’em right in stock. Write for catalog NOW! MISSISSIPPI 


Advertise in the Wanted and For Sale department , : 
when you want to sell something in the lumber American Lumberman, 431 S. Dearborn St., Chicago 


industry. AMERICAN LUMBERMAN, 431 8S. Dear- 
born 8t., Chicago, Ill. 


| REIT 























EARLY C BLING THEIR 


i sera 7° JH. MINER, Meridian, Miss. 








PRICES BY THE PIECE 
IS UNEXCELLED FOR 


Speed—Accuracy—Simplicity 






- Do You Need to Replace Any of Your Planer and Jointér Knives? 


/ 


HIATT'S 


The Knives and Cutters made by this company are the result 
of an experience spanning more than 60 years. 

















Pocket Price Book - 4 | oy a {High Speed Steel Knives and Moulding Cutters for the Woodworking Industry. } 
7 Forms will be sent on request. 
L. W. HOLLEY & SONS CO. TAYLOR, STILES & COMPANY, :: RIEGELSVILLE, N. J. 
HOLLEY BLDG. DES MOINES, IOWA 








WESTERN AGENTS: Hall & Brown W. W. Machine Co., St. Louis, Missouri 


-* 1 


PLYMOUTH 


GASOLINE & DIESEL 


LOCOMOTIVES 


From 2 to 80 Tons 
WRITE FOR PERFORMANCE BULLETINS 


PLYMOUTH LOCOMOTIVE WORKS 
PLYMOUTH, OHIO 


STERLING £59” rower 
BLOWER SYSTEMS 
Handling SAW DUST and SHAVINGS 


Designs and Estimates free of charge. Results guaranteed. 
BLOWERS. CYCLONE DUST COLLECTORS. AUTOMATIC FURNACE FEEDERS. 


Sterling BlowerCompany, (mince two 


Branches:—New: York, Philadelphia, Pittsburgh 











Sawmill Owners 


will find that they can get better kiln 
dried lumber by using a 


Dry Kiln Door Carrier 


This carrier prevents loss of steam 
at doors and makes possible uniform 
humidity and temperature. One‘man 
can open and close doors - no push- 
ing or jerking. Over 2800 users. For 
old or new kilns. One carrier loads 
all doors. 


Write for our 60-day trial offer. 


Dry Kiln Door Carrier Co. 


1117 Cornell Ave.,- INDIANAPOLIS, IND. 
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December 27, 1930 


AMERICAN LUMBERMAN 
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"THE Bradley policy has always been 

one of foresight—a determination to 
have sufficient timber and adequate manu- 
facturing facilities to serve our customers 
for decades to come. Our dense stands of 
virgin timber guarantee continuous opera- 
tion for the next 30 years. 


Bradley service is also the result of very 
careful planning. We have anticipated 
the diversified needs of the buyer and then 
planned our mixed car service to fill them. 
It is an outstanding example of modern 
merchandising economy. It enables you 
to order just the amount of each item you 
require—less than car lots at car lot prices. 






Write now for full information on Bradley 
Mixed Car Service and ask for price list. 






Bradley Lumber Co. 
of Arkansas 


Offices, Mills, Factories and Warehouses 


WARREN, ARKANSAS 


























































ARKANSAS 
SHORTLEAF 


Oak, Beech and Gum 
FLOORING 


Red Cedar Lining 
Oak Treads, Risers 
Finished Furniture 
Dimension 
Oak Wagon Stock 


Glued up Oak, Gum, Pine 
and Red Cedar Panels 


Oak, Gum and Pine Trim 
Standard or Cut toLength 
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Satin - nadie 


—a surface that grips 
and holds paint fast... 


In selecting Finished Trim, three things are of 
interest to your customers—how will this finish 
take paint; how easy is it to handle; and what 
does it cost? One glance at the creamy, deli- 
cately grained surface of “Nearwhite” Finish, 
and another at a piece which has held its glossy, 
perfect paint film for five or six years answers 
the first point. A few minutes on the job with 
saw, plane, chisel, and hammer will satisfy any 
man on the second. And our prices will help 
you meet the third. There’s no time like to-day 
to get started making money on this outstand- 
ing lumber. Write or wire for a trial order. 


Sumter Lumber Company, Inc. 
Electric Mills, Miss. 





Trim and Finish 


with a Pedi¢gree... 


For nine busy years, cars of “Light and White” Trim 
and Finish have rolled away from Pioneer and on to 
their final destination—the homes of discriminating 
builders over a large part of the United States. Re- 
peat orders have come in—and still more repeat or- 
ders. When you order “Light and White” you get 
lumber which has proved its ability to satisfy mod- 
ern builders. Get our quotations on a trial order of 
“Light and White” soft, shortleaf pine finish, trim, 
common, or end-matched items, 











Pioneer Lumber Company 
Elrod, Ala. 
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Here’s Proof of 
Quick Shipments— | 


SDDS SDGDAAADAAAODDRAANASDAADAGGAAAASUSAGADSLAD 


It is one thing to promise prompt delivery to a 
customer on the Atlantic Coast—and it’s an- 
other thing to “make good.’’ However, the 
most convincing evidence is a statement direct 
from the customer. Here is what a lumber 
buyer in the state of New York has to say about 
our service: 


“On April 22 I placed an order with the Cali- 
fornia Sugar & White Pine Co.'s office in New 
York City, for a car of California white pine, 
made up of 8/4, 10/4 and 12/4 selects, with 
the request that shipment be expedited with all 
possible speed. . . . On the morning of April 
23 I received a car number by wire. On May 
7 this car was delivered to me, exactly two 
weeks from the day the mill received the order 
and two weeks and one day from the time I 
received the order and placed it with the New 
York representative. 


TUDUIADAULAUOUGDUGU AND ONALONGUOTONDINNIA hf, 


ee ee Se ae ee > one oe ow 


} happens that my customer needed stock badly, 3 
it came in a day or two ahead of the time 1S 
that he had stipulated in his order.” | 


It will interest you to know that we have an i 
experienced traffic manager who personally 

looks after the routing of every car of lumber. H 
This means that your order is quickly filled at >» 
the mill and is then routed to prevent all pos- —:' 
sible delays. 


FT UDLAAVOADOALULAEOSAD 


ThUDUALLULA 


We are pioneers in the distribution of Cali- 
fornia White and Sugar Pines to buyers in for- 
eign countries, as well as all parts of America. 
Quality products and quick shipments have re- 
tained our long list of steady customers for many 
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FROST’S PACKAGE TRIM 


is offered 100% protection while in 
transit or in your sheds. Notice how 


each bundle is carefully wrapped in 
paper; how the car is completely lined 
with moisture-proof paper and the 
car doors are sealed to keep out 


dampness and dirt. Just 
another reason why Frost’s 
Pine Trim always looks 
like it just came 
from the plan- 


FROST LUMBER INDUSTRIES, Ine. 


General Sales Office 
SAINT LOUIS, MISSOURI 
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For 1931---- 





A Dependable Source for 
Jobbers of Quality Millwork 


New Year’s gaiety—bells and horns—color and laughter— 





goodby gloom—welcome happy days! i 
For it’s the year of returning prosperity, when hopes become 
actions, faith becomes works. Ly 
What a happy responsibility for millwork dealers—being ready 
for this revival of building. Hy 
Look to the Manufacturers of BESTPINE Millwork— i 
Pondosa or Idaho White Pine—for these Products:— is nel 
logs at ¢ 
Window and Door Frames. Mouldings 
Made to match your stock or the Best- Lineal or cut to length, carton packed, 
pine special design with the Staggered if desired. 
blindstop, giving weather-tightness ; 
plus simplicity. Trim. 
Windows and Sash. Package window and door trim and in- 
Either set up or knocked down! Also terior jambs, tightly sealed against dust 
. . . and moisture. 
storm and porch sash, window screens 
and lineal sash stock. Specialties. 
Doors. Glued-up stock for cabinet and furni- 
Panel, sash and French doors; screen ture factories; core stock, cut stock, 
and combination doors. and box shook. 
WESTERN PINE MFG. CO., Lp. i 
SPOKANE, WASH. CA 
SOO SO EO EOS eee ee ues wear cae as mmemamacmacmacmememacnll Nc 
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‘You Can Hold Down Your — 


And yet keep your assortments of stock well balanced by or- 
dering limited quantities of stock in mixed cars. We can 
quickly fill your orders for anything you require in Holt Maple, 
Birch and Wisconsin Red Oak flooring, Northern Hardwood 
and Hemlock lumber, lath and posts. £ 
Our mixed car service is backed by a large sawmill; modernly 
equipped hardwood flooring plant; and large, well assorted 
stocks of lumber and flooring. It will pay you to write now 
| ze for quotations. 
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Note the excellent quality of 
these North Carolina Pine 
logs at one of our mills. 


Many Dealers Say— 
“It’s Easy to Sell 
Camp’s Lumber” 


_ They have found that Camp’s 
North Carolina Pine lumber is not 
only soft textured and very dura- 
ble, but it also has a bright, clean 
appearance which attracts atten- 
tion of builders and clinches their 


CAMP’S orders. 
North Our method of manufacturing 
a planing mill items is different from 
that of other manufacturers. We 
PINE carefully saw our logs to the best 
a advantage. After our rough lum- 
Finish, Case, ber has been put through the dry 
- Base, Siding, kilns, we put it in pile until orders 
Flooring, are received. In other words, we 
Ceiling, do not manufacture planing mill 
Partition, items far in advance of orders and 
Moulding let the stock lay in bins to become 


dirty and cinder marked. 


We have four big planing mills 
with ample facilities to fill orders 
on short notice. Our combined 
daily capacity is 600,000 feet of 
lumber. 


Order a mixed car today 
to balance your stocks. 


Camp Manufacturing Co. 
Franklin, Virginia 


EASTERN SALES OFFICES: 


NEW YORK: 651 East 42nd St., Vanderbilt Ave. Bldg., 
PHILADELPHIA: Otis Bldg., E. D. WOOD, Mer. 
PITTSBURGH: Oliver Bldg... GEORGE L. CAMP, Mer. 
TAMPA, FLA.: 3504 Barcelona St., B. J. WILKINS, 

MILLS Sales Rep. 
. DAILY CAPACITY 
Wallan Ne clarion, 8. saw Mills 500,000 Feet 
St. Stephen, 8. C. Planing Mills 600,000 Feet 


————>~~~EEE>E>E>E|)S)SS>Ep=Ea>=>|E>=«L=»™™]™_@’@_B™B@@@_={E____EEEEE_E= 


TWO reasons why 


successful mills are 
MODERNIZING their kilns 








Flat, edge-to-edge stacked loads—the modern method with Moore Kilns 


1. Increased Drying Capacity 
2. Higher Quality Seasoned Lumber 


Successful lumber manufacturers, woodworking and furniture plants 
are modernizing their old-style kilns to the Moore CROSS- 
CIRCULATION Fan System —the efficient method of “controlled 
air-drying’”’. 

Why? There are two principal reasons: INCREASED CAPACITY 
without the cost of additional kiln buildings. This is due to solid, 
edge-to-edge flat stacking. HIGHER QUALITY lumber by rea- 
son of low-temperature “controlled air-drying”’. 

There is still a third reason, and an important one, too: LOWER 
COST per thousand feet of lumb d. This is effected 
by the increased capacity, the minimum drying time and reduction 
in loss through degrade. 





Will you modernize your dry kilns in 1931? Then send for des- 
criptive literature on the Moore CROSS-CIRCULATION system, 
also detailed information which our engineers can supply on mod- 
ernizing old-style kilns. 


MOORE DRY KILN COMPANY 


World's Largest Manufacturers of Dry Kilns and Equipmnet 


JACKSONVILLE, FLORIDA 
NORTH PORTLAND, ORE. 


Iry KILNS 
Moone 













Meee Every Forest Product “19351 
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Maple, Birch and Beech 
Turning Squares 


We have for years been large pro- 
ducers of Hardwood Turning Squares 
for the Furniture, Dowel and Broom 
Handle Trade—principally 4/4, 5/4 and 
6/4” in lengths from 18 to 48”. 

We have now an exceptionally nice 
stock of— 


1x 1"-36" 


and if you are interested suggest you 
get in touch with us. 


conto ompany 
817 Ry. Exch. Chicago, Il. 
Mills and Yards at: 
Oconto, Wis. Nahma, Mich. 


4 nen LATO AN 
J) SHINGLES. 


WE have dry and ready for prompt 

shipment, an excellent stock of 
Northern Hardwoods. Our lumber 
is of high quality, . exceptionally 
well edged and trimmed. If you will 
be in need of good lumber later on, 
there is economy in buying now at 
present prices. } 


Write now for prices on anything you need. 


>——BUY SHINGLES MIXED WITH—— 


PINE, HEMLOCK OR 
HARDWOOD LUMBER 





















E pride ourselves in having 
one of the finest assortments 
of Northern Hardwoods. 


Send us your inquiries for:-— 


4/4to 8/4" Ash 

4/4 to 12/4" Basswood 

4/4 to 12/4" Birch 

4/4 to 8/4" Soft Maple 

4/4 to 8/4" Soft Elm 

4/4 to 8/4" Hard Maple 
4/4to 8/4" Rock Elm 

4/4 to 8/4" Wisconsin Oak 


Can kiln dry and millwork to suit. 


Brooks & Ross Lumber Co. 


Manufacturers 


SCHOFIELD, WIS. 
“At it since 1883” 
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Quick Shipments 


Our large stocks of carefully manufactured, 
high quality lumber enable us to quickly 
load cars 
MIXED CARS FOR DEALERS 
“OLD FAITHFUL” HEMLOCK 
Mixed with any quantity of 
Maple Flooring 


roe 
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Users of Birch 


will find economy in 
the common grades of 
Birch. Ordinary care 
in your plant will pro- 
duce a good percent- 
age of clear cuttings 
with a small amount 
of waste. Ask the 
manufacturers on this 


page. 


Ready Reference 
Inventory Book 


Saves Time— Saves Work 


This is one of the most practical books 
ever published. Thousands of copies 
have been sold and companies who have 
used them reorder time and again. 


The pages are indexed so that inventory 
can be taken quickly and accurately. 
The count is so arranged in the proper 
space that any errors are quickly 
checked. The book is 84x3% inches and 
has a heavy manila cover with a stiff 
cardboard back. POSTPAID. 


1 Copy, $1.50-4 Copies, $5.00 - 10 Copies, $10.00 
For Sale by 


American Lumberman 
431 So. Dearborn St. CHICAGO, ILL. 
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Kiln Dried Cut-to-Size 
DIMENSION 


In conjunction with our saw- 


mills, we have a large, mod- 
ernly d Di 


mil 
and a battery of dry iting. . 
Whatever your requirements in 
kiln dried, cut-to-size Dimen- 
sion may be, let us furnish 
quotations. We specialize in 
BIRCH, HARD MAPLE 

AND BASSWOOD 


‘ mes Lake Lumber say y 












































Manufacturers 
RHINELANDER, 
WISCONSIN 















Rib Lake Quality 
Thoroughly DRY 


4 cars 4/4 No. 2 Common 
Soft Maple 


2 cars Ix6 Sel. & Bet. Bass- 
wood 


1 car Ix4 Sel. & Bet. Bass- 
wood 

2 cars 5/4 No. 1 & Bet. 
W. Basswood 

2 cars 5/4 Sel. & Bet. Brown 
Ash 


Get Our Quotations 


Rib Lake Lumber Co. 


OF DELAWARE 
General Sales Dept.: APPLETON, WIS. 
Mills at Rib Lake, Wis. 
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ORDER NOW 


We have complete assortments 
of DRY lumber on hand and 


Ready to Ship 


Northern Maple and 
Hemlock and || Birch Flooring 
Pine 


Famous “Korrect- 
Make” Brand. 


Straight cars, l.c. 1. 


Fine quality, care- 
fully milled lumber 
that offers attrac- 








tive values. or mixed with 
WRITE NOW Northern Pine and 
FOR PRICES. Hemlock lumber. 


Kneeland - McLurg Lumber Co. 


PHILLIPS, WISCONSIN 
Mills at Morse, Wis. and Phillips, Wis. 
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Pioneer Arkansas Manufacturers 
Consolidate Sales 


Effective January 1, 1931, sales of the Fordyce Lumber Company, 
Fordyce, and the Crossett Lumber Company, Crossett, Arkansas, 
will be under unified control through the establishment of the 


FORDYCE-CROSSETT SALES COMPANY 
CROSSETT, ARKANSAS 


Under this plan, the extensive operations and comprehensive plant 
facilities of these old established concerns become in effect a 
single enterprise, with an attendant increase in the range and vol- 
ume of products now offered the trade through one marketing 


organization, and comprising an annual capacity of 


ARKANSAS SOFT PINE 


50,000,000 FEET 


ROYAL OAK FLOORING 


20,000,000 FEET 


SOUTHERN HARDWOODS 


30,000,000 FEET 














Subscribing to the principle of Trade and Grade Marked stock— 
equipped with a dry kiln capacity of 300,000 feet daily, the 
Fordyce-Crossett Sales Company stands ready to meet returning 
prosperity with a service of the highest standard and ‘utmost 


convenience. 


FORDYCE LUMBER Co. CROSSETT LUMBER Co. 


FORDYCE, ARK. CROSSETT, ARK. 


Crossett Watzek Gates Industries 
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Attractive today— 


But tomorrow’... 


Dilapidation is a threat of the near 
future when a shortlived lumber is 
used in exterior construction. The 
home builder relies on you for lum- 
ber counsel. What wood do you 
recommend to him for outdoor use? 


Official tests have shown that no 
wood surpasses clear heart Califor- 
nia Redwood in durability. That’s 
why so many more dealers than 
ever before are suggesting Redwood 
as unbeatable for siding, porch- 
work, mudsills, columns and other 
uses where wood has to face weather. 


Interesting Booklet—FREE! 


Every lumber dealer should have a copy of this 
large illustrated booklet showing the enduring 
qualities and the proper applications of Califor- 
nia Redwood. We shall be glad to send youa 
copy, together with prices on mixed carload and 


l.c.1. lots of Palco Redwood. No obligation, just 
ask for booklet AL12. 


FP ILLINOIS 
fav tt AY 4 


ne Pacific Lu 





The Largest Manufacturers and Distributors of California Redwood 
MEMBER CALIFORNIA REDWOOD ASSOCIATION 
CHICAGO: 332 S. Michigan Avenue NEW YORK: 122 E. 42nd Street 
SAN FRANCISCO: 311 California St LOS ANGELES: 716 Standard Oil i’ldg. 

Mills: Scotia, Humboldt County, Calif. 


























blota patio 


—is the way Andy might phrase our constant 
inspection service which covers our lumber grades, 
our drying, machining, packaging and loading. 
Every detail is ‘checked and double-checked” to 
insure your full satisfaction. 
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We have 80,000 acres of 
fine quality Okanogan Soft Pine; 
do our own logging; cut all the logs in our own mill; re-man 


ufacture it in our 


modern — into “Omak-Kwality” Window and Door Frames. In 1929 we 
re-manutactured 45 million feet of this splendid soft and durable pine. 


Order “Omak-Kwality” frames in mixed cars with interior trim, casing, base, 
mouldings and finish. 











Biles Coleman 
Lumber Co, 


OMAK, 
WASHINGTON. 
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We wish one and all 
A Happy and 


Prosperous 


New Year! 
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ant Organization 


y Welcomes the New Year 
) ee etal 
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It not only brings the promise of the return of good 
business, but also gives us the opportunity to demon- 
strate what this big organization can do for buyers on 
the East Coast. Let us all get better acquainted and 
then work together to make 1931 a prosperous year. 


This big sales organization is backed by twenty 
sawmills. This means that we are always in a posi- 
tion to supply your needs in 


NORTH CAROLINA PINE 
Deep Swamp CYPRESS and 
SOUTHERN HARDWOODS 


Our corps of twenty salesmen are very familiar with the 
needs of retail lumber yards, woodworking factories and in- 
dustrial plants. They have access to 75,000,000 feet of lum- 
ber at all times. Surely, you cannot afford to pass up such 
a dependable source of supply. Again we say, “Let’s work 
together.” Your inquiries and orders are solicited. 


Southern Pine Sales Corporation 


Suite 1236, Woolworth Building, “ " ‘ NEW YORK CITY 


CHARLES HILL, General Sales Manager 
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“Producers of White Pine for Over Half a Century” 


1]The RED RIVER. LUMBER CO.\ 
‘Mixed Cars of White Pine 


Lumber, Doors, Sash, Frames, Etc. 
Mean Big Savings—Quick Turnover 


Mail Coupon Below for Delivered Prices 


ww 





The increasing uses of California White Pine 
for Yard trade make mixed cars of lumber, 
doors, windows, mouldings and frames almost 
a necessity. Up to the minute dealers are tak- 
ing advantage of Red River’s service and 
prices. Many retailers hesitated to send in 


All of these items are sold to you just as 
cheap as if you bought a straight car of that 
particular item. It really puts you on a par 
with the largest buyer. 


Particular attention is called to the advan- 
tages of California White Pine Dimension in 





their first order, but are now ordering two to 
three cars per year and write us voluntarily of 
their satisfaction and increased profit. 


No. 1 and No. 2 Dimension grades. Dealers 
are finding stocking of this dimension extreme- 
ly satisfactory. White Pine Dimension means 
greater satisfaction to you and your trade. 


Just check on coupon below, noting items you 
are interested in, mail coupon to us at 360 


It is really a simple matter to make up a car 
(see example of average car in lower left-hand 
corner). In lumber there are: 


Selects Bungalow Boards and North Michigan Avenue, Chicago, and we will 
Bevel Siding Siding Shiplap quote you delivered prices at your station. 
Shop Dimension You will be under no obligation and you will 
; ; be surprised at the big savings we can make 
Then include such items as: you. 
Doors Windows Frames If you want to know more about Paul Bun- 
Mouldings Panels Screens yan’s—just say—“Send Paul.” 
A ete stock “Producers of White Pine for Over Half a Century” 
of Calif. “White and 
Sugar Pine is carried in 
our Chicago yard, also a 
stock of Doors, Win- 


The RED RIVER LUMBER CO. 


Mill, Factories and Sales, WESTWOOD, CALIFORNIA 
Distributing Yards, CHICAGO, LOS ANGELES and MINNEAPOLIS 


send you ca’ show- 

ing millwork items car- SALES OFFICES: 

ried and deliv: prices. Monadnock Building, 807 Hennepin Avenue, 360 N. Michigan Ave. 702 E. Slausen Ave 
Check SAN FRANCISC CHICAGO 


MINNEAPOLIS LOS ANGELES 


Detach and Mail This Coupon to The Red River Lumber Co., 360 No. Michigan Ave., Chicago 


An Average Mixed Car Order 


4,000 Feet, Selects, average 
weight, 2,000 Ibs. per 
CES a ae 8,000 Ibs. 
5,000 Feet Bungalow Siding, 
average weight 1,200 lbs. 
per thousand ............ 6,000 Ibs. 
10,000 Feet Bevel Siding, aver- 


Check items on which you desire prices. 
THE RED RIVER LUMBER CO., 
360 N. Michigan Ave., Chicago 
Please give us delivered Prices in cars on items checked. 


age weight 600 lbs. per Lumber [] Mouldings [] Moulded Sash Stock [J 
CRONE cndvincoorceccnse 6,000 Ibs. 
30,000 Feet Mouldings, average Doors oO Frames 0 Cut Sash Stock 0 
weight 4 Ibs. per thou- Pe 
Geel Tees PRs. ve cvcdcccctese 4,500 lbs. 
15@ Doors, average weight 35 Windows [) Panels (] Cut Door Stock [J 
Ibs. per door......... sees 5,250 Ibs. 
- ie ae frome < —_— 6,000 Ibs. A copy of Paul Bunyan will be sent if so requested. 
300 Window or Sash, average Name 
weight 7 _ See ene 3000 Ibs, © Name ............ cece cece ee eeeete eer ereeteeessceessneresnesccressesseceeesenes 
Boards, Dimension, 
etc., only WES AS _ 3,000 Ibs. ST rc a ia SO eae in Gy alas gs Bie atari Sie hua lin anh aide ee Pe 
41,750 lbs. State 
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SELL CERTIFIED LUMBER 
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Douglas Fir Marked So That 
You Know Its Exact Quality 


Since 1898 the Booth-Kelly organization has main- 
tained a policy of giving lumber buyers the very 
finest quality and milling in Douglas fir lumber. 
But that was not enough guarantee to keep pace 
with the trend in merchandising lumber products. 
Dealers and builders wanted lumber that was cer- 
tified for quality. That meant plainly branding 
each piece. We were among the first West Coast 
manufacturers to adopt this new selling idea. 


General Sales Office : 





TWO MILLS:— 


Wendling, Ore. 
Springfield, Ore. 








EUGENE ORE: 


ESTABLISHED 


Today the Booth-Kelly Douglas Fir stock bears 
the “Tree-Mark” of the National Lumber Manu- 
facturers Association, the official trade mark and 
grade mark of the West Coast Lumbermen’s 
Association, and the “20” which is our mill 
number. 

You’ll find it pays to sell Booth-Kelly Certified 
Douglas Fir finish, casing, base, stepping, flooring, 
ceiling, siding, dimension, mouldings, etc. 


Failing Building, Portland, Ore. 











Headquarters for 
Trade Marked 
& Grade Marked 
DOUGLAS FIR 
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Is Unexcelled 


It has won world-wide fame and pref- 
erence in the large lumber consuming mar- 
kets. The largest acreage of this highly 
prized mountain growth timber is found in 
West Virginia. 

The mills listed on the opposite page give 
special attention to the manufacture and 
piling of Oak lumber so that it is thoroughly 
dried and in excellent condition for remanu- 
facturing. 

The large stocks of lumber constantly 
carried on sticks at these mills and the big 
variety of woods manufactured should in- 
terest all factory and industrial buyers who 
want prompt deliveries of high quality 
lumber. A trial order will prove the supe- 
riority of West Virginia hardwoods. 


pn 
Ez he SR Oak 
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INQUIRIES AND ORDERS ARE SOLICITED 
From Manufacturers of: Also From— 
Furniture, Novelties, Sporting Goods, Hardwood Yards, 
Automobiles, Musical Instruments, Millwork Factories, 


Wagons, Woodenwear, Retailers and Buyers 
Farm Implements, Caskets of Interior Trim. 
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SEND YOUR INQUIRIES TO 
THESE MANUFACTURERS: 


MOORE-KEPPEL & CO. 
ELLAMORE, W. VA. 
Ample Stocks—Quick Shipments 


THE W. C. BARLETT LUMBER CO. 


CINCINNATI, OHIO 
2111 Union Central Life Building 


CHERRY RIVER BOOM & LUMBER CO. 
PENNA. BLDG. PHILADELPHIA, PA. 


Hardwoods, Hemlock, Spruce, Oak and Maple Flooring 


PARDEE & CURTIN LUMBER CO. 


CLARKSBURG, W. VA. 
, Sales Office 


DELPHI LUMBER CO. 
CLARKSBURG, W. VA. 
We specialize in prompt shipments of mixed cars of air 
dried, kiln dried, surfaced, resawed and dimension stock. 
THE MEADOW RIVER LUMBER CO. 
: RAINELLE, W. VA. 
Oak, Poplar, Chestnut and other hardwoods. 


BIRCH VALLEY LUMBER CO. 
TIOGA, W. VA. 


Soft Textured Poplar and Oak and High Grade Chestnut 
Our _ Leaders 


NORTHEAST LUMBER CO. 


HUNTINGTON, W. VA. 
Quality and Service—All Hardwoods 
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ALLEY OF CLEAR SUGAR PINE 
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CAMINO LUMBER STORAGE YARD AND SHEDS 


California Sugar Pine 
Air-Dried--CAMINO Brand 


Lumber from our splendid stand of California sugar pine timber in El Dorado County, California is 
seasoned in our Camino yard. The location of the yard at Camino makes it without superior for the proper 
air-drying of California sugar pine lumber. It is situated at an elevation of 3150 feet with even summer tem- 
peratures and above the fogs; and on a ridge so that the air has access from all sides. 


You will find that our stock is bright, of uniform texture-and readily workable. 
Prompt shipment of drain boards, thick stock, pattern stock and Clear and Select lumber. 


M ichigan- -California Lumber Company 
Camino, California 
50 YEARS SUPPLY OF TIMBER 














Speed Up Slow Business 
With Intensive Selling 








Now that business has lost its 
momentum you have a splendid op- 
portunity to do some constructive 
—and vitally necessary—selling. 
With carpenters and builders eager 
to work, and material at its lowest 
cost in years, homes, office build- 
ings and public buildings can be re- 
modeled and improved at a start- 
lingly large savings. 

Get your men busy soliciting re- 
pair work during the winter months. 
Give them facts and figures to work 
with and you'll be kept busy selling 
supplies. Remember, no other ma- 
terial is as good for repairing and 
remodeling as plywood, and be sure 
to select Plywood of Recognized 
Quality. 


AMERICAN PLYWOOD CORPORATION 
NEW LONDON WISCONSIN 














Profitable 
Lumber 
Retailing 


A book, every retail 
lumber dealer will 
want. It gives the 
basic principles of 
lumber retailing in a 
simple, brief and read- 
able manner. It shows 
how to systematically 
plan for organizing a 
retail business for 
profit. It is a presen- 
tation of profit-creating management practices and sales pro- 
motion methods applied to the retailing of all building material. 


Beginning with a definition and a discussion of “ profitable 
lumber retailing”, the reader is taken step by step along the 
path toward profitable organization and conduct of his business. 
Market analysis, turnover, cost control, price making, creative 
merchandising and advertising are among the subjects treated. 








This is not a book of theories, but one of facts and experi- 
ences. Every suggestion in it is founded upon practical ex- 
perience. All that it proposes has been done with profit. 
Every retail lumber dealer, large or small, will enjoy reading 
this book and will find many money-making ideas in it. 


“Profitable Lumber Retailing” is bound in synthetic 
leather, 400 pages, 844 x 5 inches. POSTPAID $3.50 


Americanfiimberman *2.$2,2c"ter S« 
CHICAGO, ILL. 
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Publish this Advertisement Now 
and get ready for Barn Building Next Spring 





Plan now for 










Does your old barn look 
like the photograph 
above? A new barn 
will help you get more 
profits from your stock 
and make your work 
easier. 


OW is a good time to start thinking 

about that new barn you're going 
to build next spring. Make your plans 
for a modern, improved barn where you 
can work in comfort during the long 
winter months . . . a barn which will be 
easier for you to clean and where your 
animals will be warm and comfortable. 

An _ up-to-date, light, warm barn 
means healthy stock, less work for you, 
and bigger profits. 


Your New Barn 


In considering the material for your 


barn, our experience has taught us that 
where low cost, durability, and good 
looks are demanded, Shevlin Pine is the 
ideal building material. It wears well, 
stands up under strains, and is low in 
cost and upkeep. We have a complete 
stock in all grades and varieties. 

Come in and see us any time. 
We'll be glad to help you plan your 
barn and give you an estimate. 








(Dealer’s Name and Address) 











We will send you Free a mat or sterotype of this advertisement to run in your 
local newspaper. It will plant the seed for future sales of pine. Just write us. 


Shevlin, Carpenter & Clarke Company 


900 First National-Soo Line Building, Minneapolis, Minnesota 


SHEVLIN PINE IS SOLD BY: Chicago Sales Office: 1866—208 South SHEVLIN PINE IS MADE BY: The Shevlin-Hixon Company, Bend, Oregoni 
LaSalle Street Building; San Francisco Sales Office: 1030 Monadnock The McCloud River Lumber Company, McCloud, California; Shevlin 
Building; Los Angeles Sales Office: 328 Petroleum Securities Building; Clarke Co hit Gest Peiness. Gea, © ter-Hi Cc 

Toronto, Ontario, Sales Office: 606 Royal Bank Building; New York Sales bi ee See , 0 eT See La 


Dffice: N. H. Morgan, Sales Agent, 1205 Graybar Building. Ltd., Blind River, Ontario. 
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Start 1931 Right 


Look for this Mark 


on every Timber 


INDUSTRIAL 


—get to know about 


“UBO” {rea} TIMBERS 


AND SERVICE 


NEW YEAR is a good time to check up on Service and materials. 

Are your present connections entirely satisfactory?—if not then 
get in touch with us and learn about "UBO" Service in Douglas Fir 
Timbers for all Industrial Purposes. 


We're proud of our new mill—the new modern et we have 
installed makes it the most up to date Mill on the Coast—ready and 
able to guarantee fast service and accuracy on any Timber Specifica- 


tion. 
Let us prove it to you on a Trial order. 


TIMBER MILLS 


—- LIMITED —- 
Head Office and Mills: 


Youbou, Vancouver Island, B. C., Canada 




















THATS what all deal- 
ers are doing who are 


selling Long Lake lumber. 


Today architects, con- 
tractors, carpenters, paint- 
ers and builders unite in 
demanding lumber that is 
soft, straight grained and 
easy to work and paint. 
Thousands of these critical 
buyers have shown prefer- 
ence for 


If you really want to stock lumber that never fails to 
please, just specify “Long Lake’’ on future orders. A trial 
order will convince you of the superior quality and milling 
of our yard and shed stock. 









Which 
of these Free Services 
do you need? | 


Write Today The National Lumber 


* * * Manufacturers Asso- 
ciation will be glad to assist local authorities in prepar- 
ing or revising building codes . . . supply you with 
attractive booklets at half actual cost . . . help you 
secure practical working plans and construction details 
for homes, sheds, stores — anything made of wood, 
details of which are not readily available through regu- 
lar plan services . . . furnish mats to run in your local 
paper . . . supply you with monthly folders which 
contain sales points on lumber . . . give advisory service 
on large projects . . . assist in conducting builders’ 
schools. Which of these free services do you need? 
Write today. 


NATIONAL LUMBER 
MANUFACTURERS ASSOCIATION 
Dept. 4512, Transportation Building 
Washington, D. C. 
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Cletrac Power Makes Logs 
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Cletracs are built in a com- 
plete line which covers the 
entire range of tractor pow- 
er requirements in the log- 
ing field. From the Cletrac 
“20” to the big Cletrac 
“80-60” Logging Cruise 
these rugged tractors pro- 
vide the most serviceable 
power units you can buy. 


ASTER travel —more feet 
to the load—easier, quicker 
handling — these are direct 
short-cuts to money-saving, 
time-saving and bigger profits. 


Cletracs put these short-cuts 
into operation on every job. 
Notime is wasted getting a Cle- 
trac ready for the day’s work. 
There is no delay filling grease 
cups andoiling up tracks. Auto- 
matic, constant lubrication 
takes care of that completely. 


Easy handling and short turn- 
ing save still more time. Ma- 
neuvering is done 
quickly, simply —pull- 
ing power is main- 
tained on both tracks 
even in tight turns. 


Cletrac’s speedy, sure- 
footed travel means 
more work done per 
hour — quicker com- 
pletion of the job and 






ove Faster, Cost Less 


Let it Establish New Standards 
of Speed and Economy for You! 


the earlier release of tractor 
and operator for other work. 


Matchless draw-bar energy (a 
generous power reserve above 
the designated ratings on all 
models) enables Cletracs to 
handle far heavier and larger 
loads and equipment. Less gear 
shifting — faster, easier work. 


Cletracs are used extensively in 
the logging industry. Their 
ability to operate under diffi- 
cult conditions and to handle 
all kinds of work speedily and 
economically has gained for 
them outstanding preference. 


If you don’t have first hand 
information about these better 
tractors, get in touch with the 
nearest Cletrac distributor for 
a demonstration — or write 
direct for complete literature. 


The Cleveland Tractor Co. 
19345 Euclid Ave., 


Cleveland, Ohio ‘Cletrac 


WG h dom iclate 
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The Finest Reo Speed Wagons and Trucks 
at the lowest prices in REO History?! 








"895 
oveD 
to 
R*° announces important advances in truck design 


s@ d > * 4 —_ and utility—new bar-protected radiators with all- 
. oD chromium finish; new cowl lamps; new heavier fenders 
‘(HASSTS 

Fr. 0. B. Lansing. Michigan and new safety running boards; shatter-proof glass 






windshields; 3-point cab suspension, new upholstery, 
and an interior adjustable sun visor; new rear axle to 
accommodate dual wheels (standard equipment on 


the ton and a half model, and optional with new 4- 








speed transmission at slight additional cost on the one 
ton model). Four striking color options for any model 


you choose. See the new Reos and get the new prices! 


REO MOTOR CAR COMPANY, LANSING, MICHIGAN 


REO ano trucks 
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BROOKS-SCANLON 
LUMBER Co. 


BEND, OREGON 


YARD AND SHED STOCK 
FACTORY LUMBER 
CUT SASH AND DOOR STOCK 
SILLS AND JAMBS 
MOULDINGS 
WASH BOARD STOCK 
CORE BLOCKS 
SHADE ROLLER STOCK 
TABLE LEGS 

BOX SHOOKS, LATH 

OTHER SPECIALTIES 
































Two Hundred Million Feet Annually. 









REPRESENTATIVES: 












































' MINNEAPOLIS L. W. Davis, District Sales Manager 
NEW YORK CITY C. C. Fydell, District Sales Manager 
CHICAGO, ILL. Robert K. Eaton Lumber Company 
DETROIT, MICH. M. J. Theisen 
KANSAS CITY, MO. Tri-State Lumber & Shingle Co. 
OMAHA, NEBR. Braun, Ray Bros. & Finley Co. 
WATERLOO, IOWA C. O. Gronen Lumber Co. 
DENVER, COLO. Nissen-McGuffin Lbr. Co. 
MINNESOTA TRANSFER _ Brooks Bros. Inc. 
NEW YORK CITY Winne & Carhart 





WICHITA, KANSAS 





Arkansas Valley Lbr. Co. 
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Service That Saves 
Money 


WHY BUY 
STRAIGHT 
CARLOADS OF 
DOORS, ETC. ? 


You need not burden 
yourself with a large stock 
of these items. We can 
ship you promptly any 
mixture of doors, millwork 
and lumber in one car to 
take care of your trade. 
In fact you can purchase 
sufficient Douglas Fir 
items to build a complete 
house. 


We manufacture all of our 
lumber: operate a very 
completely equipped mill- 
work plant: and can fur- 
nish all Douglas Fir 
building items from sills 
to roof boards. 


We rotary cut all of our 
own veneer panels and 
plywood and back our 
products with a guarantee 
of satisfaction. 


Our mixed car service 
will save you time, trou- 
ble and money. 





WE MANUFACTURE 


Porch Columns 
Turned Posts 


Stock Size Vener Panels 
Door Panels 


Garage Doors 
House Doors 


Cupboard Doors Balusters 3-ply Wallboard 
Frames Mouldings Industrial Plywood 
Inside Trim Rail Gutter 


LOADED WITH 
ALL ITEMS OF UPPER GRADES OR COMMON LUMBER 


Finish Stepping Drop Siding 
Flooring Ceiling Dimension 
We cut and specialize in Industrial Dimen- 
sion stock. 
Our products are shipped to all parts of the 
world. - 


ORDER MIXED CARS 


of just the items you need, mixed any way 
to suit your requirements. 

Write now for lumber stock list, millwork 
catalog and prices. 


ROBINSON 
MANUFACTURING CO. 


EVERETT, WASHINGTON 





Che 
Grade Mark 


Sct niactn 





Our Plant Covers 27 Acres and Employs 700 Men 




















This Label | 


BEAVER BRAND 


ed Cedar 
CLEAR BUNGALOW 


THURSTON-FLAVELLE 


LIMITEO 
PORT MOODY, 
B.C. 
CANADA 


Identifies“ Genuine 
“Beaver Brand” Siding 


—A specialized product—not a side-line—of a big, 
modern plant. 

—A product carefully manufactured from some of 
the finest virgin growth Western Red Cedar 
timber grown in British Columbia. 


—A product that you can always recommend to 
your customers with complete assurance that the 
manufacturer stands back of you with a guarantee 
of quality. 


























Order it in straight or mixed cars with our 
own “Beaver Brand” Cedar Shingles, or any 
other brand of Western Red Cedar Singles 


Thurston - Flavelle, Limited 











Port Moody, B. C., Canada 
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Handbook of 


Wood Construction 


Principals — Practice— Details 
by DUDLEY F. HOLTMAN, Construction Engineer 
National Committee on Wood Utilization 


Tuts book was prepared under the direction 
of the control committee of the National Com- 
mittee of Wood Utilization and is recom- 
mended and fully endorsed by this body which 
was appointed by President Herbert Hoover. 


Ir is the first comprehensive and authorita- 
tive, yet simple and easy to understand, guide 
to good wood-using practice ever published. 
It is an honest-to-goodness manual of d sign 
and specification in wood construction. Plenti- 
ful illustrations reinforce and clarify text. 


Ir is a reference work that should be on the 
desk of every lumberman to decide all ques- 
tions affecting the use of wood in construction, 
to aid in the efficient selection and application 
of lumber and promote efficient and econom- 


ical forms of design. 
per 
copy 
Postpaid 


700 Pages 
11 Complete Chapters 
500 Illustrations 
6x9" 2" thick 
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Service—Quality— Dependability 


Hines Service consists in giving you 
exactly the lumber you want when you 
want it. 


At the Hines yards and mills there 
are two hundred million feet of lumber 
in stock. There is dense long leaf yel- 
low pine, short leaf yellow pine, north- 
ern cork white pine, spruce, Norway 


hemlock, birch, elm, ash, oak, maple, 
Pondosa pine, fir, and sugar pine. A 
stock of seventy million feet of all kinds 
of lumber is maintained in Chicago for 
immediate shipments from this central 
point. Write, wire or phone your lum- 
ber requirements and depend on Hines 
to give the service you want and the 
quality you need. 











Edward Hines 


Lumber 
. Co. 


and Associated Interests 


2431 South Lincoin Street 
Telephone Canal 0349 


Chicago, IHinois 
Western Union and Postal Wires Direct to Our Office 





























MN \qovue Glifornia White Pine 





Bird’s-eye View of Our Sawmill, Remanufacturing Plant and Yards at Algoma, Oregon. 


SOFT TEXTURED CALIFORNIA WHITE PINE 


CLEARS, SELECTS, FACTORY PLANK, BEVEL SIDING, COMMON LUMBER AND BOX SHOOK 


Algoma Lumber Co., "i Fay Building, Los Angeles, Cal. 
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Soviet Wood and 
Yankee Wit 


The Duke of Atholl asserts that the Soviet 
government has given orders to its sales agents 
in several countries to undersell competitors by 
£ 2 per standard no matter what the price may 
be. It sounds like the truth and is in line with 
Amtorg operations in Florida. 


Our smartest operators have one sure defense 
against that kind of trade piracy: Elaboration 
and added utility value. If you sell “just 
boards” the Soviet may snare your trade; but 
if you sell wood and wits the low grade labor 
of Russia cannot hurt you. 


The fight is between crude materials and fin- 
ished mill merchandise. We ought to win 


handily. 
Correct financing will help. 


Baker fenkeasCompayy 


Portland, Oregon 
Pacific Building 208 Paes ys LaSalle Street 


THE ONLY HOUSE IN AMERICA ORIGINATING AND 
DEALING EXCLUSIVELY IN LUMBER SECURITIES 


——_ 


‘““MARATHON’” 


MAPLE FLOORING 


Manufactured largely from Lower Michigan Maple—the Finest in the World 
WRITE US FOR PRICES 


WARD BROTHERS, 


WE ielecicse. BIG RAPIDS, MICH. 





Eten’ Happy New Year 


Reg. U. 8. Pat. Off. 


* 
f 
fi 


Phone Humboldt 0200 am Elston Ave., Chicago, Ill. 


Hs 

: 

is HERMAN H. HETTLER LUMBER Co. 
Sie 


































Odorless—Colorless—Paintable 
Rot Proof and Resists White Ants 
For detailed information address 
CURTIN-HOWE CORPORATION 
Timber Preservation Engineers 
415 Lexineron Ave. NEW YORK CITY 


20 North Wacker Drive, Chicago, Ill. 
Electric Power Bidg., Chattanooga, Tenn. 





Profitable Lumber Retailing 


By ARTHUR A. HOOD 


A book, every retail lumber dealer will want. It gives the 
basic principles of lumber retailing in a simple, brief and 
readable manner. It shows how to systematically plan for 
organizing a retail business for profit. It is a presentation 
of profit-creating management practices and sales promotion 
methods applied to the retailing of all building material. 


Beginning with a definition and a discussion of “profitable 
lumber retailing,” the reader is taken step by step along the 
path toward profitable organization and conduct of his busi- 
ness. Market analysis, turnover, cost control, price making, 
creative merchandising and advertising are among the sub- 
jects treated. 


This is not a book of theories, but one of facts and experi- 
ences. Every suggestion in it is founded upon practical ex- 
perience. All that it proposes has been done with profit. 
Every retail lumber dealer, large or small, will enjoy reading 
this book and will find many money-making ideas in it. 


“Profitable Lumber Retailing” is bound in synthetic 
leather, 400 pages, 8%4x5 inches. POSTPAID $8.50 


Americanfiimberman 


431 So. Dearborn St. 
CHICAGO, ILL. 














BATTEY & KIPP 


Incorporated 
CONSULTING AND CONSTRUCTING ENGINEERS 
Complete Industrial Properties, Power Plants, 
Engineering Reports, Analyses and Appraisals 
231 South La Salle Street CHICAGO, ILLINOIS 











C. H. WORCESTER CO. 


Manufacturers bs Wholesalers 


NOR T H ERN 
HARDWOODS 


Band Mills at Chassell and Ontonagon, Mich. 
Sales Office—19 S. La Salle St., Chicago 
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For many years buyers of Southern Yel- 
low Pine have recognized Laurel, Missis- 
sippi, as the one place where they could 
obtain anything needed in yard stock, 
shed stock, or structural material. 


Our big, modern mill can furnish any 
“regular” or “special” stock you may re- 
quire, and can do it on short notice. Take 
advantage of these facilities on future 
orders. 


ALSO SOUTHERN HARDWOODS 


We also have two separate mills manufac- 

turing Red Gum, Sap Gum, Oak, Poplar, 
Beech, Tupelo, Magnolia, and Cypress 
lumber. Get our quotations now. 
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Brown & Company, ee ee Gordon Hollow Blast Grate Co...... 
Brown Dimension Company..... coae, SE ma aaa Company. ... wo . ean oi 
Worms Cl, Ti Biss sie cived cncddecisve 53 erteen Mpany......- ento Steel Sash Company ........ 
Brunowiek Lumber Co.......ccsseos Griswold Lumber Company, The... .. Se mag = Corp....... Von Platen-Fox Company........... 51 
ee ee Ne evevscovscecs Vulcan Iron Works............6.4-- 72 
, National Lumber Manufacturers 
Builders Commercial Agency........ 66 PI Sid chs hctcscctesdss 18 
Burton-Swarts Cypress Co. of Florida Haggard & Marcusson Company pot oe 72 Nelson & Co., Gilbert............... w Broth 
Hammond Cedar Company, Ltd..... Newman Lumber Co., J. J.......... 49 te rothers... - Cheenetes 20ene es 24 
Hammond Lumber Company, Inc... Nicholson File Company............ arren Axe & Tool Co............ 50 
Harbor Plywood Corporation........ Northeast Lumber Company ......14-15 eons ann te — Co..... 
California Sugar & White Pine Co.... 4 Hargrove Company, The............ Northern Blower Company.......... enitinann Reais i aS as at - 
Camp Manufacturing Co............ 7 Hasen Lumber Co., E.B ........... Northwestern Cooperage & Lumber Co. 51 (et (ee ean ion 
Caterpillar Tractor Co............+. Hettler Lumber Co., Herman H...... 24 bat ar H sie eis a 70 
Celotex Company, The...........-. Hines Lumber Company, and Affiliated saad“ "ng =~ aaa ar ahaa 
Western Pine Mfg. Co., Ltd......... 6 
Central Coal & Coke Co...........- Interests, Edward.............. 23 
Oconto Company...............e0. 8 Western Pine Mfrs. Association...... 
Cherry River Boom & Lumber Co...14-15 Hockett Lumber Co................ Ww 
Oregon-Washington Plywood Co.... Western Wood Products Co......... 57 
Chickamauga Cedar Company....... Hoe & Company, R.............0. Ostrander Railway & Timber Co..... Weyerhaeuser Sales Company 
Childs & Co., 8. D.......... cccccee OF Nellay & Bons Co., L. W...cccsccce 66 Ottumwa Iron Works............... wistek Seni. &. 
Chinook Lumber & Mfg. Co........ 55 Holt Hardwood Company........... 6 See reweseuesees 
White River Lumber Company...... 
Cisar Brothers... .. Tip tempers .+s-. 57 Holt Lumber Company............. 6 
Clark Broth Hembehiies Lumber Co White Star Lumber Company....... 57 
rothers Company............ 72 um mpany...... 49 Pacific Lumber Co. of IIl., The....... 10 Wier Long Leaf Lumber Co......... 
Clark-Nickerson Lumber Company... Huther Bros. Saw Mfg. Co.......... 72 Pacific Mutual Door Company....... Wiggins Company, John B......... : 
Cleveland Rule Company........... Panhandle Lumber Co............. 2 Wilcox Mfg. Co.,W. W........ bievk 
eee Tractor Company.....:... 19 Pardee & Curtin Lumber Co........ 14-15 Willapa Lumber Company.......... 
ae Valley Lumber Co........... Indiana Quartered Oak Co.......... Parker & Sons Co., Ira ............. Williamsport Wire Rope Company... 
~ = . See Industrial Lumber Company, Inc. . .. Peavy-Wilson Lumber Co........... Willson Brothers Lumber Co........ 52 
Mera rts a Ue. See Industrial Timber Mills, Ltd........ 18 Pelican Bay Lumber Co............. Winton Lumber Company........... 
see ary oor Rp arwes ache alan Internationa Harvester Co. of America Pike-Dial Lumber Company......... 57 Wisconsin Land & Lumber Co...... : 
a ae Jeivewe Pioneer Lumber Company........... 4 Wood Conversion Company....... *e 
ay Lumber Company......... Plymouth Locomotive Works........ 66 Worcester Company, C.H....... san” 
a Mountain Lumber Co......... 62 Polleys Lumber Co., The............ Wuichet, Inc., Louis.............66. 54 
ter Lake Lumber Co............ 55 Jackson Lumber Company, E. E..... Polson Lumber & Shingle Co........ Wyatt Lumber Company........... 
Creseent Mechine Company......... Johnson & Wimsatt................ 53 Pyrene Manufacturing Company .... Wyman Lumber Co., M.A....... oe SS 
(See following two pages for Directory of Products) 
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A—Northern Pine 
B—Northern Spruce 
C—Northern Hem- 
lock 
D—Northern Cedar 


Babcock Lumber Co...abcelo 
Brooks & Ross Lumber Co..c 
Brunswick Lumber Co..... ac 


Emporium Forestry Co....abe 
Foster-Latimer Lbr. Co...ac 
Hettler Lbr. Co., H. H..ace 
Hines Lbr. Co. and affili- 
ated Interests, Edw....acej 
Kneeland-McLurg Lbr. Co...c 
Mathieu Ltd., J. A...... abk 
Menominee Bay Shore Lum- 
ber Co. 


PTT TTT TITTTT Tre ac 
Menominee Indian Mills, 
TRO cccccccccccccceoves acd 
Northwestern Cooperage & Lbr. 
Ga, BPs cceccccscecs abcde 
Guemte GR. cecccccccceses acd 
Pike-Dial Lumber Co ajlor 
Rib Lake Lumber Co........ e 
Sawyer, Goodman Co...... ac 
Shevlin, Carpenter & Clarke 
GR cccccesesccecccess aopr 
Stack Lumber Co........... c 
Stephenson Co., I., Trustees.ac 
Von-Platen-Fox Co, ......, ac 
Wells Lbr. Co., J. W...... ac 
Western Wood Products Co. 
Geeecesecececoococess acjlor 


Weyerhaeuser Sales Co.ajimrs 


White Star Lbr. Co..... cejl 
Wisconsin Land & Lbr. Co.acd 
Worcester Co., C. H......ed 


E—Southern Yellow 
Pine 
F—Cypress 


Alger-Sullivan Lbr. Co......¢ 
Ayer & Lord Tie Cov......eJ 
Babcock Lumber Co... .abceio 
Barger Lumber Co., Inc., 
BP. Ma ccccccccccccccccces® 
— Lor. "Co. of — 


diese Ga. Be Lsrccccccce oof 
Burton-Swartz Cypress Co. 
GF BEE ecccccccvcccced ft 


Central Coal & Coke Co...ej 
Dibert, Stark & Brown Cy- 


Dimension Manufacturing Co.e 
Eastman, Gardiner & Co.. 
a Epes Sawmills Sales 


Frost Lbr. Industries, Inc...¢ 
Ferguson Lumber Co., W. T. 
Great Southern Lbr. Co....eq 
Gregertsen Bros. Company..f 
Hettler Lbr. Co., H. H..ace 
Hines Lbr. Co., and affili- 





ated Interests, Edward...e 
Homochitto Lbr. Co..... ccoc® 
Industrial Lbr. Co......... ” 
Jackson Lbr. Co., E. E.....¢ 
fF ek aan e 
mee  Gikceccccccsecs e 
Long-Bell Lbr. Sa’ 


Corporation ......++.+. ejmo 





Lutcher & Moore Cypress 


Lor. Co., Ltd........2--0f 
Lyon Lumber Co...........0f 
Newman Lbr. Co., J. J..... 7 
Peavy-Wilson Lbr. Co......0 
Pioneer Lumber Co.........¢ 


Roofer Manufacturers Club 


Southern Pine Sales Corp. .efi 
Sumter Lumber Co., Inc..... o 
Tegge Lumber Co.. The....ef 
Wier Long Leaf Lumber Co..¢e 
Wyatt Lumber Co.......... . 


G—Arkansas Soft Pine 


Arkansas Soft Pine Bureau.g 
Fordyce-Crossett Sales Co...g 


H—-Aromatic Red 


Cedar 
Bradley Lbr. Co. of Ark. .eh 
Brown & Co., Geo. C......h 


Chickamauga Cedar Co.....b 


I—North Carolina Pine 


Babcock Lbr. Co....... abcelo 
Camp Mfg. Co........-s00- i 
Johnson & Wimsatt........ i 
Schuette Co., Wm........ als 


Southern Pine Sales Corp. .efi 
Willson Bros. Lumber Co..ai 


HARDWOOD LUMBER 








Ba cccccccece ccoc® 
MOOG ccccccccccces 
Birch ......... coool 
CGN ccccccccoce’ e 
Chestnut .. evce 


Sycamore ........-D 


WE «0 ocd sceend r 


Maple (Hard and 
Gets) ccccecccccecd 
GEE cvccccvccccsccll 


SUP ccsccccsees® 


Tupelo ..... 








Barlett Lumber Co.. W. C.mn 
Birch Valley Lumber Co. 


Bradley Lbr. Co. of Ark..cin 
Brooks & Ross Lumber 
Co, 


Brown & Co., Geo. C.. 
Brown Dimension Co..... "bam 


Brunswick Lamber Co. .adhm 
Cherry River Boom & Lbr. Co. 
bedefi 


Delphi Lbr. Co...abcdefjmno 
Dibert, Stark & Brown 


—— MILLWORK, FRAMES, SHINGLES, 


SASH, DOORS. 
COLUMNS, TREL- 
LIs. 

MILLWORK 

Collins Lbr. Co., Jobn D. 

Curtis Companies Service 
reau, The 

Foster-Morgan Lumber Co. 

Hazen Lumber Co.. &. B. 

Long- Bee Lauber Sales 

Pacific Lumber Co. of Tilinois 

Pacifie Mutual Door Co. 

Red River Lbr. Co. 

Robinson Manufacturing Co. 

Lamber & Veneer Co. 


Roddis 
Sullivan Lamber Co. 
Western Pine Mfg. Co., Ltd. 


Cottonwood .......€ 
Hickory ...... osoeed 
Philippine ........ k 
Magnolia coeck 
Cypress Co., Ltd......... qa 


Dimension Manufacturing Co.i 
Eastman, Gardiner & Co.. 


Fordyce-Crossett Sales Co.cin 
Foster-Latimer Lbr. Co.abdhm 
Frost Lumber Industries, Inc. 
PPTTTTTT TTT TTT TTT achijing 
Gregertsen Brothers Co....ik 
Hettler Lumber Co., H. H. 
Hines Lbr. Co., and affill- 
ated Interests, Edw. .abdhm 
Holt Lumber Co........ bdhm 
Homochitto Lbr. Co.acijmnopq 


WINDOW AND 
DOOR FRAMES 


Andersen Frame Corporation 
Biles-Coleman Lbr. Co., Inc. 
Bradley- Miller Company 
Chinook Lumber & Mfg. Co 
Collins Lbr. Co., John D. 
Curtis Companies Service 

Bureau, The 
Foster-Morgan Lumber Co. 
Hammond Lumber oy Inc. 
Hazen Lumber (o., B. 
Kinzua Pine Mills on. 
Long-Bell Lamber Sales Corp 
Pacifie Lumber Co. of Illinois 
Pacific Mutual Door Co. 

Red River TLamber Co 
Robinson Manufacturing Co. 
Western Pine Mfg. Co., Ltd. 


Indiana Quartered Oak Co.kn 
Kaul Lumber Co.......... ino 
Kirby Lumber Co....acijinpq 
Kneeland-McLurg Lbr.Co.bedh 
Long-Bell Lumber Sales 


Corporation .......... ilnoq 
Luteher & Moore Cypress Lbr. 
Tie Mlbsisecacranscetd a 
Lyon Lumber Co....... acijlno 
Meadow River Lumber Co. 
eocccccecce ++ees.-Dedfmno 
Steneunincs Bay Shore Lum- 
BOP Dhcscccsvevccssed abdhm 
Menominee Indian Mills, 
BED eocndvcetesccse abdhmn 
Moore-Keppel & Co....... 


WOOD FLOOR 
BLOCK 


8 
FLOOR PLANKS 
Bruce Co., E. L. 
PACKAGE TRIM 
Biles-Coleman Lbr. Co. 
Frost Lumber a ge Inc. 


Kinzua Pine Mills 
Long-Bell Lor. Sales 


Corporation. 
Western Pine Mfg. Co., Ltd. 


Bloedel, Stewart & Welch, 
Ltd. 


SOFTWOOD LUMBER 





J—Fir 

K—Spruce (Western) 
L—Western Red Cedar 
M—Western Hemlock 
N—Port Orford Cedar 


Anaconda Copper Mining 
Co. 


Ayer & Lord Tie Co.....ej 
B C Spruce Mills, Ltd.....K 
Booth-Kelly Lbr. Co........J 
Bratlie Bros. Mill Co.......1 
Central Coal & Coke Cv...ej 
Clark-Nickerson Lbr. Co..m 
Collins Lbr. Co., John D.jim 


Coos Bay Lumber Co......jn 
Douglas Fir Exploitation & 

Export Co........ ee 
Duffy Lumber Co..... -..Jrsu 
a Wpeewwens Lumber 


jkim 
Griswold Lbr. Co., The....j 
Hammond Cedar Co......... 1 
Hammond Lamber Co., Inc. 


ated Interests, Edw...acej 
a vues Mills, 


ay Lor. pt oy 
Mathieu ok &.. Buconss abk 
suas Lumber Co., c. 


eeeee 


Mumby Lor. 
Co. 


eee eee eee eee eee ee 


Panhandle Lumber Co. .jkirsu 
Pike-Dial Lumber Co...ajlor 





Newman Lumber Co., J. J. 


Northeast Lbr. Co. abfimno 
Oconto Company........ abhm 


Pardee & Curtin Lbr. Co...n 
Peavy-Wilson Lumber Co..in 
Rib Lake Lumber Co...abcdm 
Sawyer, Goodman Co...abdhm 
Sizer & Co., Robert R....nr 
Southern Pine Sales Corp. 
cecccccccccccccoce --aimnog 


Tegge Lumber Co., The... 
. abdehijmnopr 
Thunder Lake Lumber Co. 


Von-Platen- For Co.....abhjm 
Wells Lumber Co., J.W.abedm 
Willson Bros. Lbr. Co....mn 
Wisconsin Land & Lar. 

Worcester ., C. H.abdhm 
Wyatt Lumber Co..........0 


Bratiie Bros. Mill (o......b 
Carpenter Lumber Co.. 

W.. Zicccccccvccosccccecs b 
Collins Lbr. Co., John D.. -b 
Connor ©b., 
Foster-Morgan Lumber ..b 
Hammond Cedar Co., Ltd...b 
Hammond Lbr. Co., Inc....¢ 
Hines Lbr. Co., and affill- 

ated Interests, Edw.....ab 
Menominee Bay Shore 
Mumby Lor. & Shingle Co. > 
Northwestern Cooperage & 

Lumber (Oo., a 
Pacific Lbr. Co. of Mlinois..c 
Polson Lor. b 


Robinson Manufacturing Co.j 
Polson Lbr. & Shingle Co..m 
St. Paul & Tacoma Lobr. 
Gh. cacvecesacspeesesne 
Seidel] Lumber Co., Julius 
soeeee Ofjlopars 
Sullivan Lbr. Co........jkim 
Thurston-Flavelle, Lid......1 
West Coast Lumbermen’s 


Western Wood \ 

Weyerhaeuser Sales Co.ajlmrs 
White River Lumber Co.jkim 
White Star Lumber Co...cej 
Willapa Lbr. Co.........jk 
Winton Lumber Co... 
Wyman Lumber Co., M. A.jmq 


O—California White 
Pine 

P—California Sugar 
Pine 


Q—Redwood 


Algoma Lumber Co......... ° 
California Sugar & White 


Fae Giicosccse TTTTTT Tr 
Clover Valley Lbr. Co..... ° 
Crater Lake Lumber 


Feather River Lumber Co...0 
Fruit Growers Supply Co..op 
Great Southern Lumber Co.eq 
Hammond Lbr. Co., Inc.... 


ereetestdeoonsesceses jmopa 


——, posed Sales 
Michigan- “autinnais Lumber 


—eeeeere coccccec DE 
—— ‘Lumber Co. of Mli- 


Pelican Bay Lumber Co,....9 
Red River Lumber Co......op 
Seidel Lumber Co., Julius 
- -@fjlopars 
Co...0 
Shevlin, ee & — 


Wuichet, 
Wyman Lumber Co., M. A.jmq 


R—Pondosa Pine 

S—Idaho White Pine 

T—Arizona White 
Pine 


U—Western Larch 


Anaconda Copper Mining 
Co. 


jru 
Biles-Coleman Lor. ‘&., Inc.r 
Brooks-Scanion Lbr. Co booed rt 
Chinook Lumber & Mfg. Co.r 
Craig Mountain Lbr. Co.....r 
Duffy Lumber Co....... irsu 
Hazen Lumber Co., E. B 


Kinzua Pine Mills Co......r 
Long Lake Lumber Co......r 
McGoldrick Lbr. Co...... rs 
Michigan-California pense 
GR, cccccccecoceccoccces 
Panhandle Lumber Co. “fare 
Polleys Lumber Co......... Tu 
Schuette Ce., Wm......... ais 
Shevlin, Carpenter & Clarke 
Co. 


eee ee weer eeeeeeee 


br rekeeusnesdoontid 
Western Pine Mrs. Assn..t 
Weyerhaeuser Sales Co.ajlmrs 
Winton Lumber Co......... ka 
Wuichet, Inc., Louis...opt 


—HARDWOOD— 
FLOORING 





GD ccccccccccccsees® 
GEES ccccccccecccec® 





Arkansas Oak Flooring Co...¢ 
Bradley Lumber Co. of Ark.e 
Brown Dimension Co.......d 
Bruce Co., EB. L......e00008 
Cherry River Boom & Lum- 

Cobbs & Mitchell, Inc.....d 
Crossett Lumber Co......... e 


PACKAGE TRIM, 


St. Paul & Tacoma Lbr. Co.b 
Sullivan Lumber Co.........b 
Weatherbest Stained Shingle 

Wendling-Nathan Ob........¢ 
Wheeler & Dusenbury......a 
White River Lbr. Co.......b 
Willson Bros. Lbr. Co.....a 
Wisconsin Land & Lbr. Co..a 


CEDAR POSTS AND 
POLES 


Fordyce-Crossett Sales Co...¢ 
Fordyce Lumber Co........ e 
Foster-Latimer Lumber ( _, 
Hettler Lumber Co., H. H..ae 
Holt Hardwood Co.......bde 


Kneeland-McLarg Lbr. Co. .bd 
Long-Bell Lumber Sales 
Meadow River Lbr. Co. .abde 


Mitchell Bros., Inc........ bd 
Northwestern Cooperage & 
Lumber Oo., The....... abd 


Robbins Flooring Company.bd 
Sawyer, Goodman Co.......d 
Seidel Lumber Co., Julixs.abd 
Ward Bros. ......cceceeeeed 
Wells Lumber Co., J. W...bd 
Wisconsin Land & Lbr.Co.abd 
Worcester Co., C. H......-- d 


ETC. 


Northwestern Cooperage & 
Lbr. Co., The 
Wisconsin Land & Lbr. Co. 





CREOS@CTED PROD- 
UCTS — Blocks, Timber, 
Poles, Cross Arms, Ties, 
Piling, Lamber, Ete. 


Ayer & Lord Tie Gx 

Booth-Kelly Lumber Co. 

Long-Bell Lumber Sales 
Corporation. 

McCormick Lumber Oo., C. B. 

Weyerhaeuser Sales Co. 
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ALUMINUM 
PAINTED LUMBER 
Stover Manufacturing Co. 
BUILDING PAPER 
Sisalkraft Co., The 


BUILT-IN FIATURES 
Ourtis Companies Service 
Bureau, 

Hazen Lumber Co., EB. B. 
CEDAR CLOSET 
LINING poe 

dley Lor. . Ark. 
Brown & C0. Geo. C. 
Chickamauga Cedar Co. 


FENCE AND 
FENCE POSTS 


American Steel & Wire Co 
Continental Steel Cerp. 
Keystone Steel & Wire 


Co. 
Mid-States Steel and 
Wire Co. 
GARAGE DOORS 
Hazen Lumber Co., EB. B. 


GLASS 


Adamston Flat Glass Co. 
— Glass 





AXES AND 
LOGGING TOOLS 


American Logging Tool Co.” 
Warren Axe & Tool Co. 


BABBITT METAL 


Nationa] Bearing Metals 
Corp. 


BELTS AND 
ACCESSORIES 


Goodyear Tire & Rubber 
Co., The 


BLOWERS, FANS, 
DUST COLLECTING 
SYSTEMS 


Allington & Curtis Mfg. 
Co., The 
Central Blow Pipe Co. 
Cyclone Blow Pipe (©. 
Garden City Fan Co, 
Kirk & Blum Mfg. Co. 
Northern Blower Co, 
Sterling Blower Co. 


CAMP BUNKS 
Haggard & Marcusson Co. 


CONVEYING 
MACHINERY 


Allis-Chalmers Mfg. Co. 
Clark Brothers Co. 


Lufkin Foundry & 
Machine Co, 


CONVEYORS 
Gravity 


Logan Co. 
Standard Conveyor Co. 


CRANES—Locomo- 

tive, Crawling Trac- 
tor, Steam Shovels; 
Clam Shell Buckets 
and Parts 


sun Hoist & Derrick 
Mill Engineering & Sup- 
ply Co. 


CUTTER HEADS 


Bolinders Co., Inc. 
Shimer & Sons, 8. J. 


DOGS-—Sawmill 
Air and Electric 


Brophy Automatic Air Dog 
Corp. 


DRY KILNS AND 
ACCESSORIES 


Dry Kiln Door Carrier Co. 
Moore Dry Kiln Co. 
National Dry Kiln Co. 
Ottumwa Iron Works 
Standard Drv Kiln Co. 
Tagliabue Mfg. Co., C. J. 


DRY KILN CON- 
TROL INSTROU- 
MENTS 


Moore Dry Kiln Co. 

National Dry Kiln Co. 
Standard Dry Kiln Co. 
Tagliabue Mfg. Co., C. J. 


ELECTRIC 
MOTORS AND 
GENERATORS 


Allis-Chalmers Mfg. Co. 
Genera] Electric Co. 


ELECTRICAL 
WIRE AND CABLE 


General Electric Co. 
Roebling’s Sons Company, 
John A. 


ENGINES 
Allis-Chalmers aie. Co. 
Electric Wheel Co. 
Enterprise Company 





ACCOUNTANTS 
Nelson & Co., Gilbert 
Scovell, Wellington and 
Company 


AERIAL FOREST 
SURVEYS 


Detechile Aerial Surveys, 
ne, 
Lacey & Co., James D. 


AMERICAN LUM- 

BER EXPORTERS 

Douglas Fir Exploitation 
& “Export Co, 


e 
& Co., James D. 


Sewall, James W. 
Spain & Co., H M. 


ASSOCIATIONS 


National Lumber Manu- 
facturers Association 


CARDS—Wood 
Kemp, Frederick 


CRAYONS—Laumber 
American Crayori Co., The 


INSULATING AND 
EAD 


American Hair & Felt 


Co. 
Celotex Company, The 
Triple Insulaire Co., The 
Wood Conversion Company 


INSULATING 
BOARD 


American Hair & Felt 
Co. 


Celotex Company, The 
Wood Conversion Company 


FILES 


Barnett Co., G. & H. 
Nicholson File Co. 


FIRE FIGHTING 
EQUIPMENT 


Pyrene Manufacturing Co. 


GAUGES—Pressure, 
Temperature 
Recording, 


Yagliabue Mfg. Co., C. J. 


GLASS GRINDING 

MACHINERY 

Lange Machine Works, 
Henry G. 


GRADE MARKERS 
AND TRADE 
MARKERS 

Childs & Co., 8. D. 
Meyer & Wenthe 

Wilcox Mfg. Co., W. W. 


GRATES AND 
GRATE BARS 
ae Hollow Blast Grate 


HOGS 
Lufkin Foundry &Machine 
Company 


HOISTS 
a ee Hoist & Derrick 


Lane Manufacturing Co. 
Ottumwa Iron Works 


INJECTORS, 

VALVES, STEAM 

PUMPS, PIPING 

Lufkin Foundry&Machine 
Company 

Soule Steam Feed Works 


LOAD BINDERS 


American Logging Tool 
Company 
Goodyear & Miller 


ENGINEERS— 
Construction 


Battey & Kipp, Ine. 


FEEDERS—Live 
Stock and Poultry 


Hargrove Company, The 


FINANCIAL 


American Credit Indem- 
nity Co. of New York 

Associated Leaders of 
Lumber & Fuel Deal- 
ers of America 

Baker, Fentress & Co. 

Builders Commercial 
Agency 


LADDERS 
Babcock Co., W. W. 


NAILS 
American Steel & bes Co 
Mid-States Steel and 
Wire Co. 


PAINTS, STAINS, 
VARNISHES 
Dixon Crucible Co., Joseph 


PAINTS— 

Aluminum 

Aluminum Company of 
America 


LOCOMOTIVES, 
CARS, RAILS, ETC. 


Baldwin Locomotive Wks. 
Fate-Root-Heath Co., The 
General Electric Co. 
Lima Loco. Works, Ine. 
Otturwa Iron Works 
Plymouth LocomotiveWks. 
Vulcan Iron Works 


LOGGING 
EQUIPMENT 


Allis-Chalmers Mfg. Co. 
American Hoist & Derrick 
Company 
American Logging Tool 
Company 
Caterpillar Tractor Co. 
Cleveland Tractor Co., The 
Electric Wheel Co. 
Fate-Foot-Heath Co., The 
Goodyear & Miller 
Lindsey Wagon Co. 
Plymouth Locomotive Wks. 
Warren Axe & Tool Co. 


LOG HAMMERS 


Meyer & Wenthe 
Wilcox Mfg. Co., W. W. 


LUMBER BUGGIES 


Archer Iron Works 

Electric Wheel Co. 

Lafkin Foundry &Machine 
Company 

Ottumwa Iron Works 


LUMBER 
CARRIERS 


Ross Carrier Co. 


LUMBER LIFTS 


Moore Dry Kiln Co. 
National Dry Kiln Co. 
Standard Dry Kiln Co. 


Cronwall & Company 
Lambermens Credit Asso- 
ciation 


FOREIGN 
BROKERS 


Richards & Co., ©. B. 


HOTELS 


Alexandria 

Benson 

Davenport Hotel Co. 
Western Hotels, Inc, 


HOUSES—Poultry 
and Hog 


Hargrove Company, The 


BUILDERS’ SPECIALTIES, ETC. 


PLYWOOD AND 
VENEERS 


American Plywood Corp. 
Collins Lbr. Co., John D. 
Lumber Co. 
ss 7 ar. Cooperage & 
Lbr. The 
orecon- Washington Ply- 
Pacific Mutual Door Co. 


neer Go. 
Sullivan Lumber Co. 


MACHINERY AND EQUIPMENT 


LUMBER PILERS 


Mill Engineering & Sup- 
ply Co 


LUMBER TRUCKS 
Archer Iron Works 
Electric Wheel Co. 
Ottumwa Iron Works. 


MECHANICAL 
RUBBER GOODS, 
HOSE, PACKING, 
ETC, 


Goodyear Tire & Rubber 
Co., The 


MOTOR TRUCKS, 
TRAILERS, TIRES 
AND ACCESSORIES 


Dodge Brothers, Inc. 
Electric Wheel Co. 
General Motors Truck Co. 
Cunt Tire & Rubber 


International Harvester 
Company of America 
Reo Motor Car Co. 


RULES—Board 
and Log 


Cleveland Rule Co. 
Lufkin Rule Co. 


SAWMILL 
MACHINERY 
Bands, Circulars 
and Gangs, Ete. 
LATH AND 
SHINGLE 
MACHINERY 


Allis-Chalmers Mfg. Co. 
Amer. Saw Mill Mach. Co. 
Bolinders Co., Inc. 
Clark Brothers Co. 


MISCELLANEOUS SUPPLIES AND SERVICES 


INSURANCE 
Associated Lbr. Mutuals 


OFFICE BUILD- 
INGS 
Metropolitan Building Co. 


OFFICE SUPPLIES 


Automatic Building Costs 
Buck & Oo., Frank RB. 





PLYWOOD 
FURNITURE 


Hazen Lumber Co., E. B. 
PUTTY, for Wood, 
Steel Sash, Calking 
Parker & Sons Co., Ira 


SASH CORD 
Samson Cordage Works 
STAINED 
SHINGLES 

Pacific Lbr. Co. of Ill. 


Weatherbest Stained 
Shingle Co. 


STEEL SASH 
Vento Steel Sash Co. 


TRELLIS 


Curtis Companies Serv- 
ice Bureau 


WALL BOARD 
Wood Conversion Co, 


WOOD FILLER 
Parker & Sons Co., Ira 





Crescent Mach. Co., The 

Enterprise Company, The 

Fischer Machine Wks. Co. 

Gordon Holtow Blast Grate 
Company 

Lane Mfg. Co. 

Lufkin Foundry & Mach. 
Company 

Mill Engineering & Sup- 
ply Co. 

Miner, J. H. 


SAWS, 
rooLs 


KNIVES, 


Atkins & Co., Inc., EB. C. 
Disston & Sons, Inc., 


Henry 
Foley Mfg. Co. 
Hoe & Co., Inc., R. 


Huther Bros. Saw Mfg.Co. 

Simonds Saw & Steel Co. 

Simonds Worden White 
Co. 


Taylor, Stiles & Co. 
Warren Axe & Tool Co. 


SAW SHARPENERS 
Foley Mfg. Co. 


SHAVINGS AND 
SAWDUST BALERS 


Famous Manufacturing 
Co. 


STEAM FEEDS 


Allis-Chalmers Mfg. Co. 

Clark Brothers Co. 

lane Mfg. Cea 

Lufkin Foundry & Mach. 
Company 

Soule Steam Feed Works 


SPARK 
ARRESTERS 


South Bend Spark Ar- 
rester Co. 


STOKERS 

Allington & Curtis Mfg. 
.. The 

TRACTORS 


Caterpillar Tractor Co. 
Cleveland Tractor Co. 
International Harvester 

Company of America 


VENEER DRYING 
MACHINERY 


Moore Dry Kiln Co. 
Standard Dry Kiln Co. 
WAGONS—Log 


Electric Wheel Co. 
Lindsey Wagon Co. 


WAGONS—Lumber 


€lectric Wheel Co. 
Lindsey Wagon Co. 


WELDING WIRE 
Roebling’s Sons Company, 
John A. 


WIRE ROPE— 
WIRE ROPE FIT- 
TINGS AND SLINGS 


- “wn Steel & Wire 
Leschen & Sons Rope 


Williamsport Wire Rope 
Company. 


WOODWORKING 
MACHINERY 

Amer. Saw Mill Mach.Co. 
Atlas Manufacturing Co. 
Crescent Mach. Co., The 
Fischer Machine Wks. Co. 





Childs & Co., 8. D. 
Cleveland Rule Co. 
Fisher, 8. E. 

Holley & Sons Co., L. W. 
Kemp, Frederick 
Wiggins Co., John B. 


REFRIGERATORS 


McCray Refrigerator 
Sales Corp. 


RUBBER STAMPS 
STENCILS 


Childs & Co., 8. D. 
Meyer & Wenthe 
Wilcox Mfg. Co., W. W. 


TIMBER LANDS 


Cronwall & Co. 
Forest Service 
Lacey & Co., James D. 


TREATED PROD- 
UCTS—Railroad 
Ties, Poles, Piling, 
Timber Products, 
Lumber, Fence 
Posts 


Ayer & Lord Tie Go. 
Long-Bell Lbr. Co. 


TRADING 
CHECKS 

Childs & Co., 8. D. 
Meyer & Wenthe 
Wilcor Mfg. Co... W. W 
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MOUNT VERNON 
HOTEL PRESIDENT 
EVERETT 


HOTEL MONTE CRISTO 


ABERDEEN 


HOTEL MORCK 


, Emblem of 


WENATCHEE 


 supenion “SxS 
HOTEL ¥ 
SERVICE 


WALLA WALLA 


MARCUS WHITMAN 

CENTRALIA 

; HOTEL LEWIS-CLARK 
r OLYMPIA 





es 


INTERNATIONALLY 


FAMOUS i} 
A if}; 
LEXANDRIAX 


HOTEL 


FAMOUS. ALEXANDRIA THAN AT THE AVERAGE Monee 
If 
RATES fj if 
Single with bath #3 to #8 {) 
YW Hi/) 
ATTRACTIVE WEEKLY-MONTHLY YY 
AND RESIDENTIAL RATES if ii) Lif 


/} 
I; 
] 
Double with bath #4 to #10 YY 
Y) 
CORNER : 






} 


: 


























The Alexandria Hotel is 
an affiliated unit of The 
Eppley Hotel Co's 20 Hotels in 
the Middle West, Louisville, 
Ky. and Pittsburgh,Pa. & the 
Hamilton chain of Hotels in 
California 


E.C.EPPLEY 
President 


CHARLES B. HAMILTON 
Vice - President and 
Managing Director 


CHICAGO OFFICE 
520 No. Michi 


| ae & Phone ite 422 pe 
























8-Wheel Log Wagons Reduce 


THOUSANDS OF THEM IN USE TODAY 


by some of the largest operators in the country—verify this state- 
ment. Built on a scientific principle, they require less powerto 7% 
pull a given weight over an uneven road than the ordinary wagon <i 
and thereby save you money by increasing your facilities and . 
saving time. 


It’s all in the 8-Wheel construction 
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Hauling Costs 40% 











Self-Loading 
Skidders 


illustrated herewith are indispens- 
able in any logging camp. For handi- 
ness, practical operation and a time 
and money saver, a trial easily 
proves their worth. We should like 
to tell you more about them. Further 
particulars yours for the asking. 


Our 

















LINDSEY WAGON CO. 


Sole Manufacturer 





LAUREL, MISSISSIPPI 











BOARD and LOG 


We offer complete line of such rules, widely used 


and recommended by lumbermen for the past fifty 
years. 









National 
Hardwood Lumber 
a 


ule 
THE [UFRKIN, (fPULe C: a Windsor, Ont. 


Saginaw, Mich 





Catalog 


















Lumber Truck 


Axles and Iron Parts 









Ready to Ship 
Build Your Own Truck 
and Save Freight 
We will sell you a sample truck 
to build by. Send for circular. 
28, 30, 36, and 44-inch 
Complete Trucks 
also in Stock 
ARCHER 


IRON WORKS 
Chicago 
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Start the New Year Right! 


Every lumberman is planning to make 1931 a pros- 
perous and profitable year. One way to do this is to 
have helpful, instructive books in your office. They 
will make your employees more efficient and will show 
you many “short cuts” to bigger profits. 


Knowledge of your business is a powerful weapon to 
minimize competition. It develops new markets, re- 
duces overhead costs, and “opens the door” on bigger 
profits. 


The American Lumberman book department offers 


you a large assortment of books on lumber and allied 
industries. There are 


Books for Everybody- 


Loggers, Woodsmen, Sawmill Operators, Carpenters, 


Retail 
Lumbermen, 


Woodworkers, Etc. 












LETIMATING 


Ratoew < 
anes 


Ask 
for Complete 
Catalog Today 


describing our line of books on forest and forestry, 
calculators and estimators, house plans, sales helps, for 
the sawmill, planing mill and woods operator, estimating and contracting, bookkeep- 
ing and business management, ‘lumber poetry, fiction and humor, etc. 


431 South P CHICAGO, 
Dearborn St. ILLINOIS 


Without obligation, please send me complete catalog on your Books for Lumbermen. 
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Eliminate 
“blower shut-downs”’ 


Year after year Kirk & Blum Blower Systems 
give continuous, trouble-free operation. No 
clogging. No ‘‘shut-downs’’ for repairs. K & 
B Systems are designed and built for per- 
manence; their flexible capacity enable them 
to meet with changes and increases in pro- 
duction. Due to many patented features and 
skilled engineering, K & B Systems deliver 
maximum suction with minimum power. 

A Kirk & Blum System will handle your 
waste economically and oefficiently. Write 


THE KIRK & BLUM MFG. CO. 
2852 Spring Grove Ave., Cincinnati, O. 


Detroit Office and Factory: 4718 Burlingame 


Kirk & BLUM 


Blower Systems 


HUTHER SAWS 


Enterprise Gasoline Motor 


—a powerful Power Unit for 
PORTABLE SAWMILLS 


This strictly portable Gasoline 
Motor will develop all the power 
you need to drive your portable 
sawmill. It can be quickly moved 
from one tract to another. 


Write for 
circular to- 
day; also 
ask for our 
catalog on 
Portable 
Sawmills. 





Write for the 
K & B book, 
“Blower Sys- 
tems.”’ 








The ENTERPRISE Co. 


2041 Main Street, COLUMBIANA, OHIO 




















TIGER BUNKS GIVE LONG pERVICE 


LUMBERMEN have used ‘‘Tiger’’ Bunks for ma’ 
years with complete satisfaction. There is a sty 
and size to meet your needs and the prices will please you. 
ay dy wh t supply you, write direct for 
ay the crouching tiger stamped oneach 




















Built of heav, Triangle braces at every 
joint. No po Ay to drop out, Willlast for years. 


HAGGARD & MARCUSSON CO. 
1113 West 37th St., CHICAGO, ILL. 
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Write for Catalog 


HUTHER BROS. SAW MFG. CO. Inc. BOOKS—BOOKS—B00KS—Hiere’s the place 


to get them. Write now for catalog. 
Rochester, N.Y. ¢ American Lumberman, 431 S. Dearborn St., Chicago 
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for Dependable The Clark Steam Cylinder 


LO GGING For Log Loaders and Kickers 





Florida Lumberman Uses 


“Prairie” Type VULCAN 


Down at Midway, Florida, the McRae Lumber & Mfg. 
Company are putting their VULCAN locomotive to a severe 
test in general logging service. 

The locomotive shown above was built for them, It is a 
16” x 24” cylinder “Prairie” type 2-6-2-8 steam locomotive, 
4’ 8%” gauge, weighing in working order approximately 67 
tons with about 85,000 Ibs. on drivers. It has a rigid wheel 
base 8’ 8”, total wheel base of engine 24’ 7”, drivers 44”. 
Locomotive is equipped to burn soft coal. The cylinders are 
of the piston valve type with Walschaert Valve Motion; 
working pressure 180 lbs.; rated tractive force 21,360 Ibs. 


Let VULCAN Engineers Study Your Problem 


and recommend the type and size of locomotive (steam or gaso- 
line) which will give you long, economical service. Write now 
for latest catalog. 


YULGAN 22 
5.25%? LOCOMOTIVES 
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WRITE US FOR A BULLETIN. 


CLARK BROS. CO., OLEAN,N. Y. 


























